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A Counter Show Case 
That Sells Goods 


REVOLVING Show Case with four 
A plush panels for displaying 40 best sell- 

ing styles and sizes. Any panel can be 
swung around to face the customer—and by 
opening one of the four glass doors the goods 
on that panel can be taken out for inspection 
and sale. There is space in the center of the 
case for a moderate stock. Measurements 
(over all) 16 in. x 16 in. x 19% in. Substantial 
construction. Mahogany finish. 





Write for our proposition. 





Wiss Shears and Scissors 
“The Easiest Line To Sell” 


The uniform high quality of Wiss shears 
has been known for over 75 years. 





Our National Advertising, reaching over 
twenty-three million persons, is seen by pros- 
pective purchasers in every locality. 


We can provide efficient and practical selling 
helps and display material. 


Dealers find that Wiss Shears and Scissors 
sell more readily, and at a greater profit than 
any other brand. 


Write for catalog and prices. 2 
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PIECES of § 


(Trade Mark Registered) 
- 


PORTMANTEAU CHEST 





The 


Contents: 
Dinner Knives, H. H. 


Dinner Forks 
Soup Spoons 
Salad Forks, Ind. 

Tea Spoons 

Orange Spoons 

Butter Spreaders 

Cold Meat Fork 

2 pe. Steak Set, H. H. 
Berry or Salad Spoon 
Gravy Ladle 
Cream Ladle 
Pickle Fork 

Butter Knife 
Sugar Shell 
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Exterior View 


/ 








The Portmanteau Chest 
is covered with grey 
lizard-grain leatherette, 
with hand-tooled gold 
lines and tapestry panel 
in top; brass handles 
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and clasps; lined with 
old rose. 


In the sponsoring of the ‘Pieces of 8”’ idea, the makers of 1847 Rogers Bros. Silver- 
plate met a real need. 


The “Pieces of 8” set is one of those sublimely obvious and immediately acceptable ideas—a set of 
silverware in eights instead of twelves or sixes—adequacy and practicability at a happy-medium cost. 


The “Pieces of 8” set illustrated here—65 pieces of 1847 Rogers Bros. Silverplate in the Portmanteau 
Chest—supplements the smaller 34 piece set and the larger 85 piece Portmanteau Chest and provides 
a beautiful and effective display case for your window, at a price most reasonably low. 


For prices and further particulars write Sales Promotion Dept., International Silver Co., 
Meriden, Conn. 


‘1847 ROGERS BROS; 


SILVER PLATE Canada: International Silver Company 


of Canada, Limited, Hamilton, Ontario Fe ;: 
HARDWARE AGE, published weekly by the JRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y., U. 8S. A. Entered as second aS 


class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 3 
2hc. each. Vol. 119, No. 22. 4 


Salesrooms: 


New York Chicago San Francisco 
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Added to an Old Established Line 


Greenlee 





Expansive 


HERE is now available under the Greenlee 

Brand, Plain and Screw Adjusting Expansive 
Bits—backed by more than twenty-five years of 
boring tool manufacture. This long experience 
in the making of boring tools both for hand and 
machine use has guided the designing and per- 
fecting of these bits by making them typically 
Greenlee in all respects. 


The Plain Type 


The No. 4 Greenlee Large Plain Expansive Bit 
illustrated to the left will bore 7% to 3” holes. It 
corresponds to the Clark Pattern now on the 
market and cutters are interchangeable. The 
body head design is slightly different as you will 
note by the illustration, in that the outlining spur 
is to the left of the center, permitting a very wide 
and open chip channel. This construction allows 
the spur of the cutter to be almost in the same 
plane as the cutting parts of the body. In other 
words the outlining spur of cutter has almost cut 
through stock at the time the screw stops pull- 
ing, consequently there is very little stock to be 
forced through. The No. 3 Small Plain Expansive 
Bit is similar in pattern and will bore from 


I, to 114". 


Screw Adjusting Type 


The No. 8 Greenlee Large Screw Adjusting 
Expansive Bit will bore from 7% to 3”. As the 
name denotes, the cutter is set to size desired by 
means of a screw, and this also prevents the cut- 
Fully ter from creeping while boring. This style of 

Expansive Bit has four parts only; namely, body, 





adjusting screw, lock screw and cutters, not 

Guaranteed having the loose clamp. The head of the body 

: ; is constructed in a similar manner to our plain 

3 Both types are high pattern, the chip channel being very wide and 

; grade tools and fully open to prevent choking. The No. 7 Small Screw 
guaranteed against de- Adjusting Expansive Bit will bore 4% to 134”. 

fects in material and Each Screw Adjusting Bit comes in a durable 

workmanship. leatherette case. 





Write for full details 


GREENLEE BROTHERS & CoO., Rockford, Ill. 
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Imitation 


Wrench ‘A’ 
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Imitation 


Wrench “B” 

















At 800 Ibs. “Wrench A” was badly bent 


At 1000 ths. “Wrench B” was useless 










Imitation 
Wrench C’° 


1030 LBS. 


















The New’ 
WALWORTH 
STILLSON 














The jaw of “Wrench C” broke off at 1050 Ibs. 


At 1500 Ibs. the New Walworth Stillson was still straight and 


strong 


THE TEST THAT FAILED 


(We hadn’t enough weights to bend the STILLSON) 


The “new” Walworth STILLSON is not new 
in any sense of design or mechanical design. The 
improvement consists solely in a new style of 
heat treatment which has greatly increased the 
whole wrench’s resistance to strain. 


Its astonishing strength has been proved by a 
recent test, as shown above. All the wrenches 
tested, except the “new” STILLSON, began to 
bend at 800 pounds. “Wrench A” was badly bent 
by this weight. At 1000 pounds “Wrench B” was 
useless. At 1050 pounds the jaw of “Wrench C” 
was snapped off. 





STILLSON’ 


But at 1500 pounds the “new” Walworth 
STILLSON was still straight and strong. The test 
failed at,this point because we ran out of weights 
with the STILLSON holding on as if nothing had 
happened! 


So this test will have to be “continued in our 
next” after we have collected enough avoirdupois 
to make some impression on the old Walworth 
STILLSON’S new constitution. 


WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Walworth, Ltd., 10 Cathcart St., Montreal, P. Q. 


ORTH 


*STILLSON, like Walworth, is a trade 
mark, registered by its owner, The Wal- 
worth Co., in the U. S. Patent Office, the 


several states, and in foreign countries. 














hee 


, 2 
( vi, ee 
BE iy eee ee 
» PS DOr ag gb de, i Wg 





selene i Gage 7° ty 
rr a tae 


June 2, 1927 


HARDWARE AGE 














Write for details of 
Big Free Display 
Board. It will boost 
your wrench «ales. 








314 N. Francisco Ave. Chicago, U. 5S. A. 


Extra Thin Extra Long Extra Light Extra Strong 





“The Finest Wrench Made” 


ARMSTRONG-V ANADIUM 


SUPER-QUALITY WRENCHES 


NCREASE YOUR SALES and build up more good will by han- 
dling this wonderful new Wrench which has created a real sen- 
sation in the wrench-using world. Mechanics who buy one of 

these sturdy, fine-looking Wrenches most always come back for other 
sizes. 

These wrenches are extremely light and long as compared to their 


unusual capacity. The jaws are thin and narrow and are exception- 
ally handy to get at the nut in close quarters. 


The strength of ARMSTRONG-VANADIUM Wrenches is based 
upon excellence of design and material rather than on bulk. They 
are drop-forged from Chrome Vanadium steel, heat treated and 
finished in nickel over copper, with heads buffed bright. 15 degree 
angle—double head. 


The longest, strongest, handiest Wrenches obtainable. Carefully 
tested and fully guaranteed. 


Write for descriptive folder showing sizes and prices. Cash in on 
the heavy demand for this quick selling line. 


“It’s STRONG of it’s ARMSTRONG” 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
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Farmer NiCHOLSON FI 
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~When It Rains 7 


Writing in a recent issue of Printers’ Ink, 
Mr. Warren R. Gibbs, California rancher, 
points out that the best time to sell farmers 
is when it rains. 


“At such times” says Mr. Gibbs, “the 
farmer is welcoming the rain as something 
he has been needing, is in a pleasant state 
of mind, and is glad of the chance to talk. 
“But” adds Mr. Gibbs, “In fifteen years’ 
operation of a farm, I cannot remember 


one single solitary instance of a salesman 
coming out on a rainy day.” 


Nicholson File Company advertising in 
the Country Gentleman and eleven State 
Farm Papers has a distinct advantage over 
the salesman. It not only reaches two and 
a half million farmers at one time, but is 
right at their elbows when in rains. For 
the farmer generally turns to his paper 
during his leisure time. 


Like all our advertising, our farm paper copy says 
“Go to your hardware dealer for Nicholson Files.” 


HOLS NICHOLSON FILE CO., PROVIDENCE, R.I., U.S. A. 


isa —A FILE FOR EVERY PURPOSE 


(TRADE MARK: 
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A birds-eye view of a 
profitable transaction 


(A) the counter salesman, reaches into (B) 
the WC] Display Case of Crescent and Smith 
& Hemenway Tools for the exact wrench or 
plier designated by (C), the customer. 


The salesman is enabled to serve his customer in 
the shortest possible time. 





The customer goes away with complete satisfaction 
because he has easily found exactly what he wants. 


His satisfaction is of the kind that brings him back A face-to-face view of the 

to the same store when he wants other goods in star performer. 

the same line, because all the tools in the WCl The WCI Display Case is an 
, ‘is attractive piece of store furni- 

Display are made under the supervision of and guar- eid: Selatan Maine et te 

anteed by the originators of the Crescent Wrench. fastest-selling Crescent and 


Smith & Hemenway wrenches 
and pliers. It will be supplied 


CRESCENT TOOL COMPANY tet fenute ti 
at the price of the tools it 
contains with no charge for 


204. Harrison St. Jamestown, N. -Y. the Case itself. 





Manufacturers of 


CRESCENT 


and Smith & Hemenway 





At the left are shown three of the 
Crescent window or counter cut- 
outs designed to display Crescent 
and Smith & Hemenway Tools. 
They are supplied in sets of six to 
dealers handling these tools. 
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Here’ s The New 




















SPINS AWAY WATER 


SPINS AWAY DIRT 


FIRST PUBLIC SHOWING OF THE ABC SPINNER will be made at 
the N.E.L.A. Convention, Atlantic City, June 4-10 
Booths 389-391 on Young’s Million Dollar Pier 
Westinghouse Permanent Exhibit, Shelburne Hotel, on the Boardwalk 


ALTORFER BROS. COMPANY, «:. »» PEORIA, ILL. 


Manufacturers of America’s Only Complete Line of Washers 
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The phenomenon of Nature that 
most nearly typifies the true action of 
the Dryer unit of the new ABC 
SPINNER is the waterspout at sea 
(a cyclone on the ocean). The water 
is lifted in a whirling centrifugal mo- 
tion and carried upward at tremen- 
dous speed. 


That is why the Waterspout has 
heen adopted as a trade mark design 


in ABC SPINNER advertising. 


HE SPINNER has been in 
process of designing and build- 
ing for more than a year, occupying 


almost the exclusive attention of our 


Engineering Department during that 
time. 

Meanwhile, it has been necessarv 
to construct an extensive addition to 
our Peoria plants to provide the fa- 
cilities for greatly increased produc- 
tion made necessary by this new ma- 
chine. 


Many Months Required 
To Expand ABC 
Facilities 

It has required many months to 
build and install the special ovens 
and other equipment for the process 
of vitreous enameling washer tubs 
and dryer-chambers for the new 
SPINNER. 

It has taken time to make suitable 
dies to mould the washer tub and 
dryer-chamber, each out of one- 
piece, seamless drawn iron. 

We have had to add extensive new 
equipment and tools to our already 
large facilities. 

In terms of money alone, it has 
cost more than a quarter of a million 
dollars to perfect our plans and pre- 
pare to sell this New Idea! 

And now that the big task has been 
successfully accomplished, we say 
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The machine is fully protected by 
patents issued and patents applied 
jor. 

The Name “SPINNER” was trade- 
marked in 1908 for use im connec- 
tion with washing machines. Its 
use is exclusively for Altorfer Bros. 
Company. 


without hesitation and with full 
knowledge of ABC previous reputa- 
tion for building washers RIGHT, 
that there was never a washing ma- 
chine constructed in our factory as 
the ABC SPINNER is built. Nor 
in any other factory! 


Large Distributors 
Came To See 
The SPINNER 


By invitation, during the past few 
months, many of the country’s lar- 
gest distributors of washers of all 
makes and kinds, visited us at Peoria 
and observed what we were trying 
to accomplish. Thanks to their con- 
structive suggestions, we were able in 
some instances to improve further 
our designs for the SPINNER. 

We asked them, “What do you 
most earnestly desire in the washing 
machines that you will continue to 
sell?” 

And this, briefly, is what they said: 

“We want a FAST washer.” 

“We want a COMPACT, one- 
man delivery washer.” 

“We want a SERVICE-PROOF 
washer.” 

“We want LOW RECONDI- 
TIONING COST.” | 

“We want a WASHER and 
DRYER that will be simple and safe 
and have less vibration.” 

They came, they saw and they 
gave us a “cross-section” of what the 
country demands in the home laun- 
dry equipment of 1927 and after. 

Today we can assure these distrib- 
utors—and those who did not come 
here—that we have actually met 
these requirements in the new SPIN- 
NER. It is our Ideal of a Washer 
Dryer. It outstrips every single ac- 
complishment of the past and antici- 
pates in some degree even the re- 
quirements of the future. 


BC SPINNER 


SPINNER Performance 
Almost Miraculous 


It’s almost a miracle that you can 
put clothes in a “bucket” having no 
holes or perforations and in 40 SEC- 
ONDS spin clothes wringer-dry ; re- 
turning the water to washer tub or 
rinse tubs without a PUMP of anv 
kind! ‘ 

It’s truly amazing that you can 
take a used washer-drver or a dem- 
onstrator and recondition it to sell 
for new in a few minutes and at 
negligible expense. 

From time to time we have made 
what might appear to be extravagant 
claims for the SPINNER, but we 
cannot stress too strongly the actual 
performance of this remarkable ma- 
chine. It must be seen to appreciate 
that we have really under-stated 
unparalleled advantages rather than 
risk exaggeration. 


Send For Details NOW 


We invite you to send for particu- 
lars in regard to the new ABC 
SPINNER or to visit us at the fac- 
tory and see it for yourself in process 
of construction and actually perform- 
ing in its sensational demonstrations. 


2yrnnnnienitny FEU SNSOADRETERSOADEANADA AASAAAAELEONLEE A SUNUTLAESOOOBDDODEAAOASALEVA UNE EAEORLAUUOLRASERTRL ED OOREEEDOTON OND SEEEE HE Pte 


4 


LAUTEGUAD DA EOADOAGEN GHeU EA AORA RED Eene neat ee 
OOERAUDREASLAALDLEDtagAREEgeD 


CORDGbOEEaa Ei tad 


ent 
ertieneees 


Te 
hiseeiaaeine 








The ABC DOUBLE A : 
For years, this good washer has 
been settmg a high standard of : 
service to users and of salability : 
and low service cost lo dealers. 


The reputation of this machine for 
- qualify and workmanship will be 
2 maintained. Production of the 
>= DOUBLE A will be continued for 
those who want ABC quality in a 
wringer machine. 
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YOUR own customers will. he iy 01 “Rae ieneaileion is something to * 
enthusiastic about Sargent door be able to talk about; a& You Know if |” 
closers|| asthe, carpenter was who you've eyer tried to apply some 
made the statement qudted’ ‘above.’ door ‘closers.’ But it is not the only 
Because of the clear diagram packed ~ ‘Sargent selling point... Seth ino] 
with each Sargent closer:it ig up arid© rugged; expertly construc 4 Pao mans 
| working in a third of the usual time: ,..mism that; has, operated d BqXEE 0. | 
' In equipping the many doors of, an .,-kinds.of buildings smoothly, quickdsJ |... p= 
®, voffice ar public building, time itself quietly year after year. Sargent | 
» would’be a very important item. But closers are’ as ‘mechanically 'perféct 










where: Only one door closer is being’ ‘as it ‘is possible to make them» ‘They d 
e@*the important thing is not ' tay) be) applied) to either right) or. If 
_s@muth that the diagram sayes;time,, left ,hand doors without, changing, 1... 


that it eliminates .all .necessi any of the parts, They are guaran- 

expefimenting and every ete teed. Feature them together with © 

6 mistake. Following thé’ the ’srmall%S20” which is increasingly 
‘the Sargent:sclosers must » bought:for’the light doors of homes»: :: 
as it should+right from, ,,There’s profit, in the, Sangent. line, 
: of door closers.. Write for details. . 
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SALES-—— 
That’s What Simonds 


" pecial Hand Saw Files 











», Share in the profit from one of the most rapid 
on, the market. Carpenters and other saw fil- 
"whi miéw file because they have tried it out 
Spier demand and commendation have 


2 eu 


mIIO VE 


and Saw File 


eBeing offered the consumer. It is a spe- 


is the Ok ¥ 
“hlase easier, faster and-accurate. Users 


cial file 


tell us\ cs as many saws as the ordinary slim 
taper file Otanty and mer demand are strongly backed by 
Simonds : acy: ine... intl s salg } promotion to help you sell more 


files. 


vai 
ESMAN for additional information 


ASK YOU Nl » SAL 
Ovebseles plan covering it. 
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Saw anp Steet Co. 
Fitchburg, Mass. 
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TRIMO an 


What, another TRIMO? Gosh, it’s 
getting so a pipe can’t have any fun at 
all these days. I used to give ’em an 
awful job trying to twist me before 
these doggone TRIMOS came around. 
Now every wrench that grabs me is a 


TRIMO. What chance have we got? 












































Boy, your playful days ended when 
the first TRIMO showed up around 
here. Since then the boss has been 
putting TRIMOS on every wrench 
job in the place. And you know why. 
You always move fast when a TRIMO 
twists you and you never Saw any 
slipping or breaking, did you? 


Trimo: 





I guess there isn’t any tougher pipe 
wrench on the market than a TRIMO. 
My customers all figure that way. Sell 
’em their first TRIMO, and after that 
they won’t think of buying any other 
kind of a wrench. They always specify 
TRIMO. 


The 


Dealer : 





TRIMONT MANUFACTURING COMPANY 
ROXBURY (BOSTON), MASS. 






America’s Leading Wrench Makers 
For Nearly Forty Years 






NOTE: 

When a man asks 

for a pipe wrench, 
he means a 


TRIMO 





TRIMO 
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| PERFECTION 
MITRE BOX 





There Is an _ Irresistible 


Charm to Good Tools 
That Have Also a 


Fine Appearance 





Buyels 
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lal 
HARDWARE COMPANY 


i Reg. U. S. Pat. Off. 


TORRINGTON, CONN,., U.S. A. 


New York Office: 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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Full Page Ingersoll Advertisement 


in 


THE SATURDAY EVENING POST—June 25 








YS Sugeno. 


YANKEE 


$1.50 WRIST WATCH $3.50 








and a Carefree Mind 


Mr. WARD WaRE is a progperous business 
man in the Middle West. He is proud of a 
very fine gold watch which he wears for 
dress and business. 

Not quite that either —a/ways for dress 
and only most of the time for business. For 
when the hot days come and he retires his 
vest from active service, he also retires his 
expensive watch and carries an Ingersoll 
Yankee — sometimes in the outside pocket 
of his coat and at other times in his trou- 
sers’ pocket. 

For his fishing trips and when he’s tinker- 
ing around the car or working in the yard, his 


YANK EE $1.50 
YANKEE RADIOLITE §2.25 


JUNIOR $3.25 
JUNIOR RADIOLITE $4.00 


Active Feople 


Yankee a/ways and his expensive watch never. 

The arithmetic of the thing is simple. If 
he loses his gold watch or has it stolen, it 
means a big investment for a new one. If 
he breaks it, it means a sizable repair bill. 

If he loses his Yankee he gets a new one 
for $1.50. If he breaks it he can get it re- 
paired quickly and at a nominal charge by 
sending it to the Ingersoll Service Depart- 
ment at Waterbury, Conn. 


SERVICE DEPARTMENT: WATERBURY, CONN. 


Prices slightly higher 
mn ieee” 





WRIST WATCH $3.50 
WRIST RADIOLITE $4.00 


MIDGET $3.25 
MIDGET RADIOLITE $3.75 


Mr. BAILy SMITH drives his car about 15,000 
miles a year. He drives a golf ball during 
the playing season for a grand total about 
equal to a trip from Chicago to Detroit. 
He wears an Ingersoll Wrist Watch— in 
preference to any other wrist watch. For 
several reasons: (1) Vibration and the jolts 
and jars of driving (car or golf ball!) don’t 
affect the timing of an Ingersoll the way 
they do the more delicate wrist watches. 
(2) In case of accident, the Ingersoll Service 
Department is at his service. (3) In case of 
loss or theft—Ingersoll dealers everywhere. 


INGERSOLL WATCH CO., Inc. 
NEW YORK - CHICAGO + SAN FRANCISCO - MONTREAL 







WATERBURY $4.50 
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WATERBURY RADIOLITE $5.50 
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What they say about the New 1927 
Series DE LAVAL Separators: 


“The sweetest running cream separators 
ever made by man.”’ 


2 ¢@0¢ 4 


‘The easiest running separators ever made 
and 100% De Laval mechanically.” 


2 0@ 044 


“So far ahead of anything else in every 
way there is no comparison.”’ 


4 ¢@4 4 


“A wonderful line of separators — in 
skimming efficiency, ease of operation, 
convenience of handling and appearance 
they are supreme.’’ 


a “« 2 a 


“Ves, the new De Lavals are giving users 
wonderful satisfaction AND THEY ARE 


SELLING LIKE ‘HOT CAKES.’”’ 


i & @ 





Just let any separator user see and try one of these new 
De Lavals, then run the skim-milk from his old separator 
through it, and the chances are you can show him then and 
there that he is losing enough butter-fat to pay for a new 
De Laval—and easy sales are bound to result. 


Many progressive merchants are centering an 
all-the-year country selling campaign around 
De Laval Separators and Milkers with splendid 
results. They know that the De Laval Line not 
only yields larger profit on invested capital be- 
cause of its rapid and steady turnover, but provides 
the foundation for building a permanent and prof- 
itable business in other lines. 


The De Laval Separator Company 
NEW YORK ge: | CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 
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No. 830, 1% inch Size — Cast bronze 
case, with raised parts polished and 
sunken surfaces matted. Hardened 
steel shackle, nickel plated. Two 
nickel bronze keys. Price, $2.76 each 
list. 





No. 840, 134 inch Size — Cast bronze 
case, with raised parts polished and 
sunken surfaces matted. Hardened 
steel shackle, nickel plated. Two 
nickel bronze keys. Price, $3.40 each 
list. 





No. 850, 2 inch Size — Cast bronze 
case, with raised parts polished and 
sunken surfaces matted. Hardened 
steel shackle, nickel plated. Two 
nickel bronze keys. Price, $4.04 each 
list. 





‘No. 870, 214 inch Size — Cast bronze 
case, with rai parts polished and 
sunken surfaces matted. Hardened 
steel shackle, nickel plated. Two 
= bronze keys. Price, $5.80 each 
ist. 
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Quality—Strength— 
Security in these 
Yale Pin-tumbler 


Padlocks 


Yale Pin-tumbler Padlocks are more carefully de- 
signed, better constructed and finished and give more 
trouble-free service than any other padlocks of similar 
construction. They possess the highest quality, the 
greatest strength and the ultimate in security. 


Here are a few important and distinctive features: 


Extra Strong Shackle. Made of a special grade of 
steel, hardened to the correct depth of penetration and 
still having a tough core. This treatment gives them 
added strength to resist the saw and still they are not 
too brittle to withstand a severe blow. The shackle is 
locked at both the heel and the toe. 


The Shackle Retainer insures a smooth-working 
shackle. 


The Positive Key Stop, an exclusive Yale feature, 
is responsible for the free and easy operation of the 
key. 

The Deadlocking Feature is accomplished by the 
use of sliding bolts which are deadlocked in position so 
that they cannot be forced back or vibrated out of posi- 
tion. This manner of construction deadlocks the shackle 
bolts, making them secure. 


Attractive in Appearance. The bronze cases are 
heavy and sturdy. The polished bands around the cases 
are uniform in width and are raised to contrast with the 


sunken matted surfaces. ‘ 


Can be Master-Keyed and ‘‘Keyed Alike.” Yale 
Pin-tumbler Padlocks can be master-keyed or ‘“‘ keyed 
alike’’ with Yale Auxiliary Rim Locks, Desk Locks, 
Trunk Locks and Door Locks or any other Yale Cylin- 
der Locks using the same style and size of key. 


Put in a stock of Yale Pin-tumbler Padlocks in the 
various sizes and build up an increased business on the 
highest grade padlocks and the most profitable line for 
any dealer to carry. 


The Yale & Towne Mfg. Co. 
Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont. 


Cut-open view, 
showing inter- 
nal construc- 
tion of Yale 


YALE MARKED IS YALE MADE Pis-tumpbler 


adlocks. 
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No. 2830 — Same as No. 
830 but with elongated 
shackle, with 2 '» inch clear- 
ance. Price, $3 00 each list. 





With Dust Guards — All of 
these pin-tumbler padlocks 
can be furnished, at an extra 
charge, with dust guards. 
The list number of padlocks, 
with dust guards, are pre- 
fixed with the letter ‘“‘D’’, 
thus ‘‘ D830.”’ 





With Length of Chain—All 
Yale Pin-Tumbler Padlocks 
can be furnished, at an extra 
charge, with a length of 
chain. The list num of 
padlocks, with chain, are 
affixed with the fraction “‘ 14,”’ 
thus, ‘839 14,”’ 
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~The BEST COOKS use 
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Real Money — 
in camp outfits € 


You can sell them now, and all 
summer and fall. Campers, tour- 
ists, picnickers—all want these 
well-made Viko Aluminum out- 
fits. There is money in catering 
to this big demand. 


The set illustrated—for four peo- 
ple—is only one of several with 
which you can satisfy every cus- 
tomer. You can buy the articles 
separately, too—collapsible frying 
pans, buckets, etc.—to sell to the 
man who wants to complete his 
present outfit. 

Look into this profit-opportunity 
today. Just mail the coupon 
below. And ask your jobber. 

Aluminum Goods Manufacturing 
Company 
Manitowoc, Wis., U.S. A. 


VIKO 


The Popular Aluminum 
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Aluminum Goods Manufacturing Co. 
Manitowoc, Wis., U.S.A. 


Please rush 


Address 
Information! 





We buy through 
SLE ALL AEA 


Please send me full information about 
Viko Aluminum camp outfits. 
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For instance—St. Mary’s 
Hospital, Rochester, 
Minn., w the Mayo 
brothers work, uses alu- 
minum cooking utensils 
exclusively. 


The BEST COOKS use 


Aluminum 


Hospitals are enthusiastic advocates of aluminum ware. 
They approve its long life —its economy in the long run. 
They testify to its admirable cooking qualities. They find 
it easy to handle; easy to keep hygienically clean. 


But, more than any other quality perhaps, it is the safety 
of aluminum for all cooking that is first in the thoughts 
of the hospital executives who equip their kitchens with 
aluminum utensils. 


Housewives prefer aluminum for the same reason. They 
know they can trust this pure, clean, shining metal. And 
to add to their satisfaction they have the knowledge that 
aluminum cooks everything well. 


What is true in hospitals and homes is true in hotels; 
on ships; on dining cars—everywhere. . . . 


The best cooks use aluminum. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
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Here’s another 
of your 
advertisements 


On the other side of the 
dotted line you see the latest 
advertisement in the big cam- 
paign now running under the 
auspices of the Aluminum 
Wares Association. 


These are your advertise- 
ments because they are sell- 
ing aluminum ware for you. 
Notice the statement opposite, 
that “St. Mary’s Hospital, 
Rochester, Minn., where the 
Mayo brothers work, uses 
aluminum cooking utensils 
exclusively.” ‘Think of the 
selling power of that simple 
statement of an impressive 
fact! 

Then multiply that selling power 
by 9,651,577, the combined circu- 
lation of the following magazines, 
in which this advertising is appear- 


ing: 


Ladies’ Home Journal 
McCall’s Magazine 


Woman’s Home 
Companion 


Good Housekeeping 
Country Gentleman 


Journal of Home 
Economics 


American Cookery 
American Food Journal 
Hyégeia 

Modern Hospital 


Journal of the American 
Medical Association 


Tie up with this advertising. Tie 
up with the new national slogan, 
“The Best Cooks Use Aluminum.” 
They are doing good work for you. 


ALUMINUM WaARES'7 ASSOCIATION 
Publicity Division, 844 Rush Street, Chicago 








°; PES. as : bye 1 gh ee : 
- : 1 = Ae a il 


A ag NE ip EOLA. A. in ea 


oie es 


Tide ehhae Meena ae : 
ne PRS Sees oes ne yt ah 9k ge aR 





We eC 


pak ee ‘ rt é re 
ater gh ce vy ey > *) eS. ebpetee WET. 





2 
sg 
* 


AGO: YE a 5,2, b 
es <2 


ei oe WN os 






June 2, 1927 HARDWARE AGE 19 





| When You Need Malleable Hardware Quick ! 





PEL IOI ONY Ie 


























HE photograph shows one of fifteen similar aisles carrying the 
thousands of standard Vehicle and Hardware Items listed in our 
Catalogue No. 9. Among these are: 





: Thumb Screws Door Locks 

Wing Nuts Lock Handles 
Turn Buckles Body Braces 

2 Screw Clamps Fifth Wheels 

a Clevises Corner Plates 

& Chain Repair Links Hinges 

z End Gate Chains Spring Shackles 

g Brake Irons Row Locks 


Reasonable stocks always available for immediate shipment. Ask for a copy of cata- 
logue No. 9 and order your standard and emergency needs direct through your Jobber. 


THE EBERHARD MANUFACTURING COMPANY - Cleveland, Ohio 


ERHARD MALLEABLES 


#8 Years of Quality & Service 


PEE LIE TL LT TN Ep 
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= A en weet Ye The No. 34 Horton] ~~ 
: d _ | ElectricWasher. Sub-] 
The No. 40 Horton . yi . s 
Electric Washer. | merged Se ae 
Copper tub; 3-cup iB | aeons Pe Se 
6uction. 





The No. 33 Horton 
Electric Washer. 
Wood tub, agitator 
type. 








No. 34-64 Horton Gasoline ri No. 34-54 Horton Power 

Powered — Copper tub, sub- " , - Pulley — Copper tub — sub- 

merged agitator type, with in- | - . merged agitator type—for 

built gasoline engine. | cote —— pulley use where power is 
| “a —° -_- already available. 


For homes without electricity Forh thout electricit 
or homes without e ity 


The New Horton Automatic Ironer, 30-inch. Complete 
open end roll; electric or gas heat; electrically driven. 








June 2, 1927 HARDWARE AGE 21 


and above all else GOOD FRIENDS 


Line ~~~ 


Specializing in the 
Type and Principle — Generally 
Preferred Today 








< e 
Fie 
ate 
Lit 
Bice 
i 

Se 


EALERS through trade papers in 

every field in which Horton Electric 
Washers and Ironers are logically distributed 
are constantly being “sold” on the complete 
Horton Line. 


Each year for fifty-six years, the name 
“Horton” on a washing machine or ironer 
has been the symbol for quality, workman- 
ship, advanced design and efficiency. 


Each year for over half a century the name 
and fame of Horton has grown. During all 
these years Horton Washers and Ironers have 
been entirely sold by jobbers and jobber’s 
salesmen to the best retail trade. 


A jobber policy—that explains the ever in- 
creasing sale of Hortons and the loyalty of 
jobbers to Horton because of Horton’s loyalty 
to them. 


Don’t judge Horton as~.just another wash- 
ing machine manufacturer. Go farther— 
learn of Horton’s policy of distribution 
as well as the rigid adherence to the highest 
principles of material, workmanship and 
efficiency. 


When you handle the complete Horton line 
exclusively you have a distinct advantage. 
You can supply any demand for any popular 
type with one brand name. 


Watch the tide turn to Horton. Dealers 
are demanding Horton Washers and Ironers 
because they know them. They know 
too that Hortons are backed by a real 
policy —manufacturer to jobber to retailer to 
consumer. 


Will you supply this demand? 


We can tell you an interesting story 
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The Horton line is complete—a ma- ¢ Hote. 
chine for every price class, a type 4 este” 
for every demand. 


of “Why you should handle Hortons,” 


if you will permit us. 
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HORTON MANUFACTURING COMPANY 
Fort Wayne, Indiana 


HORTO 





‘Washers 


lroners 
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rom COVER to COVE 
ee re ot mg er 


74123 Entries of names, addresses and trade marks of American manufacturers of 
hardware and kindred products listed under their product headings. 

4125 Master product headings alphabetically arranged. | 

6919 Cross reference headings. 

367 Manufacturers showing catalog descriptive data near their product listings. 


882 Pages of specialized hardware buying information—which over 10,000 hard- A 
ware buyers have indicated represent Greater Convenience, Time Saving : 
and More Sales to every one in the Hardware Trade. 








Are you profiting thereby? 






HARDWARE BUYERS CATALOG 239 West 39th St., New York 
(SB Se RC CE RSE RMR MS nam 
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AMERICAN 
SCREW 
! COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 


nal e>| \  Riaglllil 





Largest Stock 
Greatest Assortment 


ea ii eo 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. . 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction. being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it easy 
to apply. Has a pleasing Gray color. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way Cortland Black Enameled 
16 Mesh, No. 33 gauge filler White Metal Finish 
No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 





June 2, 1927 HARDWARE AGE 25 






1781—Wire Scratch Brusb 
Standard Shoe Handle Brush fo: 
household, auto or factory use 


A Fast Selling 
Osborn Assortment 


Put one of these Osborn Wire Brush 
Assortments on your counter and 
watch sales and profits grow. 








These brushes are being bought 
Assortment “G”—Consisting of 18 very day for ei paint and 
Brushes packed in an _ attractive, varnish — cleaning wood, stone, 


sales-producing counter display box. 





7 different styles of brushes are in- ° e 
ciuded—all fast-elling numbers, brick, metal, iron-work, foundry 
ment “G"—containing 12 brushes. castings and rubber. 


There’s a ready sale—and a worth- 
while profit—for every one of them. 
Displayed where your customers can 
inspect and handle them, they give 
your selling effort a running start. 





1777—Steel Wire Scratch Brush. 
erodes betes oo. 
cleaning architectural iron work, IWE OSBORN MANUFALTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


BRANCH OFFICES: 
New York Detroit Chicago San Francisco Los Angeles 





1779—WireScratch Brush. Made 
with curved back. For removing 
paint, varnish and rust. 


A BETTER WEARING BRUSH FOR EVERY USE 
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FIRST IN NEWS?! 


The first complete illustrated report of the out- 
standing National Retail Hardware Associ- 
ation’s Convention at Mackinac Island, June 
27 to June 30, will appear in Hardware Age in 
the July 7th issue. 


No hardware manufacturer, no advertiser can 
afford to be without representation in the 


RETAILERS’ 


Convention Number 


July 7th 


This big important issue will carry your sales 
message to 20,000 hardware merchants and 
jobbers and their salesmen who will read its 





pages from cover to cover. 


Advertising forms close June 27. Act Now! 


HARDWARE AGE 


239 WEST 39th STREET 


Charter Member Audit Bureau of Circulations 
Charter Member Associated Business Papers, Inc. 
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This is the New 


HARVARD OIL 


RANGE 


It Is the Last Word in Oil Stove Design—Have You Seen It? 





 Pigaas 
Ln 
Th Mem sta 
|i) 



































You will have a new appreciation of the convenience 
and efficiency possible in oil stove cooking after seeing this 
new Range—Produces a flame hot as natural gas and as 
easily controlled. 


Made with Czst Top and Frame—Has white enameled 
splash back and end—Enameled Oven Door with Glass 
Front and Thermometer—Bakes and Roasts equal to a gas 
or coal Range. 


The price, too, will surprise you—it makes it the best 
Oil Stove proposition for the dealer that can be found any- 
where—and it is backed by a concern that has been in 
business 98 years. 


We, of course, also have a complete line of regular Oil 
Stoves, all sizes, with regular or giant burners—and every 
one of them is good. 


Our Delivery Service can’t be surpassed. 


THE GEO. WORTHINGTON CO. 


Established 1829 
CLEVELAND OHIO 


























This New Cabinet Oil Stove Is a 


Beauty—Practical As Is Handsome. 


Priced to Make It Popular 
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Mechanics 
say— “Cheney 
Hammers are 


RIGHT” 


Men who use tools most, know 
tools best. Carpenters, machinists 
—these men who are particularly 
fussy about the tools they use, 
have been mighty keen about 
Cheney Hammers for more than 
90 ae. 

Mechanics like the satisfaction of working with good and well-made 
tools. And from handles to heads, from “feel” in the fist to their 
famous “hang”, Cheney Hammers have got the stuff that men want 
in hammers. That’s why men continue to ask for Cheneys. 
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~ FIN Parliament 
Butts exemplify the same 
care and skill that charac- 


terize_ the production of 
all Grittin Hinges 7 








( ;RIFFIN 


OT iiGnintanes 


ERIE PENNSYLVANIA 
simile i a | ee 
i) ee| 45 WARREN ST. - NEW YORK | 
555 W. RANDOLPH ST., CHICAGO 
124 PEARL STREET - BOSTON 
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CORBIN 





Wood Screws 

Drive Screws 

Ceach Screws 

Machine Screws 

Set Serews 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatie Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 
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UNIFORM QUALITY and ADEQUATE STOCK 






Safety Chain = 
Furnace Chain The CORBIN SCREW CORPORATION = 
Ladder Chain The American Hardware Corp., Successor = 
Sash Chain NEW BRITAIN, CONN. = 
Escutcheon Pins Warchouses—New York, Chicago, Philadelphia = 
Speedometers Western Factory—Dayton, Ohio = 




















BABCOCK 
SPRUCE 
_ ADDERS 


A Winning Hand! 


When you hold 
a hand like this 














at means 
sure ladder SALES, 


Because BABCOCK 
stands for STRENGTH 
And our SPRUCE 
never fails. 


It’s all AIR DRIED. 


Ladders for every need. 
We pay the Freight. 





W. W. BABCOCK CO. 
Bath, N. Y. 
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W. ROSE 





sin sah: teieieeaniacomei al tains Pointing Trowel No. 75 
SALE HOUSE 
yawn - ar Especially useful for laying tile, it should be 
Odes Ae displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 
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Do You Want 


Satisfied Customers ? 
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Then give them the best, 








3 o& 
and when you give them 
White “Old Fashioned” Profits come from repeat 
— tools you — — orders 
that you are giving them the , , 5 
. 8 5 OODS that give entire satisfaction, make 
best. a —. who buy regularly and 
give stability to your Dusiness. 
r oo One time sales are all right to clean up a lot of junk, 
l'empered one by one by but regular customers make a successful business. 
old experienced workmen Morrill Products have been the standard for half a 
century and are business builders. 
who know how. Our goods are listed in the Hardware Buyers Catalog, 
but we have just issued a new bulletin with fuller in- 
Wr; f C formation, a copy of which we shall be pleased to send 
rite tor our new ata- you upon request. 
“ , Our experience is, that a line such as ours is most eco 
on Pe logue of € arpente rs Tools. nomically distributed through Wholesalers, so that we will 
ask ny ae friends to order from their ne 
saler. ' If he does not carry our goods we sha e 
The L & I J White Co.. Inc glad to furnish the name of the nearest one who does. 
s . o e9 t , 





102 Lafayette St. New York 








| 125 Columbia St. Buffalo, N. Y. CHAS. MORRILL, INC. 
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MOST FAMILIAR TO USERS EVERYWHERE; y me & 
HIGHEST IN THEIR ESTIMATION a 6) i 
SELL READILY int 

YIELD THE DEALER PROFIT AND SATISFACTION. 


: r mma 
HATTA MAMA ANH ATAMTRANAATAMR AMMA TAMMIE TPT 


We Offer Also GENUINE STAINLESS STEEL TAPES 
SEND FOR CATALOG THE [UFKIN feULe (0. SAGAS, SRC 


NEW YORK WINDSOR, CAN. 
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$ Makes You 
SOCKET WRENCH 





With this carefully selected 
Walden - Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 

No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 


Steel Sockets for Hex and Square 
nuts; Speeders, Offsets, Tees, 





Assortment No. 1100 Ratchets, Connectors, Universal 
Joints, Extensions, etc. Graded in 
proportion to demand. All parts 
interchangeable. Net price, in 


cluding all-steel cabinet, $54. 


Write us for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No. 


STEVENS WALDEN-WORCESTER, INC 
Mfrs. of Walden-Worcester Wrenches 


and Stevens “Speed-Up”’ Tools 
Worcester, Mass. 





STEVENS-WALDEN- -WORCESTER 


ORPOR 
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ANCHOR BRAND 





CLOTHES WRINGERS 
REDUCTION IN PRICE 


Effective January 10th 


We believe these 
lower prices will 
greatly increase 
the sale of Wring- 
ers and earnestly 
urge our custom- 
ers to pass on this 
decline to their 
customers. 


Sort up vour 
stock now and go 
after this profit- 
able business. 


We solicit vour 
orders. 


No. 790 Guarantee 


Lovell Manufacturing Company, Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 














No Slotting of Risers 
No Grooving to Hold Steps 


No cutting of side pieces, 
which weaken a step lad- 
der and cause trouble. 


Slotting and grooving 
the side pieces are old 
methods, which are left 
out of our 


Trade-Mark 


Super-Strong 


Step Ladder 


Equipped with Patented 
Steel Step Support 
which firmly trusses the 
ladder, holds each step 
securely and _ insures 


SAFETY with the 





strongest construction 
known. 
A demonstration closes the 
sale. 
Send for Catalog and Sizes 4 to 12 Ft. 
Prices. Special Sizes 14 to 20 Ft. 


Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators. 


The Superior Ladder Company 


516 East Madison St., (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied lines. 











In Every Branch 
of Industry 


Coes Wrenches are used every- 
where. On land and sea, in big 
manufacturing plants and in 
little one-man shops. They are 
in daily use—working on 
everything from bicycles to bat- 
tleships. 


Why? Because they are built 
to a standard that never varies 
—quality—first, last, and all the 
time. Your Jobber will supply 
you. 





COES WRENCH CO. 


“In Business Since 1841” 


Worcester Mass. 
SELLING AGENTS 
Bs Gi Te Gc bc cc ccevves 253 Broadway, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 
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Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 


BETHLEHEM STEEL COMPANY ae 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


Style B 


CAROLUS CUTTERS 


The Style B is the regular Bolt Cutter with the added 
End Cut making a 2 in 1 Tool. Carolus also offers Style N, 
Straight and End Cut with Nut Splitter. Steel Plates hold 
7 rigid. Made in SIX SIZES and THREE STYLES 

uy the Best. These Tools are Time Savers. 


If your Jobber cannot supply you, write us direct for Litera- 
ture and Prices. 
CAROLUS MEG. CO. Sterling, Ill. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 








““PERFECTION ” 


The Quick-Selling Pocket Level 


A nationally advertised product 
needed for the everyday work of 
Carpenters, Plumbers, Steamfitters, 
Bricklayers, and Masons. It is ab- 
solutely accurate and 


Retails Like Sixty at 60 Cents 


Steel clips furnished with each level 

for attaching it to a carpenters’ 

square for plumbing or leveling. 
Can be used on a two-foot rule 
without clips. Write for trade 
prices. 


Modern Utilities Co. 


Manufacturers 


140 So. Second St., 
Harrisburg, Pa. 








Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 











Their Quality Has Made Them So: 


“Always Reliable” 
TORCHES and FURNACES 


One of the leading lines on 
the market today. 


Each torch and furnace is 
fully guaranteed. 


. Most jobbers stock. 
overed by patents. 
No. 57 Qt. No. 58 Pt. Others will order. 


OTTO BERNZ CO., INC., NEWARK, N. J. 


Stocks in Newark, N. J., New York City, Chicago and San Francisco. 


Offices in Newark, N. J., New York City, Chicago, Fort Worth, Denver, 
Helena, Mont.; San Francisco, Los Angeles, Seattle and St. Thomas, Ont. 








~— 


Z Russell Jennings Mfg.Co. 


Chester, Conn. ane 











Better 


Machine Screws 
Regular and Special. 


Complete stock of 
Standard Sizes. 


Prices on Application 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN, U.S.A. 


NEW YORK, N.Y. 
30 EAST 4252 ST. 











Arch Punches 
Revolving Punches 


Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. Also: 
ga Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
ools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. ‘Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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HardawareRetailing ois 
Easy . 


- with Lupton steel 
Hardware Display Equipment 


Compact, easily accessible, 
efficient, quick service, 
orderly, visibility, most 
modern method of display 


This equipment beautifies the store, makin 
it more attractive to your customers, moree 
cient for your help and more profitable to you. 


No need to be without it. Your store can 
be completely equipped by adding our steel 
sections from time to time. 


SPECIAL for JUNE 


To introduce Lupton space-saving steel 
equipment, order at once the Steel Wall 
Bracket to accommodate your stock of 
brooms, rakes, shovels, etc. Strongly 
made of drawn rod, welded to wall plate 
which is conveniently attached to wall 
space otherwise wasted. Length, 11”, 
accommodating 6 to 8 articles. Packed in 
cartons of 1oonly. Price per carton $7.00, 
f.o. b. Philadelphia. Immediate delivery. 


DAVID LUPTON’S SONS COMPANY 


2211-e E. Allegheny Avenue, Philadelphia | sm | =F 258 = - 
ami ph 


Px ton ee 


STEEL SHELVING GROUPS 








































































FROM ALL KINDS OF BUSINESSES come 
reports of the use of long distance calls 
to get more accomplished, at less cost. 
Sometimes a task can be done in days 
by telephone that otherwise would take 
months. Business can be secured that 
otherwise would be lost. Salesmen and 
executives can conserve their productive 
time and so increase the good results of 
their work. 

Long Distance is as important to inter- 
community and inter-sectional business 


BELL LONG DISTANCE SERVICE 
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Sold : 
140 Carloads of coal— 


1n 
hot weather 


IT WAS SWELTERING May weather in 
Omaha~—a bad time, you might think, 
to sell coal. Yet a coal company 
manager and his assistant compiled a 
list of 200 dealers in Nebraska, Iowa 
and Missouri who were good winter 
customers. Two men in three days 
made the calls, the charges approx- 
imating $200. They sold 140 carloads, 
$21,000 worth. Ordinarily it took 
three salesmen two months to cover 
this same territory. Never before in 
hot weather had sales run so high. 


/ 


as the local telephone is to local affairs. 
How can any business concern reach its 
greatest development without a regular 
use of long distance calls? 

Anywhere is as close as your telephone. 
Is there some distant call that should be 
made now? You'll be surprised how little 
it will cost. . . . . . Number, please? 
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The NEW 


CARBORUNDUM 
VALVE GRINDING COMPOUND 





B: sure to add this remarkable new Carborundum 
Valve Grinding Compound to your auto accessory stock. 


Garage men who have tested it to the limit say that 
they have never before had a compound that cuts with 
such speed, yet leaves such a smooth finish. 


And Super-Speed holds the hard, sharp, fast cutting 
Carborundum grains right in contact with the valve 
and seat developing the fullest cutting power. 


Super-Speed is a revelation. You will find it to be the 
_fastest selling compound you have ever stocked. 


The 
Sold in attractive cans from 2 to 16 ounces. The 2 and 4-ounce | ee 
cans are put up in sales-creating display cartons. Niagara Falls, N. Y. 


Order a trial stock today—use the coupon 

Please send one dozen 
2-oz. cans Super-Speed 
“ Compound and Display. 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


SaLEr OFFICES AND WAREHOUSES IN New York, Chicago, Boston, Philadelphia, Cleveland, "Name 
Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids .f —_———_—--- ~---—— en 
The Carborundum Co., Ltd., Manchester. Eng. f Street . 


/ City___ ; a... 
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| SAYS 
, MR. HAPPY MAN: 


“In these days of h. c. of doing busi- 
ness no hardware merchant can 
afford to stock cheap saws, and as | 
have said before— 























The saw that 
“Chews” may 
cost less— 
BUT 
The Saw To 
Choose is an 
ATKINS— 


It cuts—and 


Incidentally pays hardware men a 
fair legitimate profit. 


Ask for Atkins Saws, Nos. 53, 65, 400, 
401, two-way taper ground, damaskeen 
and mirror polish; fitted with Im- 
proved Perfection (Patented) handles 
of apple and _  rosewood—prevent 
wrist strain. 

Other popular patterns (old style 
handle) Nos. 50, 51, 52, 54, 64 or 72, 
etc., same polish and finish as the 
others, regular or narrow ship pat- 
terns, skew or straight back. 





“Pointers,” “Saw Sense.” and 
“How To Sell A Sew” free on 
request. 








Sell ATKINS 32 SAWS 
AND BE HAPPY 


“A PERFECT SAW FOR 
EVERY PURPOSE” 


E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS,INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


i 
Atlanta —— San Francisco 
Memphis i Cit Seattle 
Chicago New vor re —- Paris. France 
Minneapolis Portiand,Ore vancouver, B.C. 





TKINS 


SILVER 
STEEL 
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Lindbergh 


HE papers, always looking 

for the angle in the news 
that will appeal to the crowd, 
have been calling the brave 
young airman who succeeded in 
crossing the Atlantic alone in 
his monoplane, “Lucky.” Such 
action onthe part of these news- 
papers is not only belittling 
Lindbergh but it is untrue. The 
aviator himself says that his hop 
across was thoroughly organ- 
ised. His plane was as good as 
it could be made, conditions of 
flying were all studied, and the 
man who was to drive the plane 
was chosen for his character 
and courage. 

It is just so in the adventure 
known as business. When the 
carefully studied plan is suc- 
cessful and the man stands out 
as a prosperous exaniple of sane 
business methods, there are 
those who say that it was all 
“luck.” But don't lose sight of 
the fact that knowledge of what 
1s best,*backed up by your con- 
fidence tn your ability to see tt 
through, will usually prove the 
surest way to put you “across.” 


What Our Readers Say— 


I am glad to say that HARDWARE 
AGE ts getting better and better 
every week. I am ordering it for 
two more years, as I can't get along 
without it im my business. It 1s 
certainly a big help to me m my 
business. 

(Signed) L. B. ALEXANDER, 

Alexandria, Va. 


Your publication shows a steady, 
gradual improvement im_ reading 
matter, advertising form and cuts 
and general appearance. 

(Signed) Esper L. Farrar, 

Detroit, Mich. 














Member of the Associated Business Papers 
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A TATE opportunity to make about fifteen inches’ worth of 


counter space turn over about fifteen dollars’ worth of merchandise a week 
... Everybody hopes to own a knocker some day, and the presentation of 
McKinney Forged Iron Knockers in delightful fashion will make that “some 
day” TODAY... Such beautiful examples of the iron worker’s art catching 
the eye of the passer-by will bring in extra dollars with a minimum sales cost... 
Order your display board now. i It is an excellent leader for future 


Forged Iron busin ess. Force Division, McKinney Mere. Co. 
Pittsburgh, Penna. 













June 2, 1927 








How to order this door knocker salesman To 








There is no charge for the display stand. It is furnished free with asa ac me a ae 
six knocker assortment — three for the display board and three play board and three for stock, as offered in Hardware 
for stock. The display arrangement not only presents the three Age. List Price—$36.00. 

authentic designs but also shows the three finishes now in demand N 

— Relieved Iron, Dead Black and Rusty Iron. Seo SRR iG OES EE —e.. 
Order through your regular source of supply using the coupon eas kala eine mT 2 

for convenience. The present supply of these ‘ies stands is limited By 





—order today. oe Ae INES 
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By Llew S. Soule 








“Walk-ins” or “ Walk-outs?” 


Still water does not run deep. 


It stands still. 


Only the moving current turns the mill wheel. 


Do Customers Walk Out on You? 


If so, there is a very definite reason. Usually 
that reason is that your stock does not contain the 
items they want. The customer has a perfect 
right to expect his hardware merchant to carry 
fairly complete lines of hardware articles com- 
monly used in his community. He has a right 
under ordinary conditions to expect that merchant 
to have such merchandise in stock when the cus- 
tomer wants it. That is primarily what the hard- 
ware merchant is in business for. His profits are 
but payment for that service. 

The quickest way in the world for a merchant 
to lose business is for him to be out of goods, thus 
inviting his customers to walk out on him. They 
seldom walk back after the second or third offense. 


The High Cost of “Dribble” Orders 


There is still evidence of overdone hand-to- 
mouth buying in hardware stores. Every fair- 
minded man concedes that buying on a reasonable 
turn-over basis is sound business, but when the 
overzealous merchant buys the same items three 
and four times a week he is not buying on a 
proper turnover basis. He is practising “Dribble 
Buying,” which is uneconomical and unsound 
from a business standpoint. 

It is expensive to the hardware industry as a 
whole to order continuous shipments in such small 
quantities that the costs of filling and shipping 
exceed the net margin of the distributer. It boosts 
the general overhead and will eventually boost 
prices, if continued. The purchase cost is prac- 
tically the same for a ridiculously small order as 
for a reasonable sized one based on proper turn- 
over. 


The expense is carried still further, however, 
when “Dribble Buying” causes the merchant to be 
frequently out of salable items. 


The hardware trade needs an increased turnover 





of “walk in’’ customers, not an increased turnover 
of “walk outs.” 


“Shorts” Cripple Selling 


The greatest incentive to buying is seeing the 
goods. four-fifths of all retail store sales are 
eye sales. That’s why the open top table display 
method increases sales. If your salesmen are 
unable to show the goods to the customer, they 
are handicapped 80 per cent in their ability to 
make you a profit. There are no profits in lost 
sales, and despite all the arguments of excessive 
turnover enthusiasts, there are no profits for you 
in merchandise you do not have when the cus- 
tomer wants it. 


Helpful Hints 


Find out whether or not your system of buying 
is causing customers to walk out on you. If so, 
change your system. When you must order an 
item for immediate delivery, check up your stock 
for other items you can use to advantage, which 
can be purchased from the same seller. It will 
save you money in freight, bookkeeping, shipping 
costs and purchasing expense. In other words, 
it will Jessen your overhead and that of the dis- 
tributer. 

Order in proper amounts and get the prices 
proportionate to that quantity. Stock the proper 
amounts and turn away fewer customers. Put 
your men in position to substitute that banal re- 
mark: ““We’re out of that today” for the business 
slogan: “Yes, we have it.” 

Remember, you cannot sell large quantities and 
buy ridiculously small ones. Your buying may be 
putting brakes on your selling. 

So, if customers are walking out on you, analyze 
your stock. If goods are not moving, it may be 
because there are few goods of the right kind to 
move. 

You may have a “still water” stock, and still 
water stands still. 


PREMIERE hg OE NET I SEP 
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J. J. Bertram, of Towner, N. D. 


wanted to reach more people, scattered 


over wide areas, so he used his airplane to blaze 


TRADE TRAILS 


containing Mr. Fisher’s new separator, which was at 
once set up and started. 
l‘ifteen years ago separator agents loaded a separator 


| would be hard to tind a more up and coming hard- 

ware man than J. |. bertram of Towner, N. D. 

\Ir. Bertram is owner of the Bertram Hardware 
and Furniture Company. In addition to the regular 
linc of hardware this store sells such lines as radio, 
sewing machines, cream separators and airplane parts, 
and for good measure it delivers these purchases by 
airplane. | 

To the people of Towner, and surrounding country, 
the drone of an airplane means one of two things, 
Bertram ts either going to sell or is delivering a cream 
separator, radio or sewing machine. for almost two 
vears Mr. Bertram has flown back and forth over his 
territory selling and delivering separators and_ other 
merchandise. He is a believer in country canvassing 
and the condition of the roads is immaterial to him 
le just takes the air. 

Kecently a dairyman, Mr. Patty Fisher, Sr., living 
in MeHenry county, ordered a new De Laval separator 
and asked for immediate delivery. The morning after 
he signed the order he heard a roar of a plane approach- 
ing and was surprised to see it swing gracefully into a 
long gentle curve and skim lightly over his smooth pas 
ture lot. He walked over to the ship, reach ng it in time 
to see Mr. Bertram and his pilot removing a packing box 







Right: Mr. Bertram has just landed a traveler, 
with his sample case. This was merely one of 
the many instances in which the Bertram plane 
has been of service to those wishing to make 
such great distances in a limited space of time. 














Left: One of the large hangars located in 
Towner, N. D., on a landing field comprising 
one hundred and twenty acres. Although 
Towner itself is populated by only six hundred 
people, this airplane equipment greatly extends 
the real limits of the town to many times that. 
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THROUGH the AIR 


or two on the rear of a wagon or carriage and drove 
off into the country. Slow, wearisome work. Few pros- 
pects could be seen and much time was expended in 
driving from place to place. Then came the auto, with 











Right: Here is the proof that the airplane de- 
livers the goods. A cream separator was 
loaded into the rear seat of the ship and trans- 
ported to the dairyman’s premises so quickly 
that he was almost unable to believe it. Need- 
less to say, he was pleased and would be con- 
sidered a likely prospect to come back again. 
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its lar greater speed, comfort and tourme radius. Can- 
vassing became an entirely different proposition, and a 
much more popular one. Hundreds of merchants now 
comb their territories with demonstrating outfits, both 
separator and milker, doubling and tripling their sales 
by means of demonstration. And now J. J. Bertram 
introduces the latest mode of canvassing—the airplane, 
in which he not only sells merchandise, but delivers in 
remarkable time. 

During the past two years Mr. bertram has carried 
close to 1400 passengers in his plane, transporting people 
a total of about 10,000 miles without an accident of any 
kind. He says that the great difficulty seems to be to 
educate the public to the safety of flying, but that he aims 
to make cross country flights, carry passengers on sight- 
seeing trips, train students in the art of flying and also 
to buy and sell airplanes. 

Mr. Bertram won an automobile during the slack sea- 
son by selling subscriptions for a local paper. In this 
way he became acquainted with many people who after- 
ward became his own customers. 

Towner, N. D., with a population of 600 has two 
airplanes, two large hangars and a 120-acre landing field. 

The motto of the Bertram establishment is “Quick 
and prompt service,” and with such enterprise they will 
undoubtedly give it. 


Left: The broad prairies provide excellent 
landing facilities for the planes. The Bertram 
plane has transported safely about 1400 people 
in the past two years, besides permitting Mr. 
Bertram to make large numbers of sales of 
cream separators, radios, sewing machines and 
other lines of merchandise carried by the store. 
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“Youth Will Be Served” 


By Saunders Norvell 


T the time of the Spanish-American War, Elbert 
Hubbard sat down one evening after dinner and 
wrote “The Message to Garcia.” ‘The circula- 

tion of this booklet went up into the millions. It was 
translated into a dozen foreign languages. It glorified 
a man who, all alone, left a ship on the coast of Cuba 
with a message sewed up in waterproof silk and carried 
next to his heart. This man plunged into the jungle 


and in a few days delivered his message intact. The 
world had never heard of him before. Years afterward, 
Congress voted him the Congressional Medal for 


Heroism. This man, by reason of his unflinching cour- 
age, suddenly burst upon the world from obscurity, but 
like Johnson, he needed a Boswell to make him famous. 
*K * ok 

When the World Was was over, the question arose, 
who was the bravest man in the American Army? \Who 
performed the greatest individual feat of heroism? 
Then was told the story of just a common, ordinary 
sergeant, a soldier of the regular army, hailing from 
the State of Tennessee. If 1 remember correctly, this 
man, outstripping his companions, single-handed and 
alone attacked and killed nineteen Germans and brought 
back a company of prisoners! 

* 


Of all the heroic air fighters in the World War, one 
name stands out alone like the Evening Star—the name 
of the young Frenchman, Guynemeyer. He was only a 
hoy—not much out of his teens—but his individual 
prowess and his record as an air fighter, was not equalled 
by any other ace in the terrible conflict. 

* 


In the Italian campaign, Napoleon, a young French 
general of twenty-seven vears, startled the world with 
his new military tactics. No army had ever before 
moved so swiftly. The impedimenta of tents, furniture, 
dining service, servants and valets as appurtenances to a 
military organization were suddenly thrown into the dis- 
card. The young Napoleon and his army traveled swiftly 


and they traveled light. 
* * * 


Now here in New York, in the month of May, we 
read the newspapers from day to day—all about the 
important preparations for a Trans-Atlantic flight from 
New York to Paris. There is a question of planes. 
There is a question of supplies, of weight, of personnel, 
of weather—columns and columns of newspaper stuff. 
Then there is a quarrel between the fliers of one of the 
planes. There is an injunction. A law-suit is started. 
One became weary of the whole mess. One read head- 
lines but would not waste time reading the endless 
repetitions in the articles. 

e 6“ 


Suddenly, from across the ocean, came word that two 
brave Frenchmen, intrepid fliers, had started on the long 
air journey. That was the end “and all the rest is 
silence.” It is probable that, crossing the ocean, they 
ran into a storm of sleet and that this sleet, forming ice 
on the wings of their plane, bore them down by its 
weight to the remorseless sea waiting below. Luck, 
fate or destiny was against these brave men. 





Then orie day, almost lost in one of the columns of 
the newspapers, we happened to read of a mere kid, 
twenty-five years old, who had flown from San Diego 
over the snow-capped Rocky Mountains at night to St. 
Louis in fourteen hours. Here he spent a day talking 
over his plans with his financial backers. They had 
raised twenty-thousand dollars to give him a chance in 
this race. The next_day he climbed into his plane and 
in seven hours had covered the nine hundred remaining 
miles to New York. In all the noise and babble about 
the Trans-Atlantic flight, this feat of this yellow-haired, 
blue-eyed boy in flying from San Diego to New York 
in twenty-one hours was hardly noticed. He himself 
had nothing much to say about it upon his arrival. He 
did not seem to have any press agent. He was not an 
elocutionist. 

However, this mere youth had been well trained in 
actual flying. He had a record of one thousand eight 
hundred hours in the air. He had been occupied in the 
practical job of carrying the mail between St. Louis and 
Chicago. He knew the air and all of its moods and 
whims by night and by day from actual experience in 
flying. 

This young fellow does not smoke, chew nor drink 
liquor. Still more, he does not even drink tea or coffee. 
No doubt each and every one of his nerves is in just 
the right place, working as nerves should, which means 
of course that he himself does not know, and is not 


aware that he ever had such a thing as a nerve! When 
he started his flight, he was in perfect physical condition. 
, 2-3 


He worked around his plane out at the flying field on 
long Island. He studied weather reports. No doubt 
he listened to all the talk and chatter. He looked at the 
other huge planes that were preparing to fly and he 
expressed his admiration of them. Then he went back, 
patted “The Spirit of St. Louis” on the side and chewed 
a straw! He cast his eye up at the sky and wondered 
how the weather was going over in the middle of the 


Atlantic ! re 


About eight o’clock one morning, without consulting 
any of his rivals or getting up and making a speech or 
giving a newspaper interview or doing anything of that 
kind, he simply hopped off from the flying field. His 
plane was not loaded with supplies. He had only four 
sandwiches and two flasks of water. He remarked 
that if he arrived in Paris, he would not need much food 
or much water, and if he did not arrive in Paris, he 
wouldn’t need them, either, so why load up with all the 
canned goods? 

, ae 

He was worrying, not about expensive aeronautical 
instruments, wardrobe trunks, patent concentrated foods, 
etc., but about whether he could keep awake. That was 
the only problem on his boyish mind. However, he did 
not worry too much about this because, in his many night 
flights, he had trained himself to go without sleep. 

er @ 


His machine, being heavily loaded with gasoline, left 
the ground slowly. It took the skill of an expert to lift 
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this loaded machine from the earth, but he soon got 


her under way and that Saturday, May 21, 1927, be- 
tween our games of golf, we had reports of him on his 
way. That night, after thirty-three and one-half hours 
in the air,-without the slightest mishap, he landed at 
Le Bourget, a flying field just outside of Paris—but all 
the world now knows the story. Again was history made. 
Again has a young fellow suddenly risen up from 
obscurity and become world-famous. 
2s 


This boy happens to hail from a region called the 
“Middle West’’—from the State of Missouri and the 
City of St. Louis. Citizens of the “Show Me” State 
naturally can be excused for having a few words to 
say on an occasion like this, but in this article the writer 
does not propose to say much about Missouri. Of course 
it may not be out of place to remind you that this flight 
was quietly financed by Missourians. In fact, I know 
the young fellow, the son of a financier in St. Louis, 
who got a few other young fellows together and raised 
the money to back the “‘Flyin’ Fool.” Come to think of 
it, this entire enterprise is a young man’s affair. I do 
not know a single old man who had anything to do with 
it! 
it! ash 

This old town of St. Louis, named after the French 
King, Louis IX, has been getting pretty rambunctious 
lately! It is only a short time ago that they were 
blowing tin horns and dragging tin cans all around town 
at the tails of their automobiles because their Baseball 
Nine won the pennant. Now here comes this Flyin’ 
Fool from Missouri out of the sky with an airplane 
bearing the name, “The Spirit of St. Louis.” That 
airplane will now rest for centuries to come in some 
museum. One hundred years from now, some Trans- 
Atlantic passenger, who has just arrived by air in a few 
hours over the Atlantic, will stand in the museum and 
look with curiosity at “The Spirit of St. Louis.” “Well” 
—this traveler will say—“‘it’s a funny-looking machine, 
but she was pretty good in her day!” Then they will 
talk about the Flyin’ Fool, his two flasks of water and 
his four sandwiches! 

= 

But how I do wander around! What I started out to 
do was to draw some kind of moral from this extraordi- 
nary achievement of the Flyin’ Fool and when I think of 
it, instead of one moral, I can draw several. First of all, 
there is sobriety and practical training for your job. This 
is pretty hard to beat. The Flyn’ Fool would never 
have got there steering by dead reckoning with only 
a compass but for his training. Another moral is, when- 
ever any of these effete Easterners talk with a sneer of 
the Middle West, Main Street, Babbitt and all the kind 
of people who inhabit the great Mississippi Basin, it 
will be a good idea to remind them of this straight shooter 
from Tennessee and this Flyin’ Fool from Minnesota 
and Missouri! 

a a 

Another moral that it seems to me the youth of the 
country can take from this incident is that it is a good 
idea not to be too well standardized. I know a dozen 
young fellows who, even if they had had the training of 
the Flyin’ Fool, would have monkeyed around that flying 
field getting ready to start until next Christmas. Say, 
young fellow, if ever you propose to do anything, what 
is the matter with Doing It Now? Get started. Do 
something. Get up out of the arm chair and give dad a 
chance! The world is full of young men who are playing 
the game of “Safety First.” Lindbergh believed in 
Training First and Safety Second. 
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Come to think of it, Patrick Henry, when he made his 
celebrated speech, was not much more than a boy. When 
he talked about tyrants, he evidently was not worrying 
about his personal safety! 


* *«* * 


Then, Alexander Hamilton, when he acted as secre- 
tary for George Washington, was nothing but a kid, 
but he certainly knew how to express himself in the 


Queen’s English. 
ee 


When I meditate on this almost superhuman exploit, 
all of the young dead in history seem to rise up, lift their 
hands like the Fascisti and greet “Lucky.” My eye runs 
down the list and, standing among the youth of the world 
in this hour of greeting, I see the clean-shaven face and 
curly head of the mere boy who conquered all the known 
world of his time—Alexander the Great. If he could, 
how gladly he would rise from his grave and proclaim 
the hero of the hour! How Alexander would have loved 
to accomplish this feat! As we read his life, we see that 
he did not understand the art of playing safe either and, 
strange to say, we find that he was not an Athenian. He 
was not a native of that proud city of Athens. Alexander 
the Great came from Macedonia, a sort of backwoods 
province of Greece, where they wore whiskers. Yes, the 
Athenians talked about Macedonia just as some of the 
people here in the East talk about the Middle West! 

a 


Sut along with daring and courage, backed up by prac- 
tical training in one’s job, stands out the thought that 
most of us in our lives defeat our purposes because we 
over-load ourselves with all kinds of paraphernalia. Did 
you read that when the Flyin’ Fool arrived at the 
American Embassy in Paris, he did not even have a 
pair of pajamas but was supplied by the American 
Ambassador and retired to his much-needed rest in 
Ambassador Herrick’s own pajamas? How many of 
us every day load ourselves down with a lot of things 
that are just a dead weight? We read endlessly and 
fill up our minds with a whole lot of stuff that is of no 
value whatever—that is—when we think of the work we 
have laid out for ourselves. The whole tendency of 
modern times with the printing press, the magazines, the 
newspapers, the radio and the movies seems to be to clog 
up our time and unfit fis for real progress in doing the 
things we have planned to do. 

ee 


Possibly above all other things, this heroic flight 
teaches the lesson of concentration. Plenty of gasoline 
was carried because gasoline was necessary. When the 
hero landed, he had enough gasoline to fly another thou- 
sand miles, but nothing else was carried that was not 
necessary. Instead of his plane having three motors, 
there was only one motor. This was certainly a case 
of putting all of one’s eggs in one basket and then 
watching the basket! 

a 

On my way down to my office this morning, I planned 
my day’s work. After all, I do have some real work to 
do, but when I arrived in my office, there were telephone 
calls to be answered. I had to wade through a lot of 
direct-by-mail advertising. I had to sift out the im- 
portant from the unimportant in my correspondence. 
All this consumed almost an hour’s time and when I 
had finished, my mind had almost entirely got away 
from the work I had planned. Now, my dear reader, 
don’t you have exactly the same experience? It is a 


(Continued on page 93) 
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A suggested window trim for the “Keep Cool Campaign.” 
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The colors used were light and dark blues, orange and white. 


The 


fans agitate the crepe paper simulating snow and coolness. 


When Your Summer Displays Say 
Keep Kool Your Cash Register 
Will Keep Busy 


LKOPLE always have and always 
Prwin seek comfort, at any cost. 

Those who supply comfort find 
a ready and profitable market for 
their wares and services. In 
summer season, comfort means keep- 
ing cool, slaking that terrible thirst 
and neutralizing the demoralizing 
effects of summer humidity. Hard- 


ware dealers have the front merchan- | 
dising row for displaying and selling | 
practically all that is needed to keep | 
| scoops, large size freezers, etc., for 
their 
_parades and parties. 


people cool in the summer time. 
From your regular stock you can 
prepare a striking keep kool window 
display. Crepe paper and an active 
electric fan will put pep and life into 
such a display... White crepe cut into 
crinkled fringed strips, hung in front 
and behind the merchandise will wave 


the | 
'cialties starts at the home, with an 





and roll like snowfall, with an elec- 
tric fan running slowly—and snow 


'certainly suggests the last word in 
_comfort for sweltering summer days. 


The market for hot weather spe- 


extra outfit for the office. Picnic par- 


‘ties and tourists will appreciate a 


compact kit including equipment to 
provide cooling drinks and _ chilled 
foods. Churches, clubs and other 
local organizations will need ice cream 
summer outings, children’s 
Beach parties 
and summer bungalows require every 
item in the keep cool list. The more 
you think about keep kool merchan- 
dise the greater you find your poten- 
tial market for sales. 





Just picture the happy home 
equipped with an ice cream freezer, 
svphon bottle for making carbonated 
water and a supply of flavoring ex- 
tracts. The kiddies can hardly wait 
for those delicious home made ice 
cream sodas which mother can make 
quickly and economically. She has 
a feeling of security knowing the in- 
gredients are pure and wholesome. 
She knows also that her children are 
off the streets and not dodging street 
cars and autos on their way to the 
down town soda store. Of course she 
needs a good refrigerator for keep- 
ing foods palatable. To chip the ice 
for packing the freezer she must 
have an ice pick, and for cool, refresh- 
ing beverages an ice crushing set, 
syphon bottle, vacuum bottle, food 
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jar, silver tray, ice pail, and an ice 
cream scoop. 

In the sleeping rooms, kitchen, 
dining room, nursery, and porches, 
electric fans will add to the comfort 
of the entire family. 

You will find little or no sales re- 
sistance to your display and adver- 
tising appeals on hot weather special- 
ties. Nature and the weather man do 
all the preliminary work. Your job is 
to display and advertise your stocks 
and to think about hot weather goods 
when in contact with your trade. The 
market is there and those who are 
on the job ready to supply the hot 
weather needs will find a little effort 
going a long way toward building up 
a profitable summer trade. 

Realizing the tremendous field for 
keep kool merchandising, a group of 
manufacturers, nationally known, are 
at the present time discussing coopera- 
tive advertising and display efforts, 
which will focus the consumer buying 
eye on keep kool merchandise. The 
plan at present is called the “Keep 
Kool Campaign’ and _ embraces 
vacuum bottles, food jars, ice cream 
freezers, ice tea sets, electric fans, ice 
cream scoops, silver trays, ice pails, 
beverage mixers, syphon bottles for 
making carbonated beverages, bever- 
age flavoring extracts and refrigera- 
tors. 

The hot weather period is the time 
that company usually chooses to call, 
and right here is the place where cold 
drink equipment is needed most. En- 
tertaining can be made as _ pleasant 
for the housewife at this time as at 
any other. With cold refreshments 
in the thermos jug or bottle she can 
take her place in the conversation in- 
stead of having to work .in_ the 
kitchen. 

With the arrival of the sizzling 
days the merchant who handles these 
hot weather items should have ready 
for mailing some breezy and sparkling 
sales letters to send to his prospec- 
tive customers. These letters should, 
where possible, carry a color note. 
Cool colors are blues and some shades 
of green, and they will associate your 
product with coolness in the mind of 
the reader. It will also be found that 
letters that are neatly printed will 
have a far greater effect than letters 
that are carelessly done. Sloppy 
looking printing does not associate 
itself with coolness and cleanliness. 
Be careful of that point. Do not be 
satisfied with one mailing of adver- 
tising matter but follow it up as often 
as may be practicable. The manufac- 
turers will cooperate with you in do- 
ing this. ~ 

Window trims should at all times 
during this hot weather season be 


| fresh 
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attractive. \ dusty or 
will kill trade more 


and 
taded window 


quickly than anything else. Here, 
again, suggestions for attention- 


compelling windows may be had from 
the manufacturers of the various 
products. In*the May 5th issue of 
HARDWARE AGE will be found a help- 
ful article dealing with the handling 
of crepe paper. With the information 
to be gained from this article even 
the inexperienced window dresser 
will find crepe paper very easily han- 
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may well be displayed by arranging 
a lawn or garden scene, thereby giv- 
ing the merchant the opportunity of 
showing lawn benches, tables and 
chairs. Beach scenes may be similarly 
handled. A small load of sand may 





} . . 
mer items shown upon it. 
necessary to think of the life size wax 


be placed in the window and the sum- 
lt is not 
| 
hgures in connection with these dis- 
plays. let the spectator imagine him- 
self as the one to fill the role. 

Light is an important feature to 





dled and for this particular purpose 


most effective. Snow and 


be simulated with very little effort. 


Simply rolling the crepe 
broom handle, crushing it 
ward one end of the hanc 
leasing it. © When 


placed upon the floor of the window it 


makes a good imitation 


\With a little imagination various ef- 
fects, such as grass, water, 


may be obtained. 


A window of “keep kool products” 


CHILDREN’S PLAY BOX-—Ic is 
2c high. May be used = 
with water—as a pond for boats. 


* orange-and- umbrella y whomene with illustrations 
of nursery } a and four green painted steel chairs. 


Complete, $33.75. Without water- 
50. 


CHILDREN’S LAWN SWING-— A child’s size swing 


exactly like grown-up swings, even to 





pag once this you can broil without 
your oven, because it broils on the - 

of the stove, requires but one burner, and 
has a gravy pan to catch the juices. $4.75. 
THE BAKEPOT— I: bakes—on the top of 
the stove over one burner— apples, potatoes, 
a cake, what you will. Consists of base, cover 

ond four aluminum pans. 





PEACH AND APPLE PARER —Place wo on F 


Sas turn handle and the knife thinly peels off 


CALIFORIDA—A three-in-one fruit squeezer, for 
or lemons and . Hold fruit against the night 
out comes the juice. $12.50. 


consider in this campaign as in all 
others. You never saw a successful, 
modern soda fountain that was not 
‘generous with illumination. You 
i have the lamps in stock. Use them. 
Get out some of the big Berthas and 


water may 





around a 
down to- 
lle and re- 





unrolled and |splash a lot of light around during 
this hot weather time. I[t will sur- 
of snow. | prise vou to see how it will attract 


display of siphons, 
ice cream 
“keep 


| people to your 

/thermos jugs and _ bottles, 

| lreezers, electric fans and other 
items. 


sky. ete., 


| kool” 





42 nar square, SPARKLET SYPHON — 
as asand box or— Here’s a way to have ice-cold 
With it comes an fruit sodas any time you want 


them. Sparklet turns plain water 
into carbonated water in less than 
a minute. Pour your fruit juice 
into a glass, syphon in the spark 

let water, and presto! there’s your 
soda. Sparklet bottle, with 12 
bulbs, $7.50. 


tight zinc lining, 





Yes, it’ll be hot this summer— 
it always 1s 


ha eg DAYS, humid days, blistering days. You 
know that limp and “all gone” feeling. Your natural kindli- 
ness toward family and friends completely evaporates along with 
your ambitions and energy. Your one hope is that it will cool off 
enough by sundown to allow you to sleep in peace. 


Well, we at Lewis & Conger can’t change the weather, but we 
can make hot weather seem not quite so hot. A few methods 
are described. here. In ouf store there are others, many others 
and hundreds of aids to lighter and easier housekeeping. 


ELECTRIC ICE CREAM 
FREEZER — Actach it to any sock. 
et and in fifteen minutes deliciously 
ee es ae oe 
Alternating current, 3 qts., $41.80; 
4 qe. $46.20. Di ot ndey $3.00 
extra 


ICE CRUSHER Just put in your ice 
chunk, turn the handle and out come 
the small bits, all ready for freezer or 
tall drink. $9.00, 





paca codpsanenye RACK —Ir fous to the closet 
Sane ae Sane ir anes eats and dean. on or 24 inches 


long, $1.50. 
pace aennipm ent 
aan ded. 6 x6x2 


f DISHES - 

‘ers. Square cornered, they can 
Sokan $1.10; 9 #5 x 2, $1.10; burter box, $1.12. 
ICE 


LDS — In various shapes and 
$560, $6.50 and $7.00. 


pony CREAM SCOOP — An easy way to serve the 
SALAD WASHER — Wich it you can wash lettuce, 


a and berries in just half the time, and twice as 


WATER FILTER —Is s0 consiructed that agen oe 


the water from the 
$10.25. 


either filtered or 


fewis 2 CoNcER 


45th Street and Sixth Avenue 
Telephone Vanderbilt 0571 


“A HOUSEFUL OF HOUSEWARES” 


ICED TEA SETS - For iced tea, 
aeters 


of course, but fruit pu 
90c ; 


glass with handles and bases 
amber color. Jug 


sizes. or 
po vey tooted glasses. $7.50. An 
her design 


pitcher wih six tumblers . 


well. match. $9.00. 





Lewis & Conger, specialists in household hardware used this well arranged and sales 
producing ad. to sell hot weather hardware items. 
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Tht two photos shown at the top are: Left, a window display of tools by H. F. Dismer, Washington, D. C. Right, Stillman Hardware 
Co., Oshkosh, Wis. The photo in the center of the page shows part of the tool department of R. J. Atkinson, Brooklyn, N. Y. 
Lower left, Albany Iron & Hardware Co., Albany, N. Y. Lower right, Vonnegut Hardware, Indianapolis. 

Photos Courtesy Stanley Rule & Level Works. 
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The Opening Wedge to Bigger Tool 
Business 


Featuring tool cabinets on a year-round basis leads to 
increased sales and greater profits in the tool 
department 


HERE is inherent in every man a desire to create; 

to build things with his own hands. That desire 

may be deeply hidden under the routine thoughts 
of the daily grind, but the sight of a glistening tool 
brings it to the surface as surely as an attractive bait 
lures a hungry trout from a mountain pool. 

Farmer, banker, sportsman, clerk, doctor, lawyer, 
stockbroker, accountant—all have within them that same 
latent urge; that same inborn love of keen, shining, well 
made tools. If ever there is such a thing as a universal 
market, as far as men are concerned, that market is for 
tools and the proper equipment which goes with them. 
Also it is the easiest market to cultivate in the world, 
because it deals with natural desires and impulses, and 
lists every man as a prospective customer. 


The Three Major Classes of Tool Prospects— 


In thinking of tools, the average merchant immediate- 
ly brings to mind the mechanic—the skilled professional 
worker with tools—and undoubtedly the mechanic is a 
vital factor in tool sales. However, there are two other 
major classes of tool users, often neglected by the mer- 
chant. They are the farmers and the ordinary house- 
holder. 

The farmer comes more or less in the mechanic class. 
He needs tools to properly conduct his business of farm- 





Here is the inviting tool department of Joseph Woodwell Co., Philadelphia. Note tb 
the cabinets and bench displayed in the foreground. tool sales—the tool cabinet. Che 


ing. He cannot hire a carpenter to do every little odd 
job around the farm, to construct chicken coops, sheds, 
hay racks, granaries, etc. Necessity makes him a tool 
user, and yet a proper recognition of his needs may 
easily develop him into a much larger consumer of tools. 
It can also bring him to a realization to tool values, and 
the economy of well made, quality tools. 

The householder—in other words the average man 
who is neither mechanic nor farmer—comes under an 
entirely different classification. Necessity does not force 
him into the ranks of tool users. If he becomes a user 
of tools, he does so from desire or choice. He may buy 
his first keen edged tool because his better half insists 
upon the erection of a shelf in the closet or pantry, but 
his further purchases in the tool line come usually from 
his own urge to create. 


Who Are the Tool Customers? 


The householder is a latent customer. His natural 
desires must be cultivated and brought out. He is high- 
ly susceptible to good advertising, and particularly to 
good display. The sight of good tools well displayed 
invariably awakens his desire to own and use such tools. 
He is at the present time the best all around tool pros- 
pect, and in his development much of the future profit 
of tool sales lies. 

The men you least suspect of har- 
boring a tool hobby are often heavy 
buyers of high grade tools. A lead- 
ing artist of Cleveland, Ohio, is an 
enthusiastic tool user. Houdini, the 
magician, created much of his weird 
apparatus through the personal use 
of tools; several well known novel- 
ists and short story writers turn to 
the making of ‘model ships, furni- 
ture, etc., for amusement and rec- 
reation ; even Oscar, the famous chef 
of the Waldorf-Astoria Hotel, has a 
finely equipped workshop on his farm 
near New York City and spends 
many hours at his tool bench. Alex 
Chandler of Chandler & Farquhar 
Co., Boston, tells us of many prom- 
inent teachers, physicians, lawyers 
and bankers whose greatest hobby is 
working with tools. 


The Tool Cabinet as a 
Tool Sales Ally 
No progressive hardware mer- 
chant of today ever carefully analyzes 


his tool business without taking into 
consideration that wonderful ally of 
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Chandler & Barber, Boston, Mass., present this strong appeal to the man in search 
Here again the bench and cabinet lure him. 


good tools. 


man who loves tools, wants to keep them in a proper 
way. He wants them “in place,” easy to get at, and 
handy. He wants a fitting receptacle for the high grade 
tools in which he has invested his money. His wants 
are all satished in the modern tool cabinet, which is now 
as much a part of the tool department as are the tools 
themselves. 

The householder, the farmer, the apartment dweller 
must have compact, well arranged tool cabinets in which 
to keep the saws, chisels, hammers, gages, rules, levels 
and other tools, which their work or other hobby calls 
tor. The tool cabinet allows the merchant to sell an 
assortment of tools instead of a single tool. It en- 
courages the further buying of tools. It puts tools in 
the all year class and tends toward the building of larger 
and more complete tool equipment. 

The buyer of an equipped tool cabnet is ready to 
start almost any kind of a job. As the work progresses 
the need or desire for other tools or tools of other sizes 
keeps the tool cabinet owner coming regularly to tool 
departments. It is seen therefore that tool cabinet sales 
are profitable in two ways. First there is the direct 
profit on the equipped cabinet, then there is the con- 
tinued profit from the customer who comes back for 
more tools and other items of hardware. The merchant 
who neglects his tool cabinet business is overlooking one 
of his best profit bets. 

At one time, the average merchant looked upon the 
tool cabinet as a seasonable item—an item to be sold 
during the holiday season only as a gift item. Today 
while the gift feature cannot be underestimated, pro- 
gressive merchants find tool cabinets selling on a fairly 
regular basis throughout the year, with a steadily in- 
creasing tendency toward year-round sales. Whenever 
tool cabinets are well displayed, there are increased sales 
of tools and cabinets, whether it be in December or 


June. It all depends on the merchant. 


Creators of New Customers 
Undoubtedly rad‘o has had a stimulating effect on the 


tool business. Many people have built radio sets and 
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many are still trying their skill in 
constructing their own sets. This 
has led many men to their first 1n- 
vestment in a _ well equipped tool 
cabinet. 

Meanwhile the growing practice of 
teaching manual training in_ the 
schools is resulting in a large part 
of the coming generation leaving high 
school with a _ good _ preparatory 
knowledge of the use of tools. This 
way opens the way to a tremendous 
volume of tool cabinet and individual 
tool sales. Often a smaller cabinet 
purchased while the boy is in school 
is replaced by a larger and more 
complete one when the boy leaves 
school and starts out for himself. 

Camping and boy scout activities 
are also to be listed among the activi- 
ties of today which are helping in the 
creation of new users of tools and 
other hardware. 


“Plans” Aid Tool and Tool 


Cabinet Business 


One of the features which has 
done much to increase the use of 
tools is the selling by retailers and 
manufacturers of carefully worked 
out plans to aid the amateur carpenter in the building 
of work benches, furniture, bird houses and similar 
things. One large tool and tool cabinet manufacturing 


concern publishes an extensive series of such plans, each 
plan designed by an expert, especially for the amateur 


user of tools. These plans are easy to follow, and 
give all the details of construction from the selection 
of the lumber to the finishing touches. They can be 
obtained for resale by the hardware merchant, and sell 
readily at the nominal retail price of ten cents each. 
As stimulators of tool and tool cabinet sales, plans 
such as these can always be depended upon, and the 
wise merchant will always have a supply prominently 
displayed in his tool department. 


A Book That Sells Tools 


The same company, The Stanley Tool and Level 
Plant, New Britain, Conn., recently brought out a book 


‘entitled ““How to Work with Tools and Wood” as an 


aid to the nonprofessional user of tools. This bock 
tells the reader in a clear and easily understandable way 
how to use the commonly known wood working tools. 
It not only explains the correct uses of tools, but gives 
practical directions for keeping them in proper working 
condition. It starts with complete instructions for the 
building of a work bench, 
showing how each tool is used 
in its construction, and then 
takes up the making of many 
useful household articles. One 
chapter of the book is devoted 
to the sharpening of edge 
tools; another explains the 
methods of joining pieces of 
wood together in a workman- 
like manner; while still an- 
other deals with the fancy 
touches so dear to the heart of 
the tool enthusiast. 

Each step is carefully illus- 

(Continued on page 80) 
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Fly Time Is Screen Selling Time 





Window display by the Bunting Hardware Co., Kansas 


QOON enough the busy, restless 

flies will come buzzing in our 

w-ndows and disturb our early 
morning slumbers, so before they be- 
gin to annoy us, we must screen all 
our doors and windows and persuade 
our neighbors to do the same. 

Every home is a prospect for 
screen wire. With new buildings 
constantly going up and all the new 
houses equipped with an abundance 
of windows, with sleeping porches 
and many with screened living rooms 
and sun parlors there is a big and 
over increasing demand for this 
commodity. 

The screen wire field is one that 
belongs exclusively to the hardware 
store. Because of the big demand 
the season is constantly growing 
longer for screen wire and the mer- 
chant who can make the finest dis- 
play, handle wire with the greatest 
speed and economy and serve the 
customer to the greatest advantage 
is the one who is going to get the 
biggest share of the screen wire 
business. 

It is not too early to put in a fine 
window display at the first hint of 
summer, advertising the black, cop- 
per and galvanized wires. 

A window decorated similar to the 
one shown here by the Bunting Hard- 
ware Company of Kansas City, will 
attract a vast amount of attention 


and should bring in a lot of business. 

A small house, which consisted 
merely of a frame covered with wire 
formed the center of the window 
trim. ‘The little house was furnished 
and two large dolls, one shown re- 
clining on a bed and one seated up- 
right in a chair represented the 
family. 

A number of flies, not the small 
house fly, but big ones—big enough 
to attract attention—were borrowed 
from the fishing department and 
fastened on the screen at intervals, 
to show how annoying these flies or 
any flies could be, if they could only 
find their way through the mesh of 
the screen. 

Rolls of the various kinds of wire 
were laid in the foreground and rolls 
were stood on end in the background. 
A few show and price cards were 
placed where they would be most 
effective. 

To hook up with this fine window 
trim the tool department makes big 
preparations to take care of the needs 
of the customer. 

The hardware store is the logical 
place to find screen wire and so far, 
the drug stores, department stores, 
etc., who have been encroaching bit 
by bit upon the hardware field are still 
unable to handle screen wire to ad- 
vantage. 

The hardware firm can carry screen 
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wire without additional overhead, 
without loss in handling. The wire 
does not deteriorate and with proper 
equipment and a little good sales- 
manship the remnants are easily dis- 
posed of. 

Long before the season opens this 
department at Buntings prepares it- 
self to display wire to the very best 
advantage and sell it with the great- 
est ease and speed. 

A big sloping rack, seven steps 
high stands in a convenient place, and 
takes care of sixteen sizes of wire in 
three grades, black, galvanized and 
copper. 

In this sloping rack, the short rolls 
or narrower widths are at the top 
and the wider ones at the bottom. 
Kach compartment is numbered with 
the exact width of the wire. 

Each bin has ample room for full 
rolls and remnants of the wire de- 
scribed by the numbers on the bin. 

Ordinarily the merchant piles all 
his remnants in a big nile where the 
clerk has to sort them out and meas- 
ure each piece with a yard _ stick. 
Having them in the compartment with 
the full rolls they are instantly 
classified and if the customer wants 
a short piece he does not have to 
wait for the salesman to dig it out 
of a pile and measure it. ‘This helps 
the merchant dispose of a lot of 

(Continued on page 74) 
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the sidewalk into Doc Warden’s drug store and 
shook off the snow that had swirled over me. 

“Pretty rough out, eh?” said Warden, whose pharmacy 
is the main one in the section of the town where I live. 

“Some!” I answered, collecting a tube of tooth paste, 
a tube of shaving cream and a bag of peanut brittle. 
Then: “‘Here’s a bottle, Doc, I want refilled for our 
little boy. How long will it take?” 

The druggist read the label. 
minutes. I'll send it over.” 

I started to thank him. Then I had a thought. 
Doc,” I said, “you know I live half a mile away. 

“Sure I know it.’ 

“Why, then, when you saw my car outside, didn’t you 
tell me you’d have the bottle ready for me to take along 
instead of sending your delivery =o on a special trip 
out to my place?” 

“Well, Plumb, 
service.” 

“\Vould they, if they knew what it costs them?” 

“Oh, I don’t charge for it,” said the druggist genially. 


| SLAMMED the door of the car, plowed across 


three or four 


“Oh, 


“Say, 


most people appreciate the extra 


“How do you get your money back then”? I insisted. 

“Include it in the general overhead, of course.” 

“Then you make all your customers, whether they get 
delivery or not, pay the cost of sending that little bottle 


to me when I could just as well take it, eh?” 
“Guess I do, but sp does every other man that calls 
himself a merchant.” 


The Increased Cost of Business 


Warden pointed an accusing finger at me. “It’s 
just as bad in your business,’ he said. “A few days 
ago when I wanted an ax for my boy’s birthday, I 
phoned over to the hardware store. They told me they 
were just out of the kind I wanted but would see I 
got one the next day. I did—by parcel post from a 
wholesaler thirty miles away, which certainly cost more 
than any delivery of mine. You made the ax, so you 
ought to know!” 

“I do know,” I said. “And that special delivery is 
one of the reasons why it now costs the retailer and the 
wholesaler two and a half times as much as it did before 
the war to distribute hardware. 

“An article which sold to the consumer in 1914 for one 
dollar used to cost the merchant seventeen cents to han- 
dle. The same article now sells for two dollars, but 
instead of costing only thirty-four cents to handle, it 
costs the merchant forty-four cents. If it cost only 
twice as much, we could explain it by the general ad- 
vance in prices, increased wages and rent, higher freight 
rates and things of that sort; but the extra rise of 50 
per cent in the cost of doing business is due to changes 
in the way of doing that same business.” 

“Yeah? What of it?” asked the druggist. 

I waited a moment before popping a question that I 
had sprung on other dealers in various parts of the 
country: “Be frank, Doc. Are you making lots of 
money ?” 

He hesitated. 
hard.” 


Then: “Well, I find it pretty darned 


“So does everybody else like you and me who is trying 
to make a living by selling such ordinary things as 
groceries, shoes, drugs, dry goods and hardware. Men 
all over the country have even admitted: ‘I’ve worked 
all year for nothing!’ Listen !” 

I had just been to a meeting of the National Indus- 
trial Conference Board, whose business it is to bring 
out information on industrial conditions, and so I had 
information that threw light on why the average manu- 
facturer and distributor of staple merchandise is push- 
ing himself to the limit to make a living. Based on data 
from the United States Treasury Department, this mate- 
rial showed that in 1924, the latest year available, 41 
per cent of all manufacturing corporations lost money 
to the amazing tune of $832,000,000! 

Yet the country is prosperous. For one reason, be- 
cause the other 59 per cent of the manufacturers made 
money, wiped out the deficit of the losers and left a bal- 
ance of $2,750,000,000. And for another reason, be- 
cause all the companies, including those that made no 
profit, kept their workers well employed and paid them 
good wages. I told this to the druggist. 

“Why can't I make plenty of money then °’ 

“Tf people are making good wages and 

“For about seven reasons, Doc, such as your willing- 
ness to deliver a little bottle half a mile when you could 
just as well let the customer take it. We all are trying 
so hard to get business that we’re keeping up our prices 
and eating up our profits. Like you, the rest of us have 
saddled ourselves with all sorts of expenses in trying to 
make people buy more of our goods. Yet although we 
know that the price a customer pays is largely what 
regulates how much he'll buy, we go on spending so 
much money to get the same business away from one 
another that we can’t bring prices low enough to sell to 
more people.” 


More Gross Business, —_ Net Profit 


The druggist plainly was interested. “But we do make 
more sales. My volume of business has been increas- 
ing every year.” 

“And it costs you more to get that increase than you 
profit on the added sales. You work harder, do more 
gross business, yet make less money. Am I right?” 

Warden nodded his head. “I told you I’ve been find- 
ing it pretty tough to make any money.” ; 

“And I’m telling you the reason is because it’s costing 
you so much more than it ever did before to get your 
goods into your customers’ hands. That extra 50 per 
cent rise in the cost of distribution is your own par- 
ticular problem. It’s not due to general conditions like 
higher freight rates and increased wages. Listen again.” 

Wherever you talk to merchants, I told Warden the 
druggist, whether they are selling shoes, dry goods or 
groceries, you'll find the same story that was brought out 
in a very recent survey of the hardware field. As chair- 
man of the committee of the Hardware Council which 
dug out the facts, I discovered that everyone, from 
retail merchant to manufacturer, agreed on seven main 
reasons for the increase in the cost of getting goods to 
the customer. 


he asked. 
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The first is one that has been widely discussed 


' to-mouth buying. The production of staple goods since 


1920 has been in excess of demand. For this reason 
manufacturers have been willing to dispose of their goods 
on any terms. And in consequence wholesalers and re- 
tailers have taken advantage of the condition to order in 
small quantities, their purpose being to sell rapidly and 
reorder in small amounts, thus making many profits on 
small investments. 

Rapid transport has aided this buying method, and for 
a while rapid turnover proved desirable. But like many 
a good horse, it has been rid- 
den to death. 

Here’s a case in point: The 
Stevens Hardware Store used 
to average 4 per cent net 
profit on a business which sold 
$100,000 worth of merchan- 
dise in a year. Fred Stevens 
used to carry a_ stock of 
$40,000 and sell it two and a 
half times annually, which 
meant a turnover of two and 
a half times. 

Several years later, because 
the price of everything had 
risen so, he had to pay just 
twice as much for that same 
amount of stock. That was 
all right, because Fred raised 
his prices accordingly, and 
merely by selling the same 
amount of goods, he could do 
a business of $200,000 a year 
instead of $100,000. At 4 per 
cent he stood to make $8,000 
profit instead of $4,000, which, 
considering increased living 
costs, was as it should be. - 

But there was one fly in 
Fred’s business ointment. In- 
stead of paving $40,000 for 
his stock, he now had to pay 
$80,000. That was a lot of real money to lay out, and 
Fred had either to borrow or get it out of the business. 
He decided to take it out of the business by cutting 
his stock in half and trying to sell it five times a year 
instead of two and a half. That meant he would keep 
less merchandise on hand and reorder in small lots. 

With quick transportation, with manufacturers and 
wholesalers producing in such large quantities that they 
were glad to accommodate anybody who wanted to buy, 
Fred saw hand-to-mouth buying as the factor that would 
save him from doubling the money investment in his 
business and yet would give him the necessary $8,000 


profit. 
Work Without Profit 


So Fred Stevens gradually cut down his stock. To 
drop to the $40,000 mark, which, due to doubled prices, 
actually was only half the stock with which he formerly 
did business, he began to place his orders with whole- 
salers in small quantities. The jobbers made no kick. 
Fred was a good customer, and accommodation was his. 
Fred got six of an article instead of twelve, and he got 
the six twice as often. 

Then Stevens’ wholesaler began to play the same 
game, cutting down on his orders from the manufac- 
turer. Thus the manufacturer got smaller orders more 
often. Everyone then still was getting the same amount 
of business, but in each case he got it in smaller quan- 
tities at atime. After a while one manufacturer began 
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to realize, as his orders became smaller and smaller and 
more frequent, that perhaps the extra cost of filling such 
small orders was eating up his profit. He sat down, 
wrote out the steps required to execute any single order, 
and found these ten: 


l. Enter order. 

2. Make out acknowledgment and mail. 

3. Tabulate to factory production record. 

4. ‘Tabulate to customer's order record. 

5. Take items from stock or from tools in process. 
6. Pack specially instead of in standard cases. This 


- involves extra cost for a small 
shipping case and extra labor 
in packing, besides extra 
weight in proportion to the 
contents when paying for 
freight. 

7. Secure bill of lading or 
express receipt or parcel-post 
receipt. 

8. Make out invoice and 
mail to customer. 

Y. Post invoice in ledger. 

10. Post payment when re- 
ce.ved. 

‘We found,” said the manu- 
facturer who figured this out, 
“that the cost of these ten 
steps amounted to more than 
$2.50 per order. This was 
10 per cent on an order of 
$25, and on some of. the 
smaller parcel-post shipments 
amounted to more than the 
selling price !”’ 

Getting Down to Facts 


Rather startled at the find- 
ings of the manufacturer, the 
wholesaler sat himself down 
to see what he had to do to 
handle each individual order 
that came to him, and _ this 
amazing list of steps was recorded. 

1. Order opened and sorted. 

2. Stamped with received time. 

3. Tickler card got out and date stamped, and if mail order, 
copies put upon house order blank and checked back. 

4. File number and routing put in and spaced for departments. 

5. O. K. by credit department. 

6. Registered. 

. Stamped with time stamp and sent out in warehouse. 
. Layouts selected. 

9. Duplicate copies made. 

10. Stencil for tags cut. 

11. Tags and stickers printed. 

12. Stamped with time stamp. 

13. Original orders and copies sent to various departments. 

14. Orders and copies worked and returned. 

15. Copies assembled and checked back against original ship- 
pring accounts and weights transferred. 

16. Sent to checkers; goods to be packed are checked. 

17. Sent to packers and packed. 

18. Packed goods sent to shipping room. 

19. Orders rechecked to catch omissions of original shipping 
accounts and items not filled stamped with time stamp. 

20. Sent to office and bill of lading made. 

21. Back order items taken off and stamped with time stamp. 

22. Sent to register department and checked off to billing 
department. 

23. Priced by price clerk. 

24. Costed by cost clerk. 

25. Extended and footed. 

(Continued on page 82) 
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une Weddings Occasion Gifts of 
Household Hardware 


lions of dollars to the merchants of this country 
and it will continue to do so.* By the same token 
the June wedding demands respect as a real full grown 


4 NHI Santa Claus tradition has meant many mil- 


tradition that stands firmly on its own feet. There are 
those who would no more think of getting married at 
any other time of the year than they would allow the 
salt shaker to be upset without afterward throwing a 
pinch of salt over the shoulder. Be that as it may, 
June is a good month to sell wedding gifts suitable for 
the new home and obtainable at the hardware store. 

Besides the gift angle to the June wedding there 1s 
the possibility of selling the honeymooners a camping 
outfit at this season. News of approaching weddings 
should suggest the mailing out to the principals of camp- 
ing literature and suggestions as to the ability of your 
store to supply all the needs. This may be the means of 
diverting the plans of the couple from a train or boat 
trip to one that will mean a large bill of goods from 
your store—a camping trip. 

Another thing to be remembered here is that June 
wedding sales will usually be of the better grade mer- 
chandise. While many inexpensive gifts may be sold 
the majority will be somewhat higher priced. People 
do not like to skimp on these items. 

Group buying of wedding presents has been developed 
by many hardware stores. If the merchant is careful 
to make the proper suggestions along this line small sales 
may often be turned into large ones. A good plan is to 
prepare a group of articles that together will retail at 
about $6. Have for your basic article, say an aluminum 
percolator, that sells for about $2. Then throw in a lot 
of miscellaneous items such as clothes pins, jelly moulds, 


salt and peppers, rolling pins, egg beaters, etc., until 
you have a $6 set. 

The spirit of the occasion may be further given to 
the group of gift items if a suitable package is prepared, 
with white ribbons, a large heart, cupids, etc. This gives 
the package a dainty appearance and will appeal to the 
feminine customer who is looking for ideas in wedding 
gifts. 

The dressing of dolls to represent a wedding party is 
usually a good attention compeller and may be relied 
upon to stop most people when passing your store win- 
dow at this season of the year, or at any other time 
for that matter. 

There is no other time in the lives of people when they 
are more apt to be influenced toward making purchases 
of household hardware items than at this—the June 
wedding time. 

This particular window display shows articles that are 
mostly of the electrical variety, but needless to say many 
other windows might be arranged in which could be 
shown glass cooking ware, aluminum and other kitchen 
utensils that make an attractive display. This idea could 
be enlarged until it included items such as refrigerators 
and kitchen cabinets. 

The June wedding offers an opportunity for the win- 
dow dresser to do his prettiest work. Consummate taste 
is needed here and the store’s finest merchandise may 
be brought into play. Such a window is reproduced on 
this page. It was the work of the Emigh-Winchell Co. 
of Sacramento, Cal. It attracted a good deal of atten- 
tion last June, and increased sales very materially during 
the time that it was in. It is worth attention because 
of the tasteful way in which it is laid out. 
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. Savage Arms Salesman Ends 
World Wide Tour 


Harry E. Haynes, well-known salesman 
of the Savage Arms Corp., Utica, N. Y., 
has recently returned from an extensive 
trip in foreign lands. His first stop was 
at Trinidad, then down the East Coast 
ot South America. He journeyed to Cape 
Town, South Africa, and up through the 
jungles and swamps to Zanzibar and Cairo. 
Mr. Haynes brought his journey to a 
close with brief stops in Italy, France, and 
England. 

All during this fascinating trek he kept 
his eye to the present and future status 
of the arms field, and visited the dealers 
and distributors and incidentally.made a 
moving picture of what he saw. 





Reynolds Spring Gets Big Order 
from Ford Motor Co. 


The H. J. Grigoleit Division of the Rey- 
nolds Spring Co., Jackson, Mich., has re- 
ceived a supplementary order from _ the 
Ford Motor Co., for 18 more hydraulic 
presses for use in the manufacture ot 
synthetic hot mold compounds. This order 
with the 24 similar presses that they had 
previously contracted for, makes a total 
of 42 presses. 

The presses are like those employed by 
the Reynolds Co. in its own molding de- 
partment for making the extensive line 
of switch plates and other electrical de- 
vices. The Ford order is now being filled 
at the Grigoleit plans of the Reynolds 
Spring Co., in Jackson, Mich. 


Ernest L. Davis, Boston 
Hardware Executive, Dies 


Following an accident which occurred 
about ten days previously in Cambridge, 
Ernest Linwood Davis, of Winchester, 
Mass., died on May 9 at the Cambridge 
City Hospital. Up to a few years ago 
he was president of S. H. Davis Hard- 
ware Co., 68 Portland Street, Boston, 
Mass. This organization was founded by 
his father, the late S. H. Davis. 

Mr. Davis was born in Somerville, 
Mass., and was a member of the Algon- 
quin Club and a _ thirty-second degree 
Mason. Funeral services were held at his 
late home, at Winchester, on Wednesday, 
May l11. 





McRae Effects Brass Merger 


Rumors of important changes pending 
in the brass industry were confirmed re- 
cently by an announcement made by Milton 
A. McRae, former partner in the Scripps- 
McRae newspaper syndicate, of a merger 
of three large concerns into one, to be 
known as the General Brass Corporation. 

The companies included in the merger 
are the McRae & Roberts Co., Michigan 
Lubricator Co., and the Standard Penin- 
sular Brass Works, all of Detroit, Mich. 
The president of the new corporation will 
be W. S. Killiam, now president of the 
McRae & Roberts Co. Mr. McRae will 
be a member of the board of directors. 
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Boosters Initiate Four Recruits—Discuss. 
Current Business. Conditions 





About 35 members and four newly 
elected brothers enjoyed a little business 
and a lot of fun at the May 21 meeting 
of the (N. Y.) Hardware Boosters held 
at the Hardware Club, 253 Broadway, New 
York City. Chief Booster Charles Pincus, 
Stanley Works, presided, with Secretary 


Chas. Pincus 


Roy C. Schmidt, Stanley Works, doing 
the honors of his post. 

Seymour N. Sears, Tucker Co., first 
chief booster and now president of the 
National Council of Traveling Salesmen’s 
Association, received a very hearty and 
sincere ovation when called upon by the 
chief. Mr. Sears reviewed quickly the 
activities of the National Council and 
spoke very hopefully on the outlook for 
the Pullman surcharge repeal. He then 
read a paper he had prepared commenting 
upon some of the points raised by Saunders 
Norvell, contributing editor of HARDWARE 
AGE, the speaker at the April meeting. Mr. 
Sears agreed in the main with Mr. Norvell 
but said that many of the trends and con- 
ditions of general business would not apply 
specifically to the hardware business. 

Llew S. Soule, Editor, HARpwWARE AGE 








explained Mr. Norvell’s talk as a survey of 
trends and their relation to the salesman’s 
position, in which the previous speaker 
had emphasized the need of better sales- 
men in the future. 

L. H. Johnson, Masback Hardware Co., 
as Chairman of the question box committee 


Seymour Sears 


invited the members to send in their 
queries. Junior Chief Fred Hinchman, 
John Russell Cutlery Co. spoke of pro- 
posals for the June meeting. Further data 
will be announced on this later. 


Past Chief Bert Conner, Pike Manu- 
facturing Co., who had charge of the de- 
gree team led the four new candidates 
a merry chase providing fun for every- 
body including the goat riders. Past Chief 
Boy Taylor, Star Expansion Bolt Co.;: Bill 
Graham, Francis Keil & Son, and Jim 
Sennett, Lockwood Co., assisted in the 
initiation and all boosters know what to 
expect from Messrs. Conner, Taylor, 
Graham and Bennett. 

Thgse put through the paces were E. W. 
Clark, E. C. Atkins & Co.; Sindy L. Jones, 
Masback Hardware Co.; A. O. Hawarth, 
Osborn Manufacturing Co. and M. L. 
Kotch, Segal Lock & Hardware Co. 





Apco Mfg. Co. to Purchase the 
Frank Mossberg Corp. 


Thomas F. Wilson, president and treas- 
urer of Apco Mfg. Co., Providence, R. I., 
announced recently that negotiations have 
been completed for the purchase of the 
Frank Mossberg Corp., of Attleboro, 
Mass. Both companies have been manu- 
facturing metal products, largely auto- 
mobile parts, for many years. 


The new company will be known as 
Apco Mossberg Corp. Mr. Wilson will 
retain the management. Eventually the 
manufacturing will be consolidated under 
one roof at the Mossberg plant at Attle- 
boro, Mass., which has more than 100,000 
sq. ft. of floor space and a physical valua- 


tion of $1,000,000. 





The Apco Mfg. Co. was started in 1909 
by Thomas F. Wilson and Frederick H. 
Perkins. 


eee ee 


W. A. Ives Mfg. Co. Now at 464 
Pratt St., Meriden, Conn. 


The W. A. Ives Mfg. Co., formerly of 
Wallingford, Conn., whose plant was totally 
destroyed by fire in April, 1926, has opened 
a factory at 464 Pratt Street, Meriden, 
Conn. The new plant has entirely new 
and up-to-date machinery and they plan 
to employ a larger working force. 

They have enlarged upon their line of 
tools, and are now manufacturing a ma- 
chinist’s hammer and a carpenter’s ham- 
mer, which is made in such a manner as 
to insure the head remaining on the handle. 
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G. L. Sargent Issues Statement 
on New Sales Policy 


Supplementing the news announcement 
of Sargent & Co.’s new sales policy, which 
was published in HARDWARE AGE issue of 
May 19, G. L. Sargent, president, Sargent 
& Co. has issued an official statement 
giving further details. Mr. Sargent says: 


practice to illustrate in our catalog a num- 
ber of products manufactured for us under 
our name, as well as various lines of hard- 
ware on which we have been representa- 
tives of other manufacturers. Our con- 
nection with some of these manufacturers 
dates back to the time when Mr. Joseph 
B. Sargent established himself as a manu- 
facturers’ agent in New York City in 1849. 
A connection continuing when in 1856 the 
manufacturing concern of J. B. Sargent & 
Co. was formed, to be later known as Sar- 
gent & Co. In the early days these out- 
side lines constituted a large portion of 
our business. 

“Changing conditions in the marketing 
of hardware, involving closer contact be- 
tween manufacturers and their customers, 
has resulted during recent years in a 
gradual decline in the volume of these out- 
side goods, and with the increase in the 
output of goods of our own manutacture, 
the distribution of those made by other 


Col. P. O. Knight Reelected 
President Tampa Hardware Co. 


At the annual meeting of the stockhold- 
ers of the Tampa Hardware Co., Tampa, 
Fla., held May 16, Col. Peter O. Knight 
was reelected president. 

Other officers elected 
Thomas, vice-president and 
J. L. Lawrence, general manager; Ernest 
I. Thomas, assistant general manager ; 
Peter O. Knight, Jr., secretary, and J. M. 
Sweat, assistant secretary. 


were: W. C. 


treasurer ; 


—_—- 


Schroeder Hotel Contract to 
Phillip Gross Hardware Co. 


The Phillip Gross Hardware & Supply 
Co., Milwaukee, Wis., have secured the 
hardware trim contract on the new $4,000,- 
000 Schroeder Hotel to be built at Fifth 
and Wisconsin Avenues, Milwaukee, Wis. 


Capt. Heizmann Will Lecture on 
Builders’ Hardware at M. I. T. 


Capt. William A. Heizmann, treasurer 
and general manager of the Penn Hard- 
ware Co., Reading, Pa., was appointed on 
May 11 by the Massachusetts Institute of 
Technology as a guest lecturer to deliver 
an address before its class in building 
construction on “Locks and_ Builders’ 
Hardware.” The selection of Captain 











manufacturers has become a_ relatively 
small part of our business. Sargent & 
Co. has therefore decided to discontinue 
the sale of products except those manu- 
factured in the Sargent factory at New 
Haven. Until our stocks of these goods 


4 vas . : _ in New York and Chicago are exhausted, 
In addition to the many lines manu- . 
, Sn a _we can fill orders on many of these items 
factured by Sargent & Co., it has been our | 


illustrated on pages 595 to 749 of our 1926 
catalog. _When our stocks of any of these 
items or lines are used up we are notifying 
our customers that we are no longer in a 
position to fill their orders for these par- 
ticular goods. 

‘By discontinuing the lines referred to, 
we shall be able to concentrate on the 
lines of our own manufacture. Builders’ 
Hardware including locks and lock sets, 
shelf hardware, padlocks, door closers, 
farm hardware, household hardware, 
screen hardware, stationery hardware, 
lavatory hardware, hardware specialties, 
planes, squares and other tools, bright wire 
goods and ship hardware. These are il- 
lustrated in our general catalog up to page 
594. We shall continue to carry a well as- 
sorted stock of Sargent products in New 
York and Chicago, in addition to our stock 
in New Haven. 

“This action will have no effect on our 
extensive line of casket hardware which 
is separately cataloged and sold.” 





Heizmann to deliver this address at what 
is probably the nation’s highest ranking 
school of engineering is a_ particular 
honor. The Penn Hardware Co. will 
celebrate the fiftieth anniversary of its 
founding. 


Jersey Outing June 29 
Next Meeting June 14 


The North Jersey Hardware and Supply 
Association will hold its next regular busi- 


' ness meeting at the Down Town Club, 


Newark, N. J., Tuesday, June 14. Secretary 
Al Birkermeier, Jr., announces that the 
organization’s summer outing will be held 
June 29 at Bertrand’s Island, Lake Hopat- 
a 


cong, 


Ernest L. Davis Dies 


Ernest Linwood Davis, Winchester, 
Mass., who up to a few years ago was 
president of the S. H. Davis Hardware 
Co., 68 Portland St., Boston, which was 
established by his late father, S. H. Davis, 
died Monday morning, May 9, at the Cam- 
bridge City Hospital, Cambridge, Mass., 
following an accident which occurred some 
ten days previous. Mr. Davis was a native 
of Somerville, Mass. He is survived by 
his widow, a son, Ernest Linwood Davis, 
Jr. of Toledo, and a brother, Dr. Charles 
Davis of Hamilton, Mass. 
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Star Brush Co. Moves to 
Long Island City 


Star Brush Co., paint brush manufac- 
turers, has moved from Bush Terminal, 
Brooklyn, N. Y., to Hunterspoint Avenue 
and Manly Street, Long Island City, N. Y., 
where larger facilities are available. The 
business was founded ten years ago in a 
small store, from that point a floor at 
Bush Terminal was obtained, then finally 
five floors at that location were necessary 
for the increased volume. The company’s 
sales are reported as having increased 
6000 per cent in the past six years. 

Alexander Schumann is president of 
the company and A. R. Applegarth, who 
was New York sales manager of Wm. 
A. Tottle Co., Baltimore, Md., is the new 
sales director. Mr. Applegarth represent- 
ed the brush industry in the New York 
Credit Men’s Association as chairman of 
the Discount Committee of the Paint and 
Allied Trade Group. 


F. Max Hill President of Old 
Montreal Hdwe. Firm 


At the annual meeting, held on May 19, 
of the James Walker Hardware Co., 252 
St. James Street, Montreal, Canada, 
I’. Max Hill was elected to the presidency 
of that old established firm. 

Mr. Hill was formerly the vice-president 
and managing director and succeeds the 
late James Walker. 


Jos. Woodwell Co. Celebrates Its 
‘ 80th Anniversary 


Eighty years ago this month, Joseph 
Woodwell founded a hardware business at 
the corner of Wood Street and Second 
Avenue, Pittsburgh, Pa. The same firm, 
in the same location and in the hands of 
the third and fourth generations of his 
decendants are celebrating, this month, 
the anniversary of the founding of the 
business. They serve the territory with 
hardware, mill and auto supplies, rims and 
wheels, paints and tools. 


Westinghouse Elec. & Mfg. Co. 
Appoint Wearn Sales Mgr. 


G. E. Wearn has been appointed central 
station sales manager of the Westing- 
house Electric & Mfg. Co., East Pitts- 
burgh, Pa., with his headquarters in New 
York City. Mr. Wearn has been with the 
company since 1916 and previously to that 
date had-been engaged as a consulting en- 
gineer on steam plant design. 


Walter R. Green Dies 


Walter R. Green, president and general 
manager of the International Stamping 
Co., 400 North Leavitt Street, Chicago, 
Ill., died on Thursday, May 12, 1927. 
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Metropolitan Hardware Associa- 
tion Endorses Hardware Age 
Editorial and Hardware 
Council’s Recom- 
mendations 


The Metropolitan Hardware Association, 
Sidney J. Milligan, president, meeting at 
the Hardware Club on Friday, May 27, 
unanimously and enthusiastically endorsed 
the recent HaArpware AGE editorial by 
Llew S. Soule, dealing with the work of 
the Hardware Council, and urged all mem- 
bers to read the editorial and to study it 
as well as the report and recommenda- 
tions of the Council. The resolution was 
offered by Edward Daily, of the Scars- 
dale Supply Co., and seconded by Al 
Cornell, past president of the Brooklyn 
Hardware Association. 





Masback Salesman a Winner of 
“On to Nela” Contest 


Roland Cook, who calls on some of the 
Brooklyn, N. Y., customers of the Mas- 
back Hardware Co., Inc., 80 Warren 
Street, New York City, has the distinction 
of being the first hardware salesman in 
the New York territory to win the annual 
“On to Nela”’ contest by the National 
Lamp Works of the General Electric Co. 





Roland Cook 


This contest is a yearly affair, and this 
year it was known as a “Rodeo” contest. 
The jobbers’ salesmen were entered and 
were known as “ranch hands.” The manu- 
facturers’ representatives were known as 
“ranch foremen.” The main idea of the 
contest was the securing of new agency 
lamp contracts. If, for instance, a sales- 
man signed up a hardware dealer on a 
$300 agency contract, he was said to have 
roped 300 “steers.” In other words, a 
“steer” per dollar at the face value of the 
contract. The duration of the contest was 
from Sept. 1, 1926, to Feb. 28, 1927. 

If 10,000 “steers” are roped, the lucky 
“cowboy” can secure certain valuable 
trophies and is also entitled to a trip to 
the summer camp at Nela Park, Cleveland, 
Ohio. All expenses to and from the 
Rodeo are paid by the company. Here at 
the camp during the week of the Rodeo 
the daytime is given over to interesting 
instruction. In the late afternoon and 
evenings the time is quickly spent for 
fun and entertainment. 
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John Williams Addresses Baltimore Meeting 
on Profitable Selling Opportunities 





The Baltimore Retail Hardware Asso- 
ciation held its regular meeting on May 
10 at the Virginia Dare Restaurant, 311 
N. Howard Street, Baltimore, Md., with 
29 present. The usual dollar supper pre- 
ceded the meeting. 





Ernest Johnnesen 


A. & H. Appeltofft of 1012 W. Balti- 
more Street, made application for member- 
ship and were duly accepted and elected. 

The question of a hardware outing 
was brought up, and the majority favored 
an outing at the same place as last year, 
namely Fairview Beach. Final plans are 
to be made by the executive committee. 

President Ernest Johnnesen introduced 
John M. Williams, sales manager for Fay- 
ette R. Plumb Co., Philadelphia, who spoke 
on “Opportunity in Selling for a Profit.” 

He stated that his company had be- 
lieved the present scheme of distribution 
from manufacturer to jobber, to retailer, 
and then to consumer is economically cor- 
rect. Statistics show that distribution of 
merchandise is 15 per cent through de- 
partment stores, 9 per cent through chain 
stores, 4 per cent through catalog houses, 
3 per cent through company stores,.2 per 





Catalog No. 27 Issued by 
Tenk Hardware Co. 


The Tenk Hardware Co., Quincy, IIL, 
has just published its General Catalog 
No. 27. There are listed in this 628-page 
book thousands of articles, among them 
paints and brushes, tools, locks, auto and 
radio supplies, sporting goods and toys, 
roofing, heating appliances, house furnish- 
ings and electrical appliances. Each page 
is profusely illustrated. 

The catalog has been condensed, and 
many more items are shown on each page 
than generally shown in hardware cata- 
logs, especially those issued by local houses. 
The firm has endeavored to make the de- 
scriptions on most items more complete 
than is generally done in order that the 








cent through house to house canvassers, 
and the balance amounting to about 67 per 
cent is sold through the independent re- 
tailer. In hardware items the retailer dis- 
tributes a larger ratio than the general 
average. 

In the economic distribution of mer- 
chandise each factor should be paid for 
the service which they render, and the 
manufacturer should plan to carry this out. 
The product should be properly adver- 
tised by the manufacturer, first in making 
a good article, which will stand up in use, 
he said. It should have a pleasing ap- 
pearance and finish, as the eye always 
furnishes the greatest sales help. Quality 
and finish makes an article repeat in sales, 
either by the user requiring an additional 
article, or a similar one or through the ob- 
servance of a good article in use by a 
friend. Advertising furnishes the _ re- 
minder of the need for an article, and the 
sales helps furnished by the manufacturer 
to the dealer gives the last link in the 
chain to close the sale. 

The dealer being the neck of the bottle 
can either complete the sale or kill it. 
All the selling efforts made by the manu- 
facturer are of no avail if the dealer 
does not cooperate to close the deal. On 
the other hand articles which have not 
been advertised can be sold by the dealer 
but only by strong selling effort which is 
costly on account of the time of the sales- 
men and usually the customer always re- 
tains a doubt as to the quality of the 
article. Dealers therefore find that in 
choosing good lines, well advertised, sales 
resistance is lessened, and the customer 1s 
satisfied. 

B. E. Frost, sales manager of the Pitts- 
burgh Plate Glass Co., was present and 
extended an invitation to the association 
to visit his company’s brush plant in Balti- 
more. 

W. Glenn Pierce, State field secretary, 
and Erfc Edstrand of the Heller Co. spoke 
briefly on the advances in open table mer- 
chandising. 


hardware merchant and his clerks will be 
able to familiarize themselves with the 
talking points and thus be better prepared 
to make sales. 

The prices shown are the list prices, 
which are subjected to a discount of 33% 
per cent. This discount was adopted to 
put the price more nearly in line with what 
the retail merchant would ask. Of course 
some merchants sell for less to meet cer- 
tain competition, while others sell at a 
higher figure, but the Tenk Co. believes 
that a discount of 334% per cent will make 
their list price conform more nearly to the 
retail dealers’ resale price. 

In addition, discount sheets are issued 
covering those items which cannot read- 
ily be put on the 33% per cent basis. 
These sheets will be issued from time to 
time as conditions change. 
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Philadelphia Association Celebrates 
Seventh Anniversary May 19 


On May 19, 1927, the Retail Hardware 
Association of Philadelphia, Pa., celebrated 
its seventh anniversary in the Rittenhouse 
Hotel, Philadelphia, Pa., with a recorded 
membership of 266 retail merchants com- 
bining to make the largest local association 
in the United States. The anniversary 
was a most enjoyable affair to which the 
ladies were invited. A dinner. was held 
in the Pompeian room of the hotel, fol- 
lowing which, James M. Rose, the secre- 
tary, acting as toastmaster, called on 
Harry |). Kaiser, the president, to tell 





Harry D. Kaiser 


- . . 
about the value of association work among | 


| 


the merchants. There was a diverse but | 
well balanced program of professional | 
entertainment. It was announced that the | 
annual outing and “Hardware Day” of the 
association is to be held July 20, at the | 
Philadelphia Rifle Club. 

W. Glenn Pearce, assistant secretary of | 
PASHA rounded out the entertainment | 
with some excellent pictures filmed at the 
last outing. 

A feature of the meeting was the read- | 


Hardware Dealers in Lead 
as Implement Distributors 


The National Federation Implement 
Dealers’ Associations have recently com- 
pleted a survey of the farm implement 
field. The committee which has had charge 
of this work consists of C. R. Peters, 








Winterset, Iowa, president of the associa- 
tions and chairman of the committee; 
R. G. Nuss, Madison, Wis., and M. M. 
Smith, of Clay Center, Kan. 

In one report it was endeavored to show 
how many dealers handled only imple- 
ments, and if a dealer did handle some- 
thing else, what it was. The report is 
based upon 289 dealers. 

It is interesting to learn that 103 deal- 
ers out of 289 carried hardware as well 
as implements. The total number of deal- 
ers who handled only implements is 79. 





Those who distributed others products are 


ing of the association's first entry in the 
minute book. This was as follows: 

“Feeling the need for a local retail hard- 
ware association, the merchants, through 
the leadership of Secretary Jones of the 
Penna. & Atlantic Seaboard Hardware 
Association, called a meeting to be held 
in the chamber of commerce rooms, 
Widener Building, May 11, 1920. The 
meeting was addressed by Matthias I.ud 
low of Newark, N. J., and Ernest Johan- 
nesen of Baltimore, Md., who told of the 
benefits derived from such an association 
as proposed here. It was moved and 
seconded that officers be elected, with the 
following results—Harry D. Kaiser, presi- 
dent: J. G. Esmonde, vice-president ; 
Horace G. Goodwin, _ secretary and 
(. Richard Watson, treasurer.” 


James M. Rose 


Harry |). Kaiser continues as president; 
president of the PASHA. 
Goodwin is vice-president, 


also 


G. 


he 1s 
Horace 


having been succeeded by James M. Rose 
| as secretary. ©. Richard Watson continues 
/ 


treasurer. 


as 


represented, but hardware is tar in_ the 
lead. 

There were 44 dealers who handled 
automobiles, 16 who carried a miscellane- 
ous stock, 15 that handled seeds, and 9 
had general merchandise. Lumber, har- 
ness, feeds, and fuel closed the list, each 


represented by a handful of dealers. 


Newark Wire Cloth Issues 
Catalog No. 26 


Valuable data on how to order, select, 
and test wire cloth have been inserted in 
Catalog No. 26 of the Newark Wire Cloth 
Co., 351 Verona Avenue, Newark, N. J. 
This catalog, recently published, also con- 
tains telegraph and cable codes for order- 
ing, list prices and descriptions and illus- 
trations of a recently developed gasketed 
metallic filter cloth. 
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Chas. J. Smith & Co. Issues 
Catalog and Price Service 


Charles J. Smith & Co., hardware jobbers 
with executive and buying offices at 258 
Broadway, New York City and general 
offices and warehouse at 410 to 430 Com- 
munipaw Avenue, Jersey City, N. ]., has 
issued a new catalog and simplified price 
service tor the convenience of the trade. 
The catalog is well illustrated and ar- 
ranged neatly. Each item bears a ware- 
house number in addition to the manu- 
facturer’s stock or model designation. The 
warehouse number relates to the bin 
location in the Jersey warehouse and also 
to the listing in the condensed form price 
service which is to be distributed without 
charge. The price service is prepared in 
column form, five columns to a page, each 
column gives warehouse number and price 
of that particular item. The catalog con- 
tains 340 pages. 


R. E. Hamilton Dies, Veteran 
N. Y. Jobber 


R. I. Hamilton, assistant treasurer and 
a director of Sickels, Loder & Co., 
Murray Street, New York City hardware 
jobbers’ died last week at his home, 8&7 
Decatur Street, Brooklyn, N. Y. Mr. 
Hamilton joined the company in 1874 when 
it was known as Louderback, Gilbert 
Co., and located at 53 Chambers Street, 
New York City. He started in the pricing 
department and carved an enviable record 
for himself during years of constant and 
uninterrupted service. He was a man ot 
exemplary habits and of constant good 
health. Mr. Hamilton was 73 at the time 
of his death and is survived by his wife 
and daughter. 


sf) 


a H. Weber Will Attend the 
Rotary Convention at Ostend 


L. H. Weber, director of purchases for 
the George Worthington Co., hardware 
jobbers of Cleveland, Ohio, sailed May 26 
for an extended European tour. Mr. 
Weber is a member of the Cleveland 
Rotary Club delegation to the Interna- 
tional Rotary Convention in Ostend, Bel- 
gium. He is also a member of the Na- 
tional Hardware Council. 


Aetna Industries, Inc., Moves 


Aetna Industries, Inc., 11 East Austin 
Avenue, Chicago, IIl., announce their re- 
moval to larger quarters at 2915 Calumet 
Avenue, Chicago, Ill. They are wholesale 
distributors of hardware. R. S. Brandt 
is the president. 


Ozark Hardware Co. Has a 
Dairy Day at Berryville, Ark. 


The Ozark Hardware Co., of Berry- 
ville, Ark., recently put on a De Laval 
and Dairy Day which was attended by 
many hundreds of people. The Ozark 
Hardware Co., was assisted by the De 
Laval representatives, the county agent 
and the representatives of the M. & N. A. 
Railroad. The crowd at the meeting was 
so large that it had to be held in front 
of the store. 
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‘New Bonney Wrench Set look upon folding furniture’ merely as Meyers Mfg. Co. Make ‘ 
rr , camp furniture and do not appreciate the # 
A set of miniature chrome vanadium P SS : a er a Corn Popper ; 
wrenches have just been announced by the hundred uses to which this practical fur- i 
7 to ' ae Joe niture may be put, Gold Medal Co. gath- Fred J. Meyers Mfg. Co: Hamilton, i 
Bonney Forge & Tool Works, Allentown, | . epee laesinaiiadl al “aay 1] Soe tisae , ' 
Pa Tie snittlen ) Heneeine, sat’ iol ered over a hundred photographs irom all} Qhio, is manufacturing a new corn popper, : 
chrome vanadium, and even in the smafl- | °““" the world and made up two four-| the body of which is made with rolled edges i 
page broadsides in rotogravure. with the wire rolled in the tin, making it i 
Folding furniture is shown on motor | jmpossible to pull out. i 
_ boat cruisers, sales convention rooms, Boy ‘ 
| Scout camps, in movie studios, hospitals, 
| ete. 


| This roto section was designed especial- 
| ly for window display use, and any dealer 
| can secure a copy by writing to the com- 


| pany in Racine, Wis. 
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“Wavair” Ventilates and 
Deflects Air Upward The lid, with rounded corners, fits snug} 


The Allweather Ventilator Co., Inc., 100 | over the body. Having a square bottom it 
East Forty-fifth Street, New York City, | will stand firmly. 
is now manufacturing a device which should The manufacturer suggests that with 
find favor during this season of the year. | these features it is possible to use the 
| Wavair is made of aluminum with a black | popper for many other purposes, other than 
/enamel finish and clamps on the regular | popping corn. 
wire guard. It is easily attachable. 
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Carborundum Fish Hook Stone 
Sharpens Barbs and Points 





est sizes are guaranteed to be stronger | 
than the nut or bolt which they fit. The 
new kit, known as the No. 20 Kit, con- 
sists of five double-end wrenches with ten 
openings from 3/16 to 15/32 of an inch. 
They are neatly packed in a leatherette roll. 


The Carborundum Co., Niagara Falls. 
N. Y., is now manufacturing a_ useful 
article for every fisherman... The Car- 
borundum Hook Stone is beveled on one 





Presto Cleaner Made by 
Chamberlain Haber Chem. Co. 


The Chamberlain Haber Chemical Co., 
Cleveland, Ohio, manufacturer of sanitary , 
products, has announced a new tile and | 
porcelain cleaner under the brand name of The air is drawn from behind the tan, 
Presto Tile & Porcelain Cleaner. This | rotated against the pressed-in hoods and | 
then forced upward, through the slots in 
the cover in “waves” that expand and cir- 


etna ly — 
The manufacturer suggests it be used 
=e 








@ HOOK-STONE @ 


Every strike. ‘a fish Ewen th the hook’s sharp 





as a cooling device during the hot weather, | 
and as a ventilating appliance for the bal- | = ee aaa se ST 
ance of the time. | = seme 
: . . ET cde sted HOOK STOME ( iskeananne ion St by 
Literature, prices and discounts will be : 
sent upon request. 
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Seymour Smith Now Makes | | , 
Natural Grip Grass Shears "Eitan, 


~ - Ar 4 ~ ‘ 2 
product 1s packed we 16 prdthenm and Grass shears with several important tea- | 
a flat particle abrasive in chemical com- Rage eat so f this ite | 
bination with stearic acid and potash. Its ee ee ees | 

‘al eee Seymour Smith & Son, Inc., Oakville, 
SpCCIM properties enable thorough cleaning Conn. The Natural Grip grass shears will 
of tile, porcelain, cutlery and all lustrous | | 
surfaces with the danger of scratching. 

The complete line of Presto products 
now being handled exclusively by the hard- 
ware trade includes Presto Pipe Opener, 





side and rounded on the other. The 
beveled side is used for getting around 
Presto Bowl Cleaner, Presto Window and under the barb and for pointing up 
Cleaner and Presto Lustre Furniture small hooks. The curved side is for 
Cleaner. not tire the hands as they are held nat- | finishing up the points and for sharpening 
urally. The blades are 6 in. in length | large hooks and gaffs. On the flat side 


; ‘and are hollow ground. They are also} Of the stone, which is only 27g in. in 
Camp Furniture Co. Issues held at the proper tension by a special length, are two grooves to be used in bring- 


Rotogravure Broadside spring washer. ing badly dulled and blunted hook points 
The Gold Medal Camp Furniture Co., The weight of one pair of shears is % | back to shape. 
Racine, Wis., has issued a very attractive | lb. and come packed in cartons holding To aid the dealer the manufacturers 
four-page newspaper size rotogravure | six dozen shears. There are three popular | are’ furnishing a display holder carrying 
broadside. Realizing that many dealers | patterns manufactured. one dozen stones. 
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Better Understanding Between Business and 
Government Goal of Federal Commission 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


business itself is the goal of the comparatively new trade practice 


>. understanding between business and government and better 


submittal of practise of the Federal Trade Commission. The purpose 
of the Commission to serve in this direction is being emphasized of late 


by members of the Commission. 


They are presenting a view of the Com- 


mission that is not well understood by either business or the public generally. 


The fault lies nowhere. 


the new undertaking of the Commission. 


Rather it is a matter of bringing to public light 


It is a work which is distinctly 


hostile to bad business, to those interests which do not go along with their 
fellows in the trade in performing their operations ethically and honestly. 


Likewise it is favorable to good business. 


The progress already made by 


the Commission has been heartening and reflects the overwhelming desire 
of honest business to conduct itself fairly. 





One of the interesting talks recently 


made on the new work of the Commis- | 


sion was given by Commissioner C. W. 


| 


i 


Hunt before the American Wholesale Gro- | 


cers’ Association at Louisville, Ky. Real- 
izing that the Commission has been at- 
tacked frequently because it began its work 
as a voluntary sleuth of business, and with 
having made a general nuisance of itself 
and annoyance to business generally, Com- 
missioner Hunt explained that the Com- 
mission now has a new rule. By it the 
Commission does not issue a complaint 
under the slightest pretext or upon the 
least suspicion. Instead, the protests that 
come to the Commission are first brought 
to the attention of the persons or firms 
against which they have been lodged, and 
are passed upon as to their merit or lack 
of merit before being given publicity. If 
no merit is found in a protest, the pro- 
ceeding is dropped and no publicity given. 
The trade practice submittal plans calls 
for a conference within a given business 
or industry for the voluntary adoption of 
rules governing ethical procedure. Those 
adopting the plan, the business people 
themselves, are the best source of regu- 
lating those who do not want to play the 
game squarely. In his talk Commissioner 
Hunt pointed out that no business has a 
right to enter into a conspiracy, but it is 
the purpose of the Commission not to per- 
mit publicity which would unjustly injure 
business. Since its establishment, he said, 
the Commission had received 11,790 appli- 
cations, dismissed 7063, docketed 4413, and 
placed 1388 for trial. The Commissioner 
implied that the Commission might ask 
Congress for more power within the new 
rules so as to bring about more fair com- 
petition and a higher code of business 
ethics, thus enlarging its present trade 
practice submittal plan. It is doubtful, 
however, if business and the public gen- 
erally would feel like letting the Commis- 
sion have more power. There can be no 
doubt that there is a growing rebellion 
in the minds of the American people 
against centralization of government. It 
is evident that they feel that business it- 








self will be more able to do much of its 
own regulating. Moreover, the people feel 
there are entirely too many employees on 
Uncle Sam’s payroll and whether or not 
the additional power for the Commission 
would mean more employees, which it 
probably would not, the trend is always 
in that direction. And to the individual 
not on the payroll of the government, a 
walk through most of the government de- 


partments assuredly gives the vivid impres- | 
sion that there is a surplus of employees, | 


| $1,108,775. 


from messengers up. 


The packing industry has been credited 
with saving everything except the pig’s 
squeal. Now the railroads have entered 
upon a program of intensive economy, by 
which they propose to save everything 
except the locomotive’s whistle. This was 
made known at the annual convention in 
Chicago last week of the Purchases and 
Stores Division of the American Railway 
Association, and served to show that any 
business by looking out for thé little things 
can salvage many ordinary things that are 
thrown away as a matter of course and 
not given another thought. The report of 
the railroads’ saving was made to the Com- 
mittee on Reclamation, and the convention 
adopted recommendations in the report that 
a joint committee representing the Pur- 
chases and Stores Division and the Me- 
chanical Division of the American Rail- 
way Association review reclamation prob- 
lems of interest to each division and the 
railroads at large with a view to increas- 
ing the scope of the reclamation work now 
being done by the carriers. Through rec- 
lamation work now being conducted by 
the railroads some use is made of prac- 
tically every bit of old material just as 
long as it is possible and economical to 
do so. As indicative of the extent to 
which this work is being conducted, old 
metallic roofing and empty powder or car- 
bide cans are converted into tin buckets, 
cups and other tinware, while old broom 
handles and other mill refuse are made 
into staffs for signal flags such as are used 
extensively by the railroads. Scrap loco- 








motive tire steel is being converted into 
hammers. Even old hose is being used 
for the manufacture of baggage mats. Old 
canvas is made into aprons for workmen, 
locomotive steamp pipe covering, etc.; bolts 
are straightened and rethreaded, etc., etc., 
down a long and fascinating list of sav- 
ings and economies. Saving is earning, and 
the railroads are giving an example of 
earning from another angle, or have in- 
tensified it, and undoubtedly it will be fol- 
lowed by many lines more than is the cus- 
tom today. It may not have been Henry 
Ford, but his name is in mind as being 
author of the statement which means that 
saving is more than earning, for the state- 
ment was to the effect that it is ten times 
as hard to save a dollar as it is to earn 
one. Whatever the ratio may be, it is 
easily believed. 


An example of an efficient American 
industry which reaches the wide world 
with excellent product is the typewriter 
industry. The Department of Commerce 
has issued a statement showing that the 
United States has exported in the last 
14 years $186,274,056 worth of typewriters. 
Over that long period of years that sum 
means an average monthly exportation of 
It is a remarkable tribute to 
the manufacturers of American type- 
writers. King George not long ago called 
the business men of England to task for 
not using English-made typewriters. It is 
an actual fact that ever since then, almost 
without change, the monthly exports of 
American goods to England have _ in- 
creased, showing what a good publicity 
agent His Majesty is for American type- 
writers. Of the total exports during the 
14-year period, Great Britain and France 
took over one-third. 


Still another estimate of the much-esti- 
mated Treasury surplus has been made. 
This time it comes from Senator Sim- 
mons, North Carolina, ranking Democrat 
of the Finance Committee. Senator Sim- 
mons is an unusually able man, under- 
stands finance and economics to a marked 
degree, and is extremely popular in the 
Senate because of his personal fairness. 
But he has his political prejudices, as do 
his contemporaries, and therefore his 
statements may be subjected to discount. 
So it may be that his estimate of a Treas- 
ury surplus of $500,000,000 when Congress 
meets in December may be a little strong 
—or it may not. Then, evidently speak- 
ing as a Democrat, Senator Simmons 
charged the administration with collecting 
hundreds of millions of dollars from the 
people last year and using the money to 
retire Liberty bonds whose payment was 
not desired by the people. Anyhow, what- 
ever the surplus, business interests feel 
sure it is large enough to warrant tax 
reduction. 
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Jobbers Expect Good June 


Volume on Spring Hardware— 
Prices Firm—Collections Fair 


will be a big sales month of seasonal merchandise, more than 


ARDWARE jobbers are very optimistic. They believe that June 


offsetting the loss through retarded business during the cold, 
rainy weather. This same condition existed to a lesser degree in 1926, 
May was a cold month, June was fine and there were actual shortages 
in some markets on certain popular garden items. This feeling is par- 
ticularly true in the western markets. 


Staple goods are selling very steadily. Building is good with the 
natural reflection in a consistent demand for finishing hardware and 
other supplies. Prices generally appear firm. Collections are about 
the same, averaging from slow to fair throughout the country. 


Continued Good Trade Vol- 
ume Predicted by N. Y. Bank 


Business is going along in an orderly 
way with every prospect of its con- 
tinuance in good volume, subject, of 
course, to the usual seasonal influences 
and developments says the National 
Bank of Commerce, New York. The 
remarkable stability of underlying con- 
ditions is shown by the maintenance of 
business in good volume notwithstand- 
ing the Mississippi floods, conditions in 
the oil industry and the Japanese situa- 
tion. 

Industrial output is at seasonally 
high levels in most of the leading lines. 
Carloadings continue large, despite 
some decline in shipments of coal be- 
cause of the strike, and the heavy 
loadings of miscellaneous freight and 
less than carload lots continue to attest 
that goods are moving freely toward 
final consumption. Save where ad- 
versely affected by purely local con- 
ditions, retail trade is good and chain- 
store sales and mail-order business con- 
tinue to show gains over 1926. In a 
word, the industrial and commercial 
situation viewed as a whole is satis- 
factory. 


Business Is Steadily Improv- 
ing in the Northwest 


With warmer weather, crops pros- 
pects showing up well, touring for the 
season starting, fishing calling the 
angler, and the vacation season ready 
to claim its thousands, business has 
been steadily improving during the past 
week. 





Road building is well under way. 
Building is progressing nicely in con- 
tractors’ lines, and the spring activities 
are all adding to improved conditions. 

Prices for the most part are steady. 
Glass and red rosin paper are the only 
items showing a change in price. 


Business Shows Upward 


Trend, Say Bradstreet’s 
and Dun’s 


An upward trend in business opera- 
tions during the past week is noted by 
Bradstreet’s and R. G. Dun’s reviews. 
Improvement in weather conditions, 
notably in the Mississippi Valley, where 
the flood water is receding, aids the 
recovery of retail trade. Seasonal in- 
fluences, however, have caused reces- 
sions in certain lines. 

With a slight improvement in 
weather conditions in scattered areas, 
notably in the Southwest and the upper 
Mississippi Valley, where flood water is 
receding, retail trade, industry and 
planting progress are all a little better, 
says Bradstreet’s. The gain is still 
rather slight, however, and cool or wet 
weather or soil are still complained of 
as holding down business, which seems 
to class as about fair; in other words, 
about equal to a year ago, when, it may 
be recalled, the weather was too cool 
for best trade and industry was show- 
ing seasonal quieting. Collections the 
country over have been from fair to 
slow, with a majority of reports in- 
dicating the latter. 

Best reports as to trade come from 
parts of the central Mississippi Valley, 
areas in Texas which had suffered from 
excessive moisture earlier in the season 














_and from the Middle Atlantic States, 
except where rainy weather has been 
| a drawback. 


Despite various repressing factors, 
business continues to show a gratifying 
stability, its fluctuations this month 
having been orderly, according to R. G. 
Dun’s Review. Where declines have oc- 
curred they have been less marked, in 
some cases, than those of a year ago, 
and in certain lines the trend has been 
upward. 

As usual at this period, seasonal in- 
fluences have caused conflicting tend- 
encies, but the net result appears to 
have been a moderate contraction from 
the activities of recent months. That a 
more pronounced and more general let- 
down has not developed is proof of the 
underlying soundness of conditions, for 
serious floods and storms and inclement 
weather in different sections have been 
adverse phases. Because of these im- 


| pediments a full distribution of goods 
_ in retail channels has not been possible, 


and agriculture, on the whole, is back- 
ward. 


mee ae 


F. W. Woolworth Sales 
11 Per Cent Higher 


Sales of the F. W. Woolworth Co. for 
the first four months of 1927 were more 
than $75,000,000. Expansion of stores con- 
tinues here and abroad. The new German 
subsidiary will open its first store in 
Bremen in July. Seven other stores will 
open in Germany later in the year. Six 
stores are operating in Cuba. Business 
of the English subsidiary, which will open 
fifty new stores this year, increased 23 
per cent in the first four months. 


Banker Urges Federal Control 
of Farm Output 


The United States can look forward to 
a continuance of prosperity for years to 
come, declared Melvin Traylor of Chicago, 
president of the American Bankers’ Asso- 
ciation in an address at the thirty-sixth 
annual convention of the Georgia Bankers’ 
Association in Atlanta, Ga. 

He expressed confidence in the business 
situation to continue satisfactory during the 
balance of the year without necessarily in 
every line equalling or surpassing the rec- 
ord of last year. He said the farmers’ 
problems can be cured through balanced 
production and the application of sound 
credit policies on the part of bankers to 
the growers as they apply to other lines of 
business. He favored regulation of agri- 
cultural products by commissions similar to 
those governing railroads, declaring that 
farm prices cannot be regulated unless pro- 
duction is also regulated. 
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(Chicago Office of HARDWARE AGE) 


ONDITIONS in the hardware trade are marked by conserva- 

tive but steady buying with a seasonal increase showing as 
weather conditions become more settled. The total volume of 
business is running only a shade below that of this time last year. 
Prices of hardware items continue to take on a slightly firmer 


tone, although there are practically no actual changes. 


jobbers 


Chicago 


have announced that they will make a rather substantial 


advance on butts and hinges effective June 1, and linseed oil took a 


seasonal advance of 3 cents per gallon. 


On the other hand, dis- 


tributors are still granting concessions on quantity orders on many 
staple items in an effort to stimulate buying. 

The recent advance on sheets by the makers is having little effect 
as yet as buyers generally had covered their requirements for the 


second quarter of the year. 


Structural steel continues to be in very 


heavy demand due to the record building activities in Chicago and 


the vicinity. 


Money conditions reflect a satisfactory 


rates steady and collections fair. 


AUTOMOBILE ACCESSORIES.—The 


continued cool weather is retarding 
sales, but the outlook 
warmer weather comes. 


We quote from 
1.o.b. Chicago: 

Spark Plugs.- 
50c. each; regular, 58e. each; 
pian X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., i53c. each; 
lots of 100, ooe.: A. Ga Special Ford, 


jobbers’ stocks, 


Fords,, 
Cham- 


-Splitdorf, for 


h. 
Light. 

$6.50 each, 
Chains. —Non-skid, 
5 per cent discount. 


-Appleton, No. 3280, 


dozen pair lots, 


” Jacks. —National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 14 in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each: gray inner tubes, 
30 x 3%, $1.24 each: red inner tubes, 
® x 3%, $1.45 each. 

BASEBALL GOODS. — The demand 
continues to be very active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League balls, $8.90 dozen; 
Slugger bats, $16.20 dozen. 


BOLTS AND NUTS.—Sales continue 


very satisfactory and prices are very 
active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 


10 per cent discount; lag screws, 60 


per cent discount. 
BUILDERS’ HARDWARE. — Jobbers 
announce that their prices on butts and 
hinges will be advanced about June 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts. 
old copper and dull brass finish, $1.80 


o $1.90 per doz. pair, case lots—less 
quantities, 12c. per doz. pair higher; 
4 x 4 steel butts, old copper and dull 
brass 
heavy 


finish, $2.62 
steel bevel 


doz 


r . pair; 
inside sets, 


$4. 60 


is good when 


; ume. 








situation with interest 


per doz. sets; steel bit-keyed front 
door sets, $1.35 per set; wrought 
brass bit-keyed front door sets, $2.40 
per set; cylinder front door sets, 
$5.50 per set. 
CHAIN.—No change in prices. 
are very good. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: *% inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.—The 


Sales | 


Buying Shows Seasonal Increase— 
Chicago Prices Are Becoming F'irmer 
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FIELD AND POULTRY FENCE.— 
Sales continue seasonably active. Prices 
are firm and unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-14%, $43.62 per 100 
rods; 2158-6-14%, $49.98 per 100 rods. 


FILES.—tThere is a satisfactory de- 
mand and prices are firm. 


«We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 
per cent off list: Black Diamond files, 


50 per cent off list. 

FISHING TACKLE.—Sales are very 
heavy, as the fishing season is about to 
open. 

We from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. , $2.25 
each; Chicago: level winding reel, 
$2.00 each; Symploreel No. 752, $4.90 
each; South Bend Bass-Orenos, $8.00 
doz.; Heddon’s Ziz-Wag. $10.00 doz.; 
high grade silk casting line, $1.40 per 
100 yds. 


GALVANIZED WARE.—Some manu- 


quote 


_facturers are refusing orders on com- 
petitive tubs and pails and prices are 


} 





demand is heavy and prices are un- | 


changed. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.—Much 
wet weather keeps sales up in late vol- 
Prices are unchanged ‘and firm. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
er 80 per 100 ft.; plain ridge _ roll, 
l%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE. 
Sales, especially on electric irons and 
flashlights, are stronger. Prices are 
without change. 


We quote from 
f.o.b, Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.25 per 1000 
ft.; in 1000 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12: %-in., brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each: in lots of 10, 40c. each; two- 
piece attachment plugs, 7%c. each; 
dry cells, boxes of 50, 321%¢c. each; 
less than case lots, 36c. each. 


Radio Supplies.—Radio B batteries, 


jobbers’ stocks, 


No. 766, $1.40 each: No. 776, pack- 
ages of 10, $1.30; No. 767, $2. 62 each; 
No. 767, ackages of 5, $2.44 each: 
No. 770, $3.40 each; No. 770, pack - 


ages of 5, $3.17; No. 
packages of 5, $2.4 No. 486, $3.58 
each: No. 486, packages of 5, $3.33. 
Battery Chargers. —Apco line, lots 
of less than 10, $13.50 each. 


772, $2.62 each; 





Reading matter continued on page 62 


firmer. There is a good seasonal de- 
mand for water pots. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. No. 2, 
$6.85; No. 3, $8. 00; 10 at. galvanized 
after-made pails, $2. 12; 12 at., $2.33: 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 d 
gal., $6.00 doz.; 5 ‘gal., 
bu. galvanized baskets, 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are being retarded by 
the continued wet weather. Prices are 
unchanged. 


We quote 
f.o.b. Chicago: 


stocks, 
good 


from jobbers’ 
Garden hose, 


quality, molded hose, %-in., 11c., per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprink- 
lers, Rain King, $28 a doz.; organ! 

ain- 


fountain sprinklers, $6.00 doz.; 

bow, 38-in. high, $24 a doz. 
GLASS AND PUTTY.—A good volume 
of orders on glass for fall delivery is 
being received. The demand for putty 
is quite active. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Single strength A, 
25-in, bracket, 87 per cent discount; 
single strength A, all other brackets, 
86 per cent discount; single strength 
B up to 25 in., 88 per cent discount, 
and balance 87 per cent discount; 
double strength A, all brackets, 86 
per cent discount; double strength B, 
all brackets, 87 per cent; putty, pure 
grade, $4.25 per 100 Ilb.; commercial, 
$3.50 per 100 Ib. 


GOLF GOODS.—tThere is a good de- 
mand, as dealers are finding small 
stocks of assorted models to be prof- 
itable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 


medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each: Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 doz.: St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—No price changes. Tool 
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Thousands of women will buy Perfections during the next Sixty Days 





Right now is the timeto getyourshare Give Superfex Stoves special position. 
of the millions of dollars women are The modern colors—enamel tops and 
spending for Perfection Oil Stoves. giant burners of these leaders will 
| This is the principal buying time. | interest every woman. You’ll get new 


Display Perfection Stoves in your prospects—more sales—greater profits. 


window. Then arrange a display up _ Try putting just a little “‘extra’”’ sales 
nearthe door. Havethestovesready effort behind the Superfex Line. 
to light, it speeds up a demonstration. You'll find it pays in bigger profits. 


PERFECTION STOVE COMPANY =. Cleveland, Ohio 


PERFECTION 


Oil Stoves and Ovens 
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sales have been very satisfactory this 
spring. 


HAMMERS— 


We quote from jobbers’ stocks. 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen: 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Prices 
are unchanged and the demand is nor- 


mal. 


We 
f.o.b. 

Hay 
chucked 


quote from jobbers’ stocks, 
Chicago: 

Fork Handles. — Straight 
and bored, best grade, 
416 ft., $4.15 doz.; 5 ft., $5.00 doz.; 
XX, 4% ft., $3.65 doz.; 5 ft., 
doz.; X, 4% ft., $2.35 doz.; 5 ft., 

doz 

Hay fork Handles.—bBent-chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz.: 
4% ft., $5.40 doz.; 5 ft., $6.25 doz.: 
XX plain, 4% ft., $3.60 doz.: 5 ft., 
$3.80 doz.; X plain, 4% ft., $2.70 doz.; 
5 ft., $3.25 doz. 

Manure Fork Handiles.—Bent, best 
grade, plain, 4 ft., $4.35 doz., 4% ft., 
$4.70 doz.; XX plain, 4 ft., $3.85 doz.: 
4% ft., $4.15 doz.: plain, 4 ft., $2.50 
doz.; 4% ft., $2.85 doz. 

Garden Hoe Handiles.—XX, 4% ft., 
$3.20 doz.; X, 4% ft., $2.20 doz. 

Garden Rake fiandies.—XX, 5% ft., 
$4.80 doz.; 5% ft., $3.05: 6 ft., $4.00. 

Shovel Handies.—Regular Pattern, 

. $6.10 doz.; X, 4% ft., 

D handles, best grade, 

e + $5.50 doz. 


$7. 00 jen: 
Spade Handies.—D handles, 


best 


grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—The demand is ac- 
tive and production is hampered by the 
floods in the southern hickory dis- 
tricts. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.: second growth 
hickory, $5 doz.: finest selected sec- 
ond growth hickory, $6.50 doz. 


Hatchet and Hammer  Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—An advance of 
prices is predicted for June 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., 80c.; 5-in., $1.06; 6-in., 
$1.28; 8-in., $2.05; 10-in., $3.45 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.10; 5-in., $1.35; 6- 
in., $1.53; 8-in., $2.49; 10-in., $3.71 per 
OZ. 


ICE CREAM FREEZERS.—The de- 
mand is fair and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: at on Mountain, 1 
, $4.80 list; 2 $5.60 list; 3 at., 
$6.75 list; 4 ar [os | a, 
$10.45 list; 8 qt., $13.40 list: 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list: 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
Alask a, 1 qt., $2.05 list; 2 qt.., 
x $4.10 list; 4 qt.. $5 
of 0 list; 8 qt., $8.20 list: 
10. ‘ list; 12 at., $14 list: 15 
-* $17 list; 20 qt., $21. 50 list. A dis- 
count of 20 and 10 per cent - all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.: 
4 qt., enamel, $18 per doz. Above 
prices are net. 


stocks, 


jobbers’ 


cent. 
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LAWN MOWERS.—There is an active 
seasonal demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in., ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 

ball bearing, 4-Knife, 10%-in. 
$10 each; 16-in., plain bear- 
4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
%-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife. 
S-in. wheels, $8 each; 16-in., plain 
a 3-knife, 8-in. wheels, $5.85 
eacn. 


NAILS.—Sales are quieting down, with 
prices well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


PAINTS AND OILS.—Linseed oil 
prices advance 3 cents, while turpen- 
tine takes a drop of 13 cents. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 93c. 
per gal.; 5-barrel lots, 90c. per gal. 

Linseed Oi!l.—Boiled, barrel lots, 
93c. per gal.; 5-barrel lots, 93c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
52c. per gal.; steel drums extra $6, 
returnable. 

Turpentine.—Drum lots, 74c. 

White Lead.—500-lIb. lots, 
per 100 Ib., net; 100-lb. lots, ~ 
lb. lots, $7. 25; 25-Ib. lots, $3.65; 12%- 
lb. lots, $1.85. 

Shellac.—(4%-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—lIn Barrels, 
$3.50 to $6.75 per 100 Ib. 

n Dry Paste.—Barrel lots, 

. 


PREPARED ROOFING.—tThere is a 
seasonal falling off in sales. Prices 
are firm. 


We weese from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate a 
faced prepared roofing, : 
square; best grade talc surfaced, $2.6 65 
per square; medium talc surfaced, 
$2 per square; light talc surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—Business is only fair. 
Casseroles in metal frames are proving 
popular and are selling well. 


We quote from jobbers’ 
f.o.b. Chicago: 

are ee 212, $7.20 doz.; 

eng ' Handled Casseroles.—Round, 

$12 doz.; No. 623, $14 doz.; 

12 doz.; No. 633, $14 

No. 642, $12 doz.; 





Tlec. per 


stocks, 


No. 


doz.: Shallow Oval, 
No. 643, $14 doz. 
Pie t~x- “preg 208, $6 per doz.; 
a" ay $7.2 r doz 
Pots. . eth $21 doz.: 4 
$24 ‘Get: 6 cup, $28 doz. 
> Utility Pans.—No. 231, $8 doz.; 
. $14 doz. 


ROLLER SKATES.—tThere is still an 
active demand, although it has dropped 
off considerably during the past few 
weeks. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Union boys’, $1.40 
air; Union girls’, $1.50 pair; Chicago 
oys’, $1.30 pair; ‘Chicago girls’, $1.40 
pair; rubber-tired skates, boys’, $2.65 
von oi rubber-tired skates, girls’, $2.75 
pair. 


cup, 


No. 


ROPE.—Sales are good, but not as 
heavy as recently. No price changes 
expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%c. per Ib.;: No. 2 





manila, 22c. per Ib.; No. 1 sisal, 
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No. 2 sisal, 


litec. 
l3'ec. 


to l6e. per Ib.; 
to 15c. per Ib, 


SASH CORD.—Sales are very active 
and the recently advanced prices are 
firm. 
We quote from jobbers’ 
f.o.b. Chicago: No. 7, 


brands, $7.40 per doz. hanks; No. 
$8.45 per doz. hanks. 


SASH PULLEYS.—Prices are firm and 
the demand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
a: No. 110, 46c. doz.; barrels, 42c. 
OZ. 


stocks, 
standa 7 


SCREEN DOORS AND WINDOW 
SCREENS.—Prices are without change 
and sales are reaching the season’s 
height. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 > No. 296, 2-8 xX 
6-8, Z 311, 2-8 x 6-8, 


screens, No. 


1833, No. 2433, $4.75 doz. 


SCREWS.—tThe demand is better than 
normal, with prices  cunsiderably 
shaded for larger orders. 


$4. 05 doz. ; 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent: round head brass, 70-10-10-10 
per cent. 


SOLDER AND BABBITT.—Prices are 
firm and sales are fairly active. 


uote from jobbers’ stocks, 
MD. hicago: Warranted 50-30 
solder, $42.50 per 100 Ib.; medium, 
45-55 solder, $41.50 per 100 Ib.; tin- 
ners’ 40-60 solder, $40.50 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—tThere is a satisfac- 
tory demand and prices are firm but 
without change. 


quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 lb, 


WIRE PRODUCTS.—With the excep- 
tion of occasional concessions on quan- 
tity orders, prices are firm. Sales are 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt., 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


WRENCHES.—There has been a slight 
reduction on Stillson wrenches. Other 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new iist; Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-10 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2. ig 
No. 101 Master Service Set, $13. 
No. 202 Heavy Duty Set, $8.80; No: 
404 Flexible Socket Set, $7.50: No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 
$3.70; No. 1878 Giant “‘Snap-on’”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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AiR-Way insures 


perfect ventilation 
in every room 


Window openings equipped with AiR-Way Multi- | The sash may be adjusted at any point to admit 
fold Window Hardware assure the desired amount _any desired amount of fresh air without draughts. 














of ventilation in any season. - When closed the windows are weather tight and 
When open the sash slide and fold to one or __ rattle proof. 

either side leaving a clear opening the full width Cost no more than the most ordinary equipment. 

and depth of the frame—there is no interference Write for full information and working details 

with screens or drapes. of this most modern window equipment. 


AiR-Way is furnished in complete units with hardware fitted to either 
steel or wood sash and assembled in frames ready to set in openings. 
Hardware is also furnished for assembly on the job if desired. 


ichards-Wilcox Mfs. (0. | 


AN Hanevertorany Door that Slides 
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Pittsburgh Market Reports Business 


“Just Fair’-—Collections Slow 


J 


(Pittsburgh Office of HARDWARE AGE) 


UST FAIR” is the term commonly employed by Pittsburgh 
hardware jobbers in describing business. 
joyed a very good business in spring lines, but unfavorable 


They have en- 


weather seems to have cut into the movement of goods into consump- 
tive channels and there now seems to be a feeling that in a good 
many articles the crest of demand has been passed, especially as the 
desire to avoid carrying goods over from one season to another is 


very strong among retailers. 


Some jobbers seem to believe that 


there is not a great deal more business to come out for poultry net- 
ting and for garden and lawn accessories and not a few seem to be 
expecting that the summer is going to be a quiet period, unless there 
is some futures business to supplement the fill in demands for sea- 


sonal items. 


Pittsburgh gives a show of considerable building activ- 


ity, but it seems to be chiefly in downtown office buildings rather 
than in housing, which in the final analysis is more helpful in the 
way of orders for the hardware trade than the larger structures. 
The prospect is not regarded as bright that the coal industy will 
emege from its present depression for the next few months, and on 
top of that the steel industry just now is passing through its sea- 
sonal recession from the early year activity. There is some unem- 
ployment and while not of proportions to attract widespread notice, 
some jobbers are disposed to ascribe slow collections to that condi- 
tion, which means some impairment in the ability of consumers to 


promptly pay their bills. 


AWNING HARDWARE.—Very steady 
demand still is noted for this line. Job- 
bers quote: 


Eve ends, ™% in., $5 per 100: 
$8; clamps, % in., $6.50 per 100; 
$8; hinges, $3.50 per 100. 


BATTERIES.—There seems to be no 
noticeable lessening in the demand for 
dry cell radio batteries. The night pro- 
grams are excellent and baseball scores 
still are interesting to multitudes. 
Jobbers quote: 


by in., 
% in., 


Unit 
Packages 


Broken 
Packages 
No. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 
No, 
No. 
No. 6 dry cells, ignition type unit 
packages. 32%c. each. 
ene oie: 5, . each; 
No. 950, 9% No. 7 1% ‘ No. 


705, 28c. 54 I » 20c. 
Hot Shot. — No. 1461, $1, é7: No. 


1661, $2.37. 
BOLTS, NUTS AND RIVETS.—Job- 
bers still are discussing the price list 
which was put into effect April 1 last 
and still voicing opposition to the ex- 
tra 10 per cent charge for broken cases. 
Manufacturers asserted when the list 
was issued that it meant a saving to 
jobbers of 2% to 5 per cent over the 
old list, but jobbers say that on typi- 
cal specifications the new list means 
an advance of 10 per cent and, in addi- 
tion, they are called on to pay 10 per 
cent more for broken cases. One job- 





ber points out that it would be neces- 
sary to purchase 12,000 semi-finished 
hexagon nuts of one size to escape the 
extra for broken cases and in lag 
screws it would be necessary to carry 
what would amount to a year’s re- 
quirement of some sizes to get the 
full case discount. 
seems to amount to an argument as to 
whether the manufacturers or jobbers 
shall carry the stocks. Jobbers report 
a steady demand for smal! lots of 
bolts, nuts and rivets. They quote: 


Boits.—All styles except stove and 
tire bolts, per 100 pieces, 
cent off list: stove bolts, 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

Nuts.—aAll styles, 62% per cent off 
list. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Hardware 
jobbers would like to see housing more 
heavily represented than it is in the 
present building activity in this dis- 
trict, which, except for a few places in 
the district, runs heavily to office or 
other business’ structures. Housing 
brings more business to the hardware 
trade here than do the larger struc- 
tures. Present demands for butts, 
hinges, etc., are only moderately ac- 
tive. 
Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and oe copper, less than case 
lots, 3 in. 3 in., $17 yet 100 pair; 
+ ‘in. x 3% in., $17.50; 4 in. x 4 in., 


+ strap, 
per doz.; 8-in., $2.47; 


$1.47 
$4.14; 


6§-in., 
10-in., 


The whole matter | 
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extra heavy, T, 6-in., $1.87 per doz.; 
8-in., $3.18; 10- in., $4.48; light strap, 
with screws, packed one pair in a 
box, 3-in., $9.27 ea 100 pair; 4 in., 
$11.20; light, . 4 , $10.67 per 100 
pair; 4-in., $1 50. 

Hasps. — Hinge, without screws, 
single dozen lots, 3-in., 64c. per doz.; 
4% in., 76c.; 6-in., $1; safety, 3-in., 
97c. per doz.; 4%-in., $1.14; 6-in., 
$1.60. 

Garage Sets.—Swinging hinges, 10- 
in., $2.50 per set. 


CARPET SWEEPERS. — This is a 
staple line in which there is always 
some demand and very little seasonal 
variation in sales. Jobbers quote: 


Bissel’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48. Universal, $42; standard, $36: 
Junior, $16; Little Gem, $4; Sterling 
sweepers, $24 per doz, 


CHERRY SEEDERS.—It is a little 
early for large sales, but at that there 
is a fair demand, since cherries come 
early. Jobbers quote: 


Brighton, $8.40 per doz.; 
$12; Enterprise, $16.20. 


GARDEN AND LAWN SUPPLIES.— 
Jobbers lately have not found business 
in these lines quite as good as it was 
earlier in the spring and some express 
the idea that not a great deal more 
business is to be done. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, so $9 per dozen; 
spading forks, $10. to $21 per 
doz.; haying forks, Pi ne first o-- 
ity, $12. 75 per doz.; German hoes, No. 
3-0, $7.20 per doz.; scythes, $12 to $25 
ol doz.; snaths, $10.50 to $15 per 

arene. —Ring, $6 per doz.; Rain 
King, $2.3 —-: Pluvius, $1. 15; two 
purpose, $1.3 

Sprinkling Gane. , $6 per doz.; 
oo $6.60; writ "10 at., $8.10: 

, $10; 18 = 12.60. 


250- ft. —_ is vate o7ac. 
‘ in., 10c. % in., 11%c. 
50-ft. lengths, 45° per “ higher: hon 
spray nozzles, $6 a 

Hose Reels. —Vietor, $1. 75 each: No. 
2, $2.60; Reeleasy, $1.3 

Plows. —Geneva, No. "2, $5.50 each; 
Leader, No. 2, $3; No. $3; Superior, 
No. 3, 6- tooth pultiwater, $3.50. 

Mowers. — Plain bearing, 8 in. 
wheels, 12 in., $5 each; 14 in., $5.25; 
ball bearing, 9 in, wheels, 14 in., 
$7.75; 16 in., $8; supreme ball bear- 
ings, 10 in, wheels, 14 in., $10.75; 16 
in., $11.25; 18 in., $12. 

Mower Oil Cans. —Tinned, straight 
or bent spouts, $1 per doz.: copper 
away lly straight or bent spouts, $1.50: 
per 

Rollers. —e 2 size, $8. 50 each; No. 
4, had, No. $12.50; 7, $15. 

Hedge Shears, — Western, - in., 
-y 25 : Bik pair; 9 in., $1.40; in., 
‘fe . in., $1.75; 9 in., 11. 90; 
adies’ shears, Western, 

7 Ditton $1.10. 


ICE TONGS.—Warmer weather is: 
stimulating the ice business and bring- 
ing on some demand for tongs. Job- 
bers quote: 


Standard type, 15 in. opening 80c. 
er pair, 17 in, opening 90c.; 20 in., 
1; icemen’s pattern, $2.40. 


ORNAMENTAL FENCE.—Fairly good 
demand still is noted, although bad 
weather has cut into retail sales ‘and 
consequently upon orders to jobbers, 
who quote: 


Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.; 42-in., $8.25; 
gates, 3 in. x 36 in., $2.70 each. 


Dandy, 
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Specially fitted for the 


Requirements of Hardware Dealers 


Powered by a motor that is 

famous the world over for 

its remarkable performance 

and operating economy, and 

offering the most advanced 

; modern design in every fea- 

—at these ture of the chassis—Chev- 

Low Prices! rolet has _ revolutionized 

every idea of how fine a 

truck you can buy for little 
money. 


1-Ton Truck $ 
with stake Body 680 


1-Ton Truck 755 
with Ponel Gedy Hardware dealers in every 
section of the country are 


turning to Chevrolet in in- 


1-Ton Truck 
Chassis with Cab 610 


aes laa 495 creasing numbers — for 
Sar never before has any low- 
Ja* . . 

Chassis 395 priced truck so admirably 


met the requirements of the 
hardware industry. 


Sturdy and durable, Chev- 


CHEVROLET MOTOR COMP 


All prices f.o.b. Flint, Mich. 


Check Chevrolet 
Delivered Prices 
They include the lowest 


handling and financing 
charges available. 


The WORLD’S LARGEST BUILDER OF GEAR-SHIFT TRUCKS 
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rolet provides a_ perform- 
ance of astonishing depend- 
ability, under every condi- 
tion of road and load. 


And Chevrolet economy, 
based on low first cost, low 
operating cost and the very 
minimum of upkeep ex- 
pense—has long been tra- 
ditional wherever trucks 
are used. 


There is a wide range of 
body types available for al- 
most any purpose. 


See your nearest Chevrolet 
dealer. He will gladly ar- 
range a trial load demon- 
stration under your own de- 
livery or haulage conditions. 


ANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 
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active market for paints and for the | 
raw materials, prices of which show | 
no change from those of a week ago. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 14%4c. 
per lb. in 100-Ib. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 77c. per gal. in barrel lots: 
wn linseed oil, 13c, per Ib. in barrel 
ots. 


PAPER HANGERS’ ~ 
These items still are making a good 
showing in sales by local jobbers, who 
quote: 


Smoothing rollers, No. 4, $9.60 per 
doz.; No. 8, $10.50; seam rollers, No. 
11, $2.75 per doz.; No. 17, $4; brushes, 
$3.60 to $13 per doz.; shears, $17 to 
$24 per doz 


SCREEN WIRE GOODS.—Seasonably 


good demand is noted, with cloth and | 
showing. Fence Wire 


windows making the best 
Jobbers quote: 


Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.: galvanized, 12-mesh, 
$2.10: bronze, 14-mesh, $5.50. 





PAINTING SUPPLIES.—tThere is an | 


SUPPLIES. — 
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Doors.—Walnut om, 2 ft. 8 in. x 
ft. 8 in., % in. x 3 $17.40 per 
doz. ; natural finish, 1% in x 4 in., 
$23. 50, with galvanized cloth $22, sub- 
ject to advances for larger sizes: 
steel bronze-plated wire grilles, $18 


per doz. 
Window — Hardwood oe. 
"53. 20 per do No. 1533, 


No. 1233, Z 
$3.70; No, 1833, $4; No, 2433, $4. 75. 


TIE OUT CHAINS.—Fairly good de- 
_mand is noted by jobbers, who quote: | 


No. 
ft., $6; 
$8. 


2-0, 20 ft., 
No. 3-0, 


$4.50 per doz.; 
20 ft., $5.50; 30 ft 


WIRE PRODUCTS.—Fairly good de- 
mand is reported for fence and fencing 
materials, but the real movement of 
these goods from jobbers’ stocks 
largely over for this spring. Nails sell 
fairly well, but price uncertainty keeps 


30 


We quote from Pittsburgh jobbers’ 
stocks 
| (Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
FI Se ae eee 3.50 
fe a ae pee 3.55 
a i “sichecoseetstcnee Tee 3.65 





is | 


_ purchases closely in line with real needs. | 
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ES Se a nn eee 3.25 3.80 
US Se eer 3.35 4.00 
ES Sere re ee et 3.55 4.25 
en 3.75 4.45 
Barbed wire (per 80-rod spool): 
eer $2.90 
ES cia 6 gna dae ki oome ae 3.10 
a ia a an 3.35 
i CD etch a cnn se 06 ee he 3.10 
2-point cattle (special).......... 2.20 





Field Woven Wire Fence (per 100 











rods): 
ES ee ae eS ere $39.00 
OS REE Foren me eee 54.7 
ini ih ne wae beg eee n 27.10 
i al aes eta ig the ie 36.15 
DE. caitine  o0l te alt dtarcus blithe welt 35.00 
DD. (eck whiten e ch einai eamiane 48.25 
Poultry: 
clin ce ee cnc eens cieuen $35.60 
DIE wieeteedseones oadeeee eee 43.00 
Nene ee ae 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
a ee 50c. each 
Ds. aatcecaha 55c. each 38c. each 
SE ene dw ie ail 65c. each 40c,. each 
RE 45c. each 
base, per keg, $2.85 


Bright nails, 
to $2.95. 


ee 


Farmers in [win Cities Territory Buying 


More Freely—Crop Prospects Good 


sR 


(Minneapolis office of HARDWARE AGE) 


OTALS of shipments of merchandise into the territory tribu- 
tary to the Twin Cities up to the present time this year are 
greater than in a corresponding period of last year. 


This 


record was recently announced by the wholesale houses of the two 


cities. 


With the coming of warmer weather and the growing crops, 


there is a forward movement in volume of merchandise in practi- 


cally all lines. 


Building is well under way for the season, and road building has 


been taken up in earnest. 


Many contracts for road improvements 


have already been placed for the spring and summer, and bids are 


being taken on additional work. 


The tourists from other States are beginning to arrive, as shown 
by the many and varied license tags on cars traveling the trails. 
The fishing season will soon be open for all kinds of game fish, and 
this is drawing many visitors from other parts of the country. 

Prospects are very good for crops at the present time, although 
continued rains and cool weather are holding back the growth above 
the ground. The farmers are for the most part becoming well 
pleased with the prospects for the year, and are beginning to buy 


more freely. 


Prices are showing but few changes. 
Glass also shows a reduction of three 


slightly lower in price. 
points in percentage. 


a 


AUTOMOBILE TIRES.—Demand is 
steadily increasing as touring is be- 
coming more popular with settled roads. 
Stocks seem to be well filled, and prices 
show no changes. 
We quote from jobbers’ 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% gy 4 cord, $6.60; heavy duty 
oversize, $8.7 2x 4 Liberty wey 
$11.15; Bens ’ duty oversize, $14. 


balloon tire, 29 x 4.40; 
5.25, $15.95; heavy duty, 


$26. 15: tan tubes, 30 x 3%, 
— =e $2. 60; 


34 x 4%, $3.25; 


stocks, 





27 x 4.40, $1.90; 29 x 


tire tubes, gray, 





Rosin sized sheathing is 


— ED 


4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 


AXES.—Call for axes is steady and 


fair for this time of the year. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50; double bit, $19.50; 
handled, single bit, $19.50; double bit, 
$21.25 doz. net. 





BOLTS.—Bolts are selling steadily, 
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with stocks well filled. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 
lag screws at 60 per cent from new 
list. 

BRADS.—Demand is fairly good, with 
stocks well filled. There is no change 
in prices. : 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDING PAPER.—Call for building 
paper is on the increase. Stocks are 
kept up in good condition. Price of 
rosin paper is slightly lower. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rozin sized 
sheathing paper in all weights, 20 
to 40 Ib., at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 


CHURNS.—Sales are showing a slight 
increase. Stocks are ample for the 
call. Prices are steady as last quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 33% per cent from lists. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Volume is slowly in- 
creasing in this line. Stocks are well 
filled, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Demand for fencing 
is on the increase. This is the “between 
season” on the farm, when fence work 
and other general activities may be fol- 
lowed. Prices on fence are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
. intermediate, 6-in. stay, 

26-in., - $2-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 
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Natienal 


Storm-Proof Hangers 
and Rail 


have been giving satisfaction to 
users for 14 years; and this with- 
out change in principle or design 
since their introduction. 














, Ease in hanging and smoothness 
The No. 55 Storm-Proof Junior Hanger when in operation on all types 


is a new addition to the National Line, ; 
designed for small barn doors, inside stable of doors have created an enthusi- 


doors, and garage doors, where the heavy astic impression upon those who 
standard type of equipment is unnecessary. — are familiar with their installation 


and use. 









Profit by recommending ‘‘Storm- 
Proof.” You will be repaid in 
cash and good will. 


No. 66 
Storm-Proof 





Write for the Storm-Proof 


Booklet for detailed in- No. 77 
formation on this line of 
door hangers. Storm-Proof 


No. 88 Storm-Proof — 


NATIONAL MANUFACTURING COMPANY 
STERLING nS ILLINOIS ] 
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rate, with stocks well filled. Prices 
are unchanged from last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Heavy gal- 
vanized pails for contractors’ use are 
selling fairly well. Other items in the 
line are meeting with improved sales. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heavy tubs, No. 1, $12.60; 
No, 2, $13.80; No. 3, $15; Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 14-qt., 
$3.25; stock pails, 16-qt., $5, and 18- 
qt., $5.50 per doz. net. 


GLASS AND PUTTY.—tThese items 
are selling very well. Stocks are being 
kept well assorted. Prices on glass are 
lower. 
We 
f.o.b. 


from jobbers’ stocks, 
Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass 85 per cent, 
and strictly pure putty in 650-Ilb. 
drums at $4.85 cwt. net. 


quote 


HAMMERS AND HATCHETS.—Car- 
penters’ tools are selling better now 
than a few weeks ago. Stocks are well 
filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF145, $6.12; 
Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—So far this season there is 
little use for lawn hose. Retail sales 
are slow, compared with a like period of 
last year. Stocks are well filled, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog, ® in., 
7-ply, 13%c. ft.; Competition, % in., 


3-ply, 7%c. ft. Good Luck, % in., 6- 
ply, 10c, ft.; Electric double braid, 
% in., 50-ft. lengths coupled, 14%%c. 
ft., net. 


ICE CREAM FREEZERS.—A slightly 
better call for freezers is noted. Stocks 
are well filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 


LAMPS AND LANTERNS.—Demand 
is beginning to develop for gasoline 
lamps and lanterns. Stocks are in 
good condition, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 


globe tubular lanterns, No. 2, $13 
doz.: No. I Coleman lanterns, 
$5.25: No. L427, $6; No. C829 lamps, 
$6.25: No. C318, $7; No. C317, $7.40 
each net. 


LAWN MOWERS.—Sales are improv- 
ing steadily in this line. Stocks are 
well filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 per 


cent: Riverside ball-bearing, 14 in., 
$7.90: 16-in., $8.15, and 18-in., $8.45 
each, net. 


MILK CANS.—A slightly better call 
for milk cans is being felt. Prices are 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 





FILES.—Files are selling at a fair 
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$2.65; wide neck, 8-gal., 
wide neck, 10-gal., $3.30 each, 


milk cans, 
$3.20; 
net. 


NAILS.—Nails are selling well now, 
with the building program well under 
way. Stocks are being kept well as- 
sorted by the dealers. Prices seem firm 


and steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—Sales are steady and 
fairly good. Stocks are in good condi- 
tion, and prices are unchanged. 

We quote from jobbers’ stocks. 

f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50: No. $7.00; 
No. 016, $8.25; No. 0190, 
151, $7.50; No. 0161, $8.75; No. 
$11.00; No. 505 Giant, $11.25: No. 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Out- 
side paints are selling fairly well now. 
Doubtless with a few weeks of clear 
weather there will be a good increase 
in volume of sales. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal. cans, 


and white lead in 100 Ib. containers 
at $12.64 cwt., net. 


PLANTERS.—Corn and potato plant- 
ers have been moving well. Stocks are 
being kept in good condition, with prices 
firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 


ers, or Acme potato planters at 
$9.75 doz., net. 


POULTRY NETTING.—tThis line is 
selling very well. Stocks are being 
watched and replenished by the deal- 
ers. Prices have not changed. 

We uote from jobbers’ stocks, 


f.o.b. win Cities: Hexagon mesh 
poultry netting at 60 per cent from 
sts. 


PUMPS.—Water supplies are starting 
to sell better now, with the building 
and repairing operations well under 
way. Stocks are in good condition, and 
prices are unchanged. 
- We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable’ stroke, 
$14.38; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


REGISTERS.—tThis line is moving out 

fairly well, with building well along 

for the spring program. Stocks are 
well filled. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 


20 per cent and wrought steel regis- 
ters, 40 per cent from lists. 


SASH CORD AND WEIGHTS.—Call 
for cord and weights is on the increase. 


Dealers are buying more freely. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade sash 
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cord, 6l1c. lb., second grade, 3lc. Ib., 
and cast iron sash weights, $2.10 
cwt., net. 





SCREEN DOORS AND WINDOWS.— 
Demand is showing a steady increase. 
Dealers are ready for call, with good 


stocks on hand. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each: Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SNATHS.—Sales are showing some in- 
crease. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths at 
$13.20 doz., and bush snaths at $16.00 
per dozen, net. 


STEEL SHEETS.—Call for this line is 
better. Stocks are well filled. Prices 
are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 


black steel sheets at $3.95 cwt., base 
(24 ga.). 


TIN.—Demand is somewhat improved 
over that of a few weeks ago. Stocks 
are well filled, with prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28, $14.50 box, and IC, 20 x 28; 


— coating roofing tin, $15.75 box, 
net. 


WHEELBARROWS.—Contractors’ bar- 
rows are selling fairly well. The gar- 
den barrow is also in demand. Deal- 
ers are ready for the call. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Pwin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; eteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
“4 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is moving well, 
with ample stocks on hand. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 


vanized hog at $3.30 per 80-rod spool: 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WIRE CLOTH.—Retail sales are in- 
creasing rapidly. Dealers have their 
stocks well filled, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net, base. 


WRENCHES.—Call for wrenches is 
perhaps slightly improved. Stocks are 
in good condition, and prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 





$1.70; 12-in., $2.05; 15-in., $2.75 each 
net. 
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BETTER HOMES and GARDENS 


E. T. MEREDITH, Publisher Des Moines, lowa 








BETTER HOMES 
ano GARDENS 


Devoted to the nation's greatest business, HOME~MAKING 


Among the products advertised in BETTER HOMES and GARDENS, the following are of special significance to you: 











Acco Sash Chains agian Water Systems Hoosier Kitchen Cabinets Rutland Patching Plaster 
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ys ae Fence Herrick Refrigerators Rolscreens Yale Builders’ Hardware 


McKinney Forged Iron Hardware Planet Jr. Garden Seeders Standard Pressed Steel Products. 
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Business Fair in Cleveland Market— 


Seasonal Merchandise Holding Up Well 


(Cleveland office of HARDWARE AGE) 


HILE the market still shows a dragging tendency, business 


is fair. 


Seasonal merchandise is holding up well and some 


repeat orders are being placed. The outstanding market 
feature of the past few days has been the development of a tremen- 


dous demand for lawn mowers. 
badly broken and new shipments 
manufacturers. 


some extent to the fact that early buying was light. 
for staple merchandise is moderate. 


As a result, jobbers’ stocks are 
are coming rather slowly from 


The heavy demand for lawn mowers is due to 


The demand 
Retailers show no marked de- 


viation from their policy of buying in small lots. 


Prices are holding quite steady. 
a slight reduction on barbed wire. 


The only important change is 
New prices are out on wine 


presses and cider mills, which are about the same as a year ago. 


ALABASTINE.—Some pick-up sales | 
are still being made, but the seasonal 
demand is pretty well over. 

Cleveland jobbers quote alabastine 
at 15 cents per Ib. and 16 cents per Ib. 
for tints in 5-lb. packages, subject to 
a 35 per cent discount for less than 
case lots: 40 per cent for case lots 
and 45 per cent for 20 cases and over. | 


AUTOMOBILE TIRES AND ACCES.- | 
SORIES.—tTires and tubes continue ‘to | 
move in satisfactory volume. Talk of-| 
price advances seems to have died | 
down. Accessories are quiet. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75: 32 x 4 in. Liberty cord, 
$11.15; heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95; 32 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, $26.75; tan tubes, 30 x 3%, 
$1.60: 32 x 4, $2.50; 34 x 4%, $3.10; 
balloon tire tubes, gray, 27 x 4.40, 

- 29 x 4.40, $1.85; 30 x 5.25, $2.50; 

>, $3.10; 32 x 6.20, $3.50. 
quote from jobbers’ stocks, 
Cleveland: Millers Falls, No. 

jacks, $3.75. Derf spark plugs, 
each for all sizes in lots of less 
than 50; Champion X spark plugs, 
ibe. each for less than 100, and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 

50ec. each for over 100. 

AXES.—Sales are about in the usual 
volume for this time of the year. 

Jobbers quote f.o.& Cleveland. 

First grade single: bitted rustless 
black finished, handled taxes, $19.50 
base per doz.: unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 per 
doz.; double bitted, unhandled, $20 
per doz.; 60c. increase for dozen lots 
weighing 42 to 48 lb., and similar ad- | 
vance for each 6 lb. additional weight 
increase. 

BUILDERS’ HARDW ARE.—Sales have 
picked up quite a little and jobbers at- 
tribute this to the recent price advance, 
which caused retailers to buy before 
another possible advance. 

Cleveland jobbers quote in case 
lots lock sets, $5.75 per doz.; heavy 
strap hinges, 6-in., $1.45 per doz.; 
8-in., $2.38 per doz.; extra heavy T 
hinges, 6 in., $1.73 per doz.; 8-in., 
$2.80 per dozen. 


BOLTS AND NUTS.—The demand 
shows a moderate gain over a few 
weeks ago. Jobbers’ prices are hold- 
ing at the new discounts. 


Jobbers quote _f.o.b. 
Machine and carriage 








96c. 





Cleveland: 
bolts, cut 








thread, hot pressed and cold punched 
nuts at 60 and 5 per cent off list. 
Bolts with rolled thread 60, 10 and 5 
per cent off list. Stove bolts 80 per 
cent off list. Semi-finished nuts in 
packages 60 and 10 per cent off list. 


BATTERIES.—There is not much call 
for these at present. 


quote f.o.b. Cleveland: 


Jobbers 
‘ padio 


Bb and ¢ 


batteries. 
Unit 
Packages 
$1. 


Broken 


. in standard packages; 40c. 
broken lots, Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages; 36c., broken lots. 


BINDER TWINE.—Sales are good, 


evidently being stimulated the past | 
week by the fact that retailers must 
place orders before June 1 to get the | 
' usual 5 per cent discount. 


Cleveland jobbers quote binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.37%, Chicago and North 
_Plymouth, Mass. Auburn, N. Y., has 
been eliminated this year as a basing 
point. j 

CIDER MILLS AND WINE PRESSES. 
—Prices are out for next fall and show 
little change as compared with last 
year. Jobbers are starting to take or- 
ders. 

Jobbers quote (f.o.b. Cleveland: 
Grape and wine presses, No, 1A, $7 
each; No. 2C, $9.25 each: No. 3, 
$14.35 each; No. 5, $23 each; cider 
mills, No. 8, $14.25 each; junior, $19 
each; medium, $22.75 each; senior, 
$33 each. 


CORRUGATED ROOFING.—The de- 


mand is fair and prices are unchanged. 


Cleveland jobbers quote No. 28 gage 
14%-in. corrugated roofing at $4.01 per 
sqare, f.o.b. Pittsburgh. 


CHERRY STONERS.—Jobbers are tak- 


ing a fair volume of orders for these. 


Jobbers quote cherry stoners, f.o.b. 
Cleveland: Brighton, $8.50 per doz.; 
Dandy, $10.50 per doz.; Enterprise, 
japanned, $11.50 per doz.; Enterprise, 
tinned, $15 per doz. 


FLY SWATTERS.—tThese continue to 
move in heavy volume. 


Cleveland jobbers quote fly swat- 
ters, short and long handled, 60 cents 
per doz.; long handled with wood 
grip, 70 cents per doz.; long handled 
sanitary, 80 cents per doz. 
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GLASS BAKING WARE. — Orders 
show a little pick-up. Some retailers 
are now buying for fall shipment. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1-qt., 
$1.17; 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—8-in., 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 


Sle, 
Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 
Tea Pots.—2 cups, $1.67; 4-cups, $2; 
§-cups, $2.33. 
GRASS HOOKS AND SHEARS.— 
These, as well as lawn trimmers, con- 


tinue to move well. 
Jobbers quote f.o.b, Cleveland: 
Grass Hooks.—Little Giant, $5 per 
doz.; Village Blacksmith, $4.50 per 
doz.; Forest City, $4 per doz.; Clear 
Cut, $5 per doz.; $25 cents per doz. 
extra for broken lots. 
Grass Shears.—No. 1, $2.85 per doz.; 
$3.25 per doz.; No. 1269 
$5.50 per doz.; Pexto, $8 per doz. 


HOSE REELS.—Sales are fair. 


Cleveland jobbers quote all metil 
reels with galvanized drums at $18 
per doz. for the plain reel and $21 
per doz. for reels with ratchet. 


ICE CREAM FREEZERS.—Orders are 
rather light. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-at., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 
count, 

Dlizzard, 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt., $13 each; 
subject to discounts of 55 and 7% per 
cent. 

Acme, 
per doz.; 
per doz. 


ICE SKATES.—Jobbers are not having 


2-qt., in half dozen lots, $8 
in broken packages. $8.40 


-much success as yet in taking orders 


for fall shipment. 


Cleveland jobbers quote Alumo 
skates, standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 per 
pair; professional hockey, $8 per pair. 


LAWN HOSE.—Retailers are pretty 
well stocked at present and sales are 
not very lively. 


Cleveland jobbers quote standard 
%-in. double braid molded hose at 
9%c. per ft.; the same in higher 
grade, 10%c. per ft.; standard ‘%-in., 
lle. per ft. 


LEMON SQUEEZERS.—tThis seasonal 
item continues very active. 


Cleveland jobbers quote lemon 
squeezers, Sunkissed, $3.60 per doz.; 
common glass, 85 cents per doz. 


NAILS AND WIRE.—Sales are rather 
slow. Jobbers have reduced prices on 
barbed wire 7 cents per spool. Other 
prices are unchanged. 


Jobbers quote as 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 Ib.; No. 9 annealed wire, $2.90 per 
100 lb.; cement-coated nails, $2.90 per 
100 Ib.; polished fence staples, $3.60 
per 100 1lb.; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


follows from 
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QULIséE 


MATCH GENERATING 
Gasoline Iron 
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AVE 


NUTT 


pad 4, 


Well! Well! What next? 





Wi recently showed this Nulite Match- 
Wie Iron to the buyer of one of the largest 
hardware retailers i in the country and his 
first remark was “Well! Well! What next?” It 
surely surprised him to see a perfectly balanced 
iron of such splendid quality and workmanship 
that generates and lights with an ordinary match 
—yet retailing at an even five dollars, with a 
splendid retail profit besides! 


We've been making quality gasoline and electric 
household appliances for 36 years—but we've 
never before offered retailers a quicker selling or 
more wanted item for housewives than this Nulite 
Two-point Iron. Lights QUICK with a common 
match—no bothersome torch or alcohol needed. 
Makes and burns its own gas from any good grade 


NATIONAL STAMPING and ELECTRIC WORKS 


Dept. G-31, 3212-50 West Lake Street 
CHICAGO, ILLINOIS 





of gasoline. Has two points that ALWAYS stay hot. 
any place at any time. Makes an average ironing cost 
less than 2 cents. Asbestos lined handle that always 
KEEPS cool and no cords or attachments to va 
obstruct or bother. And at $5.00 retail! Get a sample 
—that’sall. Use the coupon or wire us. Or ask 4 

ELECTRIC WORKS 


your jobber. f/ 
Dept. G-31, 3212-50 West 
Lake Street, Chicago, Hil. 
Yes— We would like to 
have a sample of the Nu- 
lite Gasoline Iron. Please 


4 
7 


NATIONAL 
STAMPING AND 


Just send the Coupon 
and 


Get a 
Sample 


Pe 


City 


forward same to us with dealer 
discounts, etc. 


Name 
Address 


State pase 


Note—If you prefer, write your jobber, who likewise will be glad 


; to supply you with this new iron. 
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OIL AND GASOLINE STOVES.—Oil 
stoves are moving well and gasoline 
stoves show a pick-up. 


Jobbers quote oil f.o.b. 
Cleveland: 

Harvard, 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 


each; Harvard range, $48. 


PAINTERS’ SUPPLIES.—Sales_ of 
paints, oils and varnishes have increased 
and the volume at present is fair. Tur- 
pentine and oil have advanced 2 cents 
per gal. 


Cleveland jobbers quote as follows: 
Mixed paints, regular ee best 
grade, $2.90 to $3 per gal. in gal. 
cans. Outside wane, $3 to $3. 15 per 
gal. in 1 gal. can 

Tespentine in bbis.. 


stoves 


79c.; less than 
.. 99c.; less than 
Boiled, 3c. extra per gal. 

n 100 lb. kegs, 14 
.; in 650 and 25 Ib. kegs, 14%c 
; in 12% Ib. kegs, 15c. per 
'500 lb. lots, 10 per cent dis- 


count; other prices are net. 


POULTRY NETTING AND WIRE 
CLOTH.—Quite a little demand has de- 
veloped for extra heavy wire cloth for 
enclosures on fox farms. Seasonal 
buying is pretty much over. 
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Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 

r 100 sq. ft.; 14-mesh galvanized, 
2.45 per 100 8q. ft.; 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $9.50 
per 100-ft. rolis; 60-ft. rolls, 10c. ad- 
ditional. Poultr netting galvanized 
after weaving, 50 and 7% per cent 
off list; galvanized before weaving, 
50, 10 and 7% per cent off list. 


POULTRY SUPPLIES.—tThe seasonal 
demand is tapering off. 


Jobbers quote f.o.b. Cleveland: 8- 
hole round chick feeder, 80c. per doz.; 
12-hole, $1.60 per doz.; 8-qt. Delphos 
galvanized feeders, $9.60 per doz.; 12- 
hole Delphos feed troughs, $1.60 per 
doz.; 18-hole, $2 per doz.; 24-hole, 
$2.50 per doz. Strap handle wall 
fountain, 2-qt., $7.50 per doz.; 4-qt., 
$8 per doz.; 8-at. $11 r doz. Del- 
phos bottom fill founta n, $2.50 
per doz.; 2-qt., $3.15 per doz.; 4-qt., 
$3.75 per doz.; Delphos thermic foun- 
tains, 2-gal., $2.30 each; 3-gal., $2.60 
each; 5-gal., $3.30 each. 


PREPARED ROOFING.—The demand 
is moderate. Prices are unchanged. 


Cleveland jobbers quote light as- 
phalt roofing at .10 per roll; me- 
— $1.30 per roll; heavy, $1.55 per 
rou, 

ROPE.—Prices are holding at the re- 
cent decline. Jobbers are getting quite 


a few pick-up orders. 


1-qt., 
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Cleveland jobbers ee best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope, 15%c. per 
lb. for factory shipment and l6c. for 
shipment from stock; fodder twine, 
21 oz. and coarser, lic. per Ib. 


STEEL SHEETS.—A leading jobber 
has discontinued taking small lots for 
mill shipment and hereafter will make 
these shipments out of stock. With 
the changed policy this jobber has re- 
duced its price on galvanized sheets to 
$4.40 per 100 lb. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 lb.; No. 24 black sheets, $3.65 
per 100 Ib.; No. 10 blue annealed 
sheets, $3.25 per 100 Ib. 


SWEEPERS.—While perhaps not mov- 
ing quite as well as recently, these are 
still in fairly good demand. 


Cleveland jobbers quote _ Bissell 
standard japanned sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, cnaned, $60 per doz.; 
Universal, japanned, with ball bear- 

ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 
$2 per doz.; Little Gem, $3.75 per 
doz.; Little Jewell, $10 per doz.; 
Junior, $16 per doz. 





Unfavorable Weather Cuts Down Retail Sales; 
Boston Jobbers Are Domg Good Business 


out all the time. 


(Boston Office of HARDWARE AGE) 


Qn the other twenty-eight days it rained, 


[ ) aut G May there were just three days when the sun stayed 


or was cloudy with light showers, or was unseasonably cold. 
During the first twenty-one days of the month retail sales of hard- 
ware held up remarkably well, and that fact was clearly reflected 


in the jobbing market. 


The last ten days, however, was another 


story. The weather apparently got on people’s nerves and they 
abandoned all thought of making the many improvements contem- 
plated that required hardware and other merchandise handled by 


hardware dealers. For 


instance, 


numerous cases are cited 


where people who contemplated painting their homes haye put off 


that work until the fall. 


Plans for numerous new houses have been 


abandoned, and a lot of people who planned to have a garden have 


tossed the idea into the discard. 


—_——— —_ 





Jobbers, in discussing the situation, 
say conditions are not so very much 
different than they were a year ago. 
May, 1926, was cold, and retail interest 
in screens, doors, rubber hose, lawn 
mowers and a lot of other merchandise 
that usually is moved in the spring was 
at a minimum. June, last year, was 
unseasonably hot, and business came 
back with a rush. It is pointed out the 
last change of the moon in May was in 
the West, instead of the East, as pre- 
viously, and according to old estab- 
lished records we should get some 
warm weather at this time. For this 
reason, if for no other, jobbers are op- 
timistic and look for a complete 
change in public and retail interest in 
hardware and kindred merchandise. 
Some things are selling remarkably 
well, weather considered, and May was 





a good average month with the jobber. 
Money has tightened up again, collec- 
tions being slow, according to jobber 
and retailer. 


BUTCHERS’ WAX.—tThis being the 
spring house cleaning season, regard- 
less of weather conditions, and floors 
are being polished up, retail dealers 
have found it necessary to replenish 
stocks of butchers’ wax. 

pos quote from Boston jobbers’ 


stock 

Satenere’ Wax.—Floor, 1 lb. cans. 
50c. each net; 2 Ib. cans, $1.02: 4 Ib. 
cans, $1.92: 8 Ib. cans, $3.84. Liquid 
half pint containers, 34c. each net; 
pint containers, 653c.; quart con- 
tainers, 94c. 


HAMMERS.—Road and other construc- 
tion work has created a greater de- 
mand for all kinds of heavy hammers. 
Jobbers say their sales of such ham- 
mers are running ahead of last year. 


Reading matter continued on page 74 





We quote from Boston jobbers’ 
stocks: 

Hammers.—Nail, No. 15, 
13-o0z., $1.14 net each; 16-oz., $1.20; 
No. 12, 13-0z., 98c.; 16-oz., $1.03. 

Machinists’.—Stanley, No. 36, 6-o0z., 
77c, each net; 8-oz., 77c.; 12-0z., T7c.; 
16-oz., 79c.; 20-o0z., 86c.; 24-oz., 92c. 

Heavy Hammers.—Striking, under 
5 lb., 50 and 10 per cent discount; 5 
lb. and heavier, 60 per cent discount. 
Hand drilling, 50 and 10 per cent 
discount. Mason, 50 and 10 per cent 
discount. Spalling, 50 and 10 per 
cent discount. 


LAWN ACCESSORIES.—It’s an ill 
wind that blows no good, and it’s an ill 
rain that does no good also. New Eng- 
land lawns are in a more flourishing 
condition than they have been in more 
than a year and the need of lawn mow- 
ers is urgent. Grass catchers, wooden 
rakes, and, in fact, all lawn accessories 
with the exception of rubber hose, are 
selling freely. 

ee quote from Boston jobbers’ 


stock 
Hose. — Commercial, %- in, 7%\c. 
Visi 
in. 


Stanley, 


per ft. net; ey , in., T%c 
in., 8%4C.; -in., E no ae 
lant, 
in., lige. 1: bc. 
Add %%c, per foot for 25 ft. lengths. 
Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross 
Lawn Mowers —Mast, Foos Co. line, 
Sky Pilot, 12-in., $4.80 each net: 14- 
in., $5.10; 16- in., $5.40; 18-in., $5.70. 
Overland, 14-in., $6.55; 16-in., $6.90; 


, $10 95; ; 
12. Du a i6- in., $13. 5; "18-in., $14: 
20- ‘= $14.7 
wn Saale wers. — Colonial, - in., 
$8. rm each net; 18-in., $8.63. New- 
port, 16-in., $7. "16; 18- in. .. $8.13. 
ee age $1 a 16-in., $15: 18-in., 
$16; 20 a Competitive makes, 
4-in. * 8. Sos . 4 in., $5.7 
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Win-Dor Dealers: 


Get this handsome 
display stand! 


A beautifully finished pair of ivory 
enamelled casements with mahogany- 
finished stool. Bronze wire removable 
| screen (not shown) is installed when 
| shipped. 





Windows equipped with the following 


ey’ve items of Win-Dor Casement Hardware: 
) | & ot ) re 2 a | 1 yet Operator (painted to match 


| 1 No. 6 Operator (solid brass in dull 

t res 4 Pe a k or sanded antique finish). 

’ | 2 No. 042 “Bolt-Fasts’’ in dull or sanded 
| antique finish. 

for these 1 Set of No. 82 “Snap-in, Snap-out’ 


Screen Hardware in dull or sanded 
antique finish. 








An exceptionally fine demonstrator- 
mount for the builders’ hardware de- 
partment. Enables you to show all types 
of casement hardware effectively. Com- 
pact and good-looking. Only $14.75 
F. O. B. Chicago to authorized dealers. 
Send the coupon for particulars. 


Wir<Dor 
CASEMENT HARDWARE 


The Casement Hardware Co. 
406A North Wood Street, Chicago 


CASEMENT HARDWARE HEADQUARTERS 








r 
CASEMENT HARDWARE CoO. 
\ 406A North Wood Street, Chicago 
: Gentlemen : 
' [] Please send me one of your demonstrator-mounts 
i No. D200. 
| [] Please send me further particulars of your dem- 
| onstrator-mount No. D200. 

} 

i 

! 

! 

i 

! 









— Towsend line, 


$11.16 each net: 


Mowers. 
12-in., 


; 16-in., $8.14; 18- in., 
$8.88; 20- in., $9.62. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 
_ Lawn Roller.—Water weighted, 18 
in., diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinkliers.—Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


MOPS.—Leading makers of cotton mops | 


have reduced prices about 7% per cent 


and jobbers have revised their lists ac- | 
many New England roofs. 
there is a certain amount of new con- 


cordingly. The weakness of mops will, 
it is believed here, not last long, owing 
to the advancing cost of raw cotton. 
New prices follow: 
We 
stocks: 
Mops.—Cotton, 


quote from Boston jobbers’ 
Eureka, 9 Ib, twine, 
$2.40 per doz. net; 12 Ib. twine, $3.20; 


15 lb. twine, $4: 18 Ib. twine, $4.80. 


NETS.—The catch of mackerel of New 
England shores is breaking all previous 


records this season, and all kinds of | 
fishermen are growing more active each | 
The call for fishing accessories | 
Crab nets have | 


week. 
is increasing rapidly. 
enjoyed a free market the past week. 
We 
stocks: 
Nets. — Crab, 
bow, 5% ft. 
per doz, net. 


POLISHES.—Sales of O’Cedar polishes 


quote from Boston jobbers’ 
rigged, galvanized 
hard wooden handle, $4 


are quite satisfactory, according to job- | 
The stability of prices for this | 
product is a sustaining factor in public | 


bers. 


buying. 
We 
stocks: 
Polish. — O’Cedar 
floor polish, 4-oz. 
per doz.; 12-o0z., $4.80; quart, 
gal., $16; gallon, $24. 
Mops.—Floor, No. 22, 
net: wall dusting, $12: 
1, $10, 
$14. 


quote from Boston jobbers’ 
liquid finishing 
containers, $2.40 
$10; %- 


$16 per doz. 


polishing. No. 
No. 2, $14, No. 5, $10, No. 6, 


PYREX WARE.—People about to open 
summer country and seashore homes 
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are stocking up with Pyrex ware and 


other things needed during the next 


few months. Retail stocks of Pyrex 
ware, generally speaking, are broken, 


_and that fact helps to increase current 
_ orders received by jobbers. 


ae quote from Boston jobbers’ 
stock 
Pudding Dishes.—Oval, No. 032, 
57c. each net: No. 033, 
2- “at, 80c. 
_ 5ic.: No. 043, 1%- 


80c. 

Platters.—Well and tree, No. 372, 
$2 each net. 

Custard Cup.—No. 410, 3-0z., Te. 
each net. 

Tiles.—Round, No. 723, 67c. 
Nos. 733 and 743, 
753, 67c, 


each 


net: oval, 67c.; 


square, No. 


ROOFING MATERIAL.—The rainy 
May, together with spells of high winds, 


makes it necessary to patch or cover 
Then, too, 


struction that requires covering and 
building papers. The roofing material 


_ business is therefore quite lively. 


We quote from Boston jobbers’ 


stocks: 

Sheathing Paper.—Building, Red 
Star, 25 to 35 lb. to roll, $1.25 per 
roll, net; Continental black, 35 to 40 
Ib. to roll, $2.25; Continental Red 
Rosin, $66 a ton; Bermico, sheathing 
paper, X-grade, 20 Ib. to roll, in 500 
ton lots, $80 a ton; 25 lb. to roll, A, 
$75 a ton; 30 Ib. to roll, AA, $75 a 
ton; 40 Ib. to roll, AAA, $75 a ton; 
in less than 500 Ib. lots, add $5 a ton. 

Duck.—Double thread, 12 oz., 29- 
in., 34c, a yard net. 

Stormtite. — Plastic, 33% per cent 
discount: in lots of 500 gallons or 
more in one shipment, 33% and 5 
per cent discount. 


RULES AND LEVELS.—As might be 
expected at this time of the year, with 


building operations on the increase, 
there is a better call for all kinds of 
things needed by carpenters, particu- 
larly rules and levels. 
We quote from Boston jobbers’ 
stocks: 
Rules.—Stanley line, Zig Zag, yel- 
er doz., No. 806, 
.44, No. 808, $4.85. 


32: No. 856, $3.83. 
$3.83, No. H856, 


SCREWS.—Jobbers have dropped their 


_out-of-store price on wood screws about 


10 per cent, now quoting 20, 10, 10 and 
10 per cent beyond the list. 
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SCYTHES AND SNATHS.—Acting on 
the theory that New England is to have 
a bumper hay crop this year, many re- 
tail hardware dealers are placing or- 
ders for scythes and snaths, which will 
be needed later by the farmers. 


pat quote from Boston jobbers’ 
stoc 

Scy thes.—North Wayne be Co. 
Little Giant, Grade A, No. B, $16 per 
doz. net; Clover Leaf, ey ‘England 
pattern B, No. 1 finish, $13.50; bram- 
ble, North Wayne Tool Co., $16.50; 
brush, North A? aa Tool Co., $16.50, 
Clover Leaf, $14. 

Snath Regen 5 No. 50, $14.50 per doz. 
net; brush, No. 105, $16. 


STONES.—With the improved buying 
of scythes and snaths has come a no- 
ticeable increase in the volume of or- 
ders for scythe stones and rifles. It 
is evident that retail stocks were very 
small at the carry-over last season. 


We quote from Boston jobbers’ 
stocks: 

Stones. — Western Red End, $1.10 
per doz. net; Berea, $1.60; Star, $1.35; 
round English, 12-in., $2.25; Pike 
chocolate, No. 1, $1.70; Green Moun- 
tain, $10.80 per gross net; Black Dia- 
mond, $17 per gross. Carborundum, 
No. 198, $1.95 per doz.; Old English 
Carborundum, o. 203, 43c. each. 

Rifles.—No. 2, $1 per doz., net. 


TACKS.—All kinds and makes of tacks 
are in demand, with the call for copper 
kinds especially good, presumably be- 
cause of the large amount of screen 
work under construction by the home 
carpenter. 

We quote from Boston jobbers 
stocks: 

Tacks.—Copper, in packages, 
dozen papers to the package, 1-0z., 
84c. per doz. papers net; 1%-0z., 80c.; 
2-0z., 72c.; 3-oz., 66¢.; 4-oz., 64c.; 
6-o0z., 64c.; 8-oz., 64c.; 10-o0z., 62c.; 
12-0z., 62c. 


Tacks.—Copper, by the pound, No. 
3, 44c. a lb. net; No. 6 42c.; No. 10, 


; No. 14, 40c. 

WIN DOW BRUSHES. — There has 
sprung, up a sizable inquiry for win- 
dow brushes. So far jobbers have been 
able to make prompt deliveries, but it 
is said their stocks were greatly re- 
duced the last two weeks in May. 


We quote from Boston jobbers’ 
stocks: 

Window Brushes.—Without poles, 
$6 to $8.60 per doz. n 
Poles.—8-ft., $2.50 
10-ft., $2.88; 12- ft., 


one 


et. 
per doz. net: 


$3.50. 


Fly Time is Screen Selling Time 


(Continued from page 49) 


remmants that would otherwise be 
left on his hands or sold later at a 
big loss. 

With the wire in this big rack the 
salesman can instantly put his hand 
on any size, kind, width or length, 
of wire that the customer desires. 
This saves a world of time. A wire 
cutting machine is used to speed up 
the serving of the customer. This 
measures the length instantly, checks 
up on the width to be sure it is per- 
fectly right. The wire is cut with 
exactness and rolled tightly, then tied 





before removing from the wire cut- 
ting machine. The machine lies flat 
on a table 2% x 4% ft. and takes 
up but very little room. 

Fence wire of all kinds is dis- 
played on panels 3 x 4 ft. in size. 
Each panel contains a sample of poul- 
try netting, field fencing, lawn fence, 
trellis and hardware cloth. 

Screen doors are displayed on a 
rack which is hinged so that the doors 
may be swung out and each door 
shown separately. These are full 
sized doors. 





As time is the essence of all con- 
tracts so are time or speed and ser- 
vice the watchwords of our wire 
department. 

In this way our store is enable to 
handle a large amount of business, 
and because we have such fine win- 
dow displays coupled with seasonable 
and persistent advertising, and also 
because we can serve people so swift- 
ly and so accurately we have built 
up an ever increasing business in this 
department. 
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R Ss § AREGISTERED TRADE NAME 
WATER SYSTEMS 


é< MERICA’S great army of suburban and country 
home owners turns to modern water systems,” so 
reads a news item in a recent issue of a leading 
publication. This statemeht is based on sound facts. The 
doors of long suffering homes are now being thrown open by 
the thousands to welcome the labor saving conveniences that 
follow in the trail of modern water facilities. 
























°, 


Don’t overlook the importance of this movement. It’s a 
money maker for some one right in your community. Are 
you the lucky one? 





Myers dealers are reaping a big share of the profits. The 
reasons are apparent. The Myers line of Water Systems is 
dependable, widely advertised and complete. There is a 
style and size for installations up to ten thousand gallons per 
hour. Sales activities are not limited. Homes, farms and 
estates—creameries and dairies—centralized schools, colleges 
and churches—summer cottages, hotels, camps, parks and 
golf courses—contractors and highway builders—railroads— 
mills, mines and factories—all are prospects for Myers 
Water Systems. 


No other line offers such a wide range for distribution or 
so many dependable styles and sizes for individual require- 
ments. 


The peak season for water systems is here. Permit us to 
send catalog and prices. 


mE F.E.MYERS & BRO. ¢9. 
ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, | 
- IN UNLOADING TOOLS - BARN.FACTORY end #7 
— SYS TC ARAG RAGE DOOR HANGERS: STORE LADDERS, Etc. ) 
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Lawn Mowers Are Very Active— 
Other Spring Lines Slow— 
Staples in Demand 


ONTINUED unseasonal weather is retarding the normal flow of 

spring business for the hardware trade in the Metropolitan area. 

With the exception of lawn mowers, grass catchers, etc., garden 
tools are only in fair demand. Staples are fairly active. 

The end of the plumbers’ strike has been a great help to those special- 
izing in plumbing supplies and tools for this trade. Building is fairly 
active and hardware stores are receiving a substantial trade in finish- 
ing hardware, tools and building supplies from this source. 

Collections are reported as fair. 





Bolts and Screws Active; 'Sash Cord Demand Good: 
Prices on Staples Firm New York Stocks Ample 


New York hardware jobbers report There is a good demand for sash 
a continued active demand on staple| cord in the New York wholesale hard- 
items such as bolts and nuts, screws,| ware market. Ample stocks are re- 
nails, etc. Prices have been firm on| ported and prices appear as shown in 
these lines and local stocks are ap-| this table. 
parently satisfactory. JOBBERS’ QUOTATIONS TO RE- 

JOBBERS’ QUOTATIONS TO. RE. TAILERS, F.O.B. NEW YORK: 

TAILERS, F.0.B. NEW YORK Sash cord, Samson spot No. 8, 72c.: 

Bolts and Nuts —— gene — : ae. 7. 27c., and 
: oenix No. c. to 36c. 

Carriage bolts, % by 6 and smaller, 7 
we Ry nt 10 off list. Larger, 50 per cent m, & €.. ae a Lae mo 
oO St. 
ee oe. %4 es" A nape. eerie ec 
50 oO st—larger to y , 45 per ° 
cent off list. iim to 1%. 30 of list. | Continued Unseasonal Weath- 

Coach screws, % by 6 and smaller, ° 
50 and 10 off list. Larger, 50 off list. er Hurts Normal Spring Trade 

Step bolts, 50 per cent off list. 

Screws Garden tools and other spring lines 
= Screw m, e head, bright, iron, 75- should be very active at this time but 

Hound bend. blued, 72%-20-10-16- due to the continued cold and rainy 
10-10. weather consumer demand has been 

ens ae . iron, nickel plated, very light. Lawn mowers, grass 
65-20-10-10-10-10. . 
rit head galvanized, 60-20-10-10- ee _" _ -_ are active a 

-1 the general line suffers due to the 

‘] 721% -20-10-10-10- , 
ek eS Sy. ee ee weather. Local stocks are considered 
me head, brass, 70-20-10-10-10- fair but should warm weather come 

These ‘discounts apply to standard for a full week it is likely that local 
screw lists. In package lots an extra wholesale stocks on spring goods would 
10 is allowed. be depleted very quickly. Prices have 
continued firm. 


Fairly Active Demand Con- JOBBERS’ QUOTATIONS TO RE. 


. ° TAILERS, F.O.B. NEW 
tinues for Fencing, Gates, Etc. 
A fair) ae q ti f Garden Hoes 
Sainly active comand commucs tor Black finish, 7 in. steel blade, solid 
lawn fencing, ornamental gates, posts shank, 4% ft. ash. handle. 49c. each. 
, : ; Same wit n, ade, bronze finish, 
and related items. Prices have been oie. cach: and with 7 tm. Mande. 
firm and local stocks appear adequate. bronze finish, | 81%¢. each. . 
ies’ garden hoes, in. forge 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW — solid shank, 4 ft. handle, 
Flower Bed Guards. “ih e $8.18 Meadow hoes, forged steel blade, 19 
per roll; 22 in., $9.66 per roll. (165 gage, polished and bronzed socket 
ft.) shank, 4% ft. handle, 91%c. each. 
Lawn Fence.—Single, 36 in., $11.88 Nursery hoes, forged steel blade, 
per roll; 42 in., $13.37 per roll; 48 in., polished and bronzed, solid shank, 
$14.85 per roll. (165 ft.) 4% ft. handle (ash), 7 in. blade, 80c. 
Lawn Fence.—Double, 36 in., $16.34 each. 
per roll; 42 in., $17.82 per roll; 48 in., Onion hoe, square top, polished 
$20.80 per roll. (165 ft.) forged steel blade, 7 x 1% in., bronze 
Ornamental Gates.— finish, 4% ft. handle, 80c. to 88c. 
Single can hoes are packed 12 in a 
36 in. 3 ft. ‘ bundle. 
Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13% each, and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle. 


Reading matter continued on page 78 
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Five per cent discount off all prices 
on spring goods in bundle lots. 


Sprinklers 


Sprinklers, Anaconda, $1.05 each; 
Zenith, 85c. each; Ring, 56c. each; 
Rainking, $2.33 each; Giant Rainking, 
$8.33; and Rainbow, $1.35 each. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- 
dles, 59c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 84%c. each. 

Packed six in a bundle. 


Lawn Rollers 


Waterweight lawn rollers, No. 2, 
$9 each; No. 4, $10.70 each; No. 5, 
$13.35 each; No. 7, $15.35 each; No. 
9, $17.35 each. 


Steel Rakes 


Light weight. black finish, heer 
handle, 12 teeth, 45%c. each: with 14 
——" 50c. each; with 16 teeth, 54%c. 
eac 

Medium bronze (finish, straight 
teeth, 5% ft. ash handle, 12 teeth, 
75%c. each; 14 teeth, polished, 82c. 
each; 16 teeth, 86%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07% each; with 14 teeth, 
$1 each. 

Rakes packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 
bundle, 


Hose Reels 


Victor, $1.85 each; No. 2, $2.80 each; 
No. 10, $3.60 each; No. 20, $4.10 each; 
No. 30, $7.85 each. Detachable model! 
to fit faucet, $4.10 each, and Reelezy, 
$1.50 each. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, -selected D ash handle, 4-12 
in. tines, bronze finish, $1.53% each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2. 20 each. All of these manure forks 
are packed 6 in a bundle. 


Garden Hose, Etc. 


Molded, 1 ply, 50-ft. lenghts, 10%c. 
per ft.; same, 2 ply, 10%c. per ft.; 
molded smooth, 2 ply, 10%c. per ft., 
and wrapped, 5 ply, 9%c. per ft. In 
25-ft. lenghts each grade is ‘ec. 
higher per foot. 

Hose couplings. Sherman brass, 
$1.30 per dozen; perfect, $2.00 per 
ozen. 

Hose menders, Cooper, 75c. per 
dozen; perfect clinch, 75c. per dozen. 


Scythes 


Grass scythes, $19.25 per dozen; 
Bush scythes, $17.20 per dozen; Weed 
scythes, $17.20 per dozen; English 
riveted back, $21 per dozen; hay 
knives, $16.50 per dozen, 

Scythe’ snaths, rass, $15.20 per 
dozen, and’ bush, $17.25 per dozen. 


Hose Nozzles 


Rainking, $12 per dozen; Diamond, 
$4.10 per dozen; Gem, $6.70 per dozen; 
Peoria, 35c. each. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1. 01 each. Same, with bent 
head, polished and bronze | eg 4 
angular back tines, 94%c. 

These are packed 12 in Ps 5 











A SATISFIED CUSTOMER 


HARDWARE AGE 





- ALWAYS TELLS ANOTHER! 





| Keep Your Customers Satisfied With 
GRANITE STATE LAWN MOWERS 


You know that additional customers are just as important as repeat 


orders. 
mower sales. 
tomers ? 


In fact, additional customers are more important in lawn 
So why not sell the mower that brings satisfied cus- 


GRANITE STATE LAWN MOWERS are always satisfactory ; 
they are backed by nearly 60 years of manufacturing experience, and 


are made in a wide range of types and sizes to meet every purse 


and purpose. 


Let us send you a catalog that tells all about the fine 
points that make GRANITE STATE LAWN MOWERS 
easy to use, and hence easy to sell. 


GRANITE STATE 
MOWING MACHINE CoO. 


Hinsdale, N. H., U. S. A. 


— 


RINGCO Glass Shelf Brackets are 
meeting with popular favor, 
because like Glass Shelves, they 
are easily cleaned and sanitary. 





The design, illustrated, is an 
especially pleasing one and is in- 
tended for use with glass shelves 
five inches wide and five-six- 
teenths of an inch in thickness. 


White or Nickel finish as de- 


sired. 


BATHROOM 
FIXTURES 


GLASS SHELF BRACKETS 





<7 a 
Pet iS, 
“J i Bee ee 
met ¥ < + ihe 
vb Aa pee 
FES 0 ae 


“ 


No. 03764 Bracket Only. WHITE FINISH 
No. 3764 Bracket Only. NICKEL FINISH 


For use with shelves 5 inches wide and 
fs inch thick. 





“CAPITOL” 
Trimmer and Edger 





















RINGCO 


Whichever finish your customers 
prefer they will always find 
RINGCO )=6Bathroom Fixtures at- 


tractive and durable. 


RINGS Bathroom Fixtures 
stand the test of time. Superior 
workmanship, solidly made, and 


beautifully finished. 


Send for Latest Catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 





New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 


BRANCH OFFICES: 


Chicago, No. 29 E. Madison St. 
‘Boston, No. 170 Summer St. 
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Machine Bolt Price List 


Compiled for HARDWARE AGE, by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To determine net selling 
or buying price on any size, this chart offers a direct short cut. For example: Assume a desired discount of 40 per 
cent on %-inch diameter machine bolts, 1 inch in length. Find the length line and follow along until you reach the 40 
per cent discount column—here you find the answer, 156. Other discounts and lengths are determined in the same 


manner. List prices are per 100. 





MACHINE BOLTS—(% inch diameter) MACHINE BOLTS—(7/16 inch diameter) 





DISCOUNT DISCOUNT 
nae . — Length; List 


331, 334%, | 40 
2) 415 278 | 249 
435 290 | 261 
455 304 | 273 
475 318 | 285 
520 347 
| 180 | 144 | 380 
195 | 1 610 407 
“213 | 170| 12 | 3% | 655 9| 437 
230 | 184 | 1: 700 467 
245 | 196° 494 





——- 
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(Copyright 1927, Hardware Age) 


This is the second installment of a complete series of machine bolt prices. Another installment will be published 
in each succeeding issue 
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TYPE 3001 


Construction and appearance are 

important factors to be considered 
when selecting a hinge. 
The Ajax spring pivot hinge is made of 
high grade materials and has been de- 
signed with many important features 
which are worthy of special attention. 
These include an adjustable tension, align- 
ment device, hardened steel roller bearing 
for piston and ball-bearing for carrying 
the weight of the door. 

The reversible beveled side plates present 
a pleasing and neat appearance when ap- 
plied to the door. 


Send for Catalogue No. H 42 


~(CHICAGO)— 
SPRING HINGES 
Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. s. A 
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}) Commercial (CS) 


Better Performance—Moderate Price , 





Meet every industrial requirement. Made with 
great care to give sturdy service. The three-point 
contact permits a larger number of balls and adds 
to efficiency. Here aré the bearings you want at 
1 price that is attractive. 


Send for Illustrated Catalog, 
Discount Sheets and Samples. 


The Schatz Manufacturing Company 

















Silver Lake 


CThis is a, 


good lin line, 





OLID-BRAIDED of se- 
lected long-staple cot- 
ton yarns, without an atom 
of artificial coloring to 
oe dainty fabrics, SIL- 
R LAKE i is the Clothes- 
Men that the best house- 
keepers demand. The metal 
convenience loop on the end 
and the handy rust-proof 
metal reel are just two of 
its several exclusive fea- 
tures. 


Order from your Wholesaler 


Silver Lake Company 
Newtonville, Mass. 











4 Poughkeepsie, New York ts 























Are You Getting Your 
Share of Business 
from Boat-owners ? 


Be prepared to supply a// their needs 
and enjoy a// their business. 


Every boat-owner needs _ Jeffery’s 
Marine Glues. Show him that you 
can supply him with-this boating 
necessity. Send for our free display 
in full color. It attracts new cus- 
tomers and builds more _ business. 


MAIL COUPON BELOV . 


bes “a, 152 Kneeland Street, Boston,Mass. 


I... W. Ferdinand & Co., 
152 Kneeland St., Boston. 
Send full particulars of your special 
offer to dealers which includes free 
display, literature and other material. 





EEG Tir ee es Sab EEE, oof 
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“l’ve no time to waste 
replanting seeds— 








a can of that 


SEMESAN” 


Makes Seeds Healthy 


HE amateur gardener likes to think of him- 
self as a sort of modified magician. He 
plants those seeds you sell him in his magic gar- 
den, waves a magic rake over it all, mutters a 
few hopeful words—and w-a-i-t-s. Oh, how he 
waits, and waits!!! 
His pride, his hopes, his labor—HIS HOBBY— 
all are at stake. That’s why he grabs at SEME- 
SAN. Diseases that strike at his seeds and 
seedlings so mysteriously will no longer baffle 
him. By merely shaking up his seeds in a fruit 
jar with a little Semesan he destroys these hazards 
of gardening. Semesan saves his magicianship. 
Now he can brag, boast, point with pride, yelp 
with joy. His garden comes up the way he 
planned it. His flowers are more beautiful and 
abundant and his vegetables more luscious and 
plentiful. No more backachey replanting. Seme- 
san takes the mystery out of gardening. 
Ask him if 50c is too much to pay for such a 
triumph, for such an earthly paradise. He'll hail 
you as benefactor, patron saint of gardeners. He 
won't rest content until he’s converted every 
gardener in his neighborhood and led him into your 
store to buy seeds and Semesan. 
Just read what the Corneli Seed Company of St. 
Louis say: 
“We have found the item easy te meve, popular 


with the trade and a good repeater. We leek for- 
ward te a much greater volume this year.” 


We've laid our cards on the table in the most practical sort of a 
proposition book you ever saw. Everything you want to know—and 
that’s all. It’s a book of boosting instead of boasting. Worth writing 


for. Here’s a coupon for your convenience. 


: E. LL DU PONT DE NEMOURS & COMPANY, INC. 


Dyestuffs Department, 
Wilmington, Delaware. 
' Gentlemen: Please send me your Proposition Book. 








The Opening Wedge for 


Tool Business 
(Continued from page 48) 


trated by cuts showing the actual operations and the 
proper methods of handling and applying the tools. 
There is a chapter on wood carving and others dealing 
with finishing the completed articles after they are con- 
structed. There is also a chapter on “Things Around 
the House” which fits the amateur to do the odd jobs 
at home, such as hanging a door, applying a rim or 
mortise lock, building a convenient shelf, etc. 

All in all, it is a book every tool user will want, and 
one that will undoubtedly stimulate in its readers a 
desire to own and used good tools. This 180-page book 
retails for a dollar, and every hardware dealer should 
have a stock on hand to sell to his prospective tool 
customers. 


R. J. Atkinson, Brooklyn, recently sold two dozen of 
these books in three days, and the results are already 
apparent in his increased tool and cabinet sales. 


Experiences of Progressive Merchants 


Recently we asked several representative merchants 
for an expression of their views on the handling of tool 
cabinets. What they have to say fully justifies our 
claim as to the importance and profit possibilities of 
this essentially hardware line. 

C. A. Childers, Vonnegut Hardware Co., Indianapolis, 
says: 

“It has not been many years since tool chests were 
considered a Christmas item, and the dealer who did 
not sell his stock before Christmas had to carry it until 
the next year. However, during the past two or three 
years, we have noticed a steady and increasing demand 
for tool sets through the year, and we now find it nec- 
essary to have in stock at all times a few of the more 
popular assortments. We believe the automobile has 
been a factor in this movement, because it has taught a 
great many men the joy of working with tools. In- 
creased home ownership has also helped. A set of good 
tools for a graduation present, or as a reward for good 
work at school will assist the boy to keep busy during 
vacation. The set of plans for making useful things 
for the home should help boost tool sales if they are 
properly displayed and advertised. The plan for mak- 
ing bird houses has proved to be the most popular one. 
Encourage the boy to make bird houses and sell them to 
his neighbors. A set of good tools as a birthday present 


_ for the head of the house, or the boy would make a very 


pleasing gift. 

“We recently sold two sets of tools to be used in a 
Home Complete Exposition. 

“Architects should be ‘sold’ on the idea of providing 
a place for a work bench wherever possible. If the 
dealer will feature tool chests in their ads at various 
times during the year, we believe he will find this item 
a profitable one at all times.” 

H. F. Dismer, Washington, D. C., writes as follows: 

“We find ready sales for tool assortments through- 
out the year. We have excellent windows as will be 
seen by the illustration and our place of business is on 
the busiest thoroughfare in Washington in the evening. 


“The tool assortments are well displayed, and they 
naturally have a ready sale. We find them a profitable 
item, not only because of their turn over, but customers 
seeing them in the windows turn to us for other good 
tools and merchandise.” 
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. The Stillman Hardware Co., Oshkosh, goes on record 
with these words: 

“We find tool cabinets can be sold the year around. 
More tool cabinets are sold of course at Christmas time, 
but children have birthdays all through the year and we 
talk tools as one of the most practical and useful pres- 
ents that can be given. 

“We display tools as well as cabinets in our display 
windows many times during the year.” 

Chandler & Barber Co., writes as follows: 

“For a good many years the hardware dealer who 
kept toys packed them away immediately after the holli- 
days for another year and, while, of course, they do 
not sell toys to any great extent except at holiday time, 
we note the stores that have room enough to display 
them properly state that they have a sale for them 
throughout the year, principally for birthday gifts. 

“The same argument, only with more force, can be 
applied with respect to tool cabinets. Tools are thought 
of by some practical minded people for gifts or birthdays 
at all times and many are sold for this purpose, but the 
collection of tools in a tool cabinet, such as the Stanley, 
creates a desire which must precede any sale. These, 
properly displayed, do result in sales the year around. 
In fact, we try and keep a bench No. 860 equipped all 
the time and just a few days ago a customer stated that 
he was going to get one of these complete outfits for 
his son on his next birthday. 

“There is a good deal of value in a dealer’s proper 
display in advance of the real sale.” 

R. J. Atkinson gives his experience in these words: 

“We stock a full line of tool cabinets the year around 
and find it a profitable investment. 

“Just at this particular time of the year we advertise 
tool sets for the summer camp and bungalow, we also 
feature them as birthday gifts for the men and boys and 
also as graduation gifts. 

“We regard the showing: of tools in attractive sets as 
a good means of suggesting the sales of individual tools. 

“Tool sets to be of value should be kept very clean 
and displayed attractively and we find that no matter 
what the season of the year a window display of tool 
sets helps our tool sales very much.” 

And J. C. Callahan, manager of the tool department 
of the Albany Iron & Hardware Co., says in effect: 

“In the early days tool cabinets were considered by 
most dealers as Christmas gift items, but the convenience 
and thorough practicability of the modern tool cabinets 
has created an appeal which makes them an all season 
seller. 

“We can attribute our great success in the sale of tool 
cabinets to the fact that they are always very prom- 
inently displayed in our tool department. This in con- 
junction with our window displays and local advertis- 
ing, in which we endeavor to tie up with the manufac- 
turers’ national campaigns, enables us to promote the 
sales of tools and cabinets in fine shape.” 

The Joseph Woodwell Co., Pittsburgh, always has a 
good display of tools and tool cabinets in its store, and 
goes on record as a firm which is selling tool cabinets 
the year round. | 

There are others, plenty of them, equally good and 
equally convincing, but these,are enough to prove our 
contentions. 

Tool cabinets are profitable, year round sellers in thou- 
sands of hardware stores today. They promote the sales 
of tools and other hardware. If you are not getting 
your share of the business the fault is yours. 

It’s there for the asking. 
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Supremacy! 





ARCADE 


No. 4 CRYSTAL 
COFFEE MILL 





Your customers will be interested in 
the many outstanding features that 
make the No. 4 Crystal Coffee Mill 
supreme in this line of hardware. 
Finished in either blue, white or black 
enamel. Adjustable grinding burrs, 
air tight glass cannister and graduated 
glass receiving cup. These are points 
of real merit that your customers will 
not overlook. Truly a handsome and 
serviceable mill! 


Arcade Crystal Coffee Mills have been 
reliable sellers for many years. Added 
No. 3 to their own dependability is the 
Crystal National Advertising on these items. 
Millions of housewives have been told 
the secret of making “better coffee” 
with Arcade Coffee Mills. Let your 
customers know you handle them. To 
display them is to sell them. 





An Arcade Display Stand 
with coffee mills attached, 
will invite interest and many 
favorable comments from 
your customers. This stand 
is beautifully white enameled 
and is supplied by us gratis; 
customers being invoiced for 
mills only. Set up in a 
promigent place in your 
store, it will show to ad- 
vantage the many good sell- 
ing features of Arcade Crys- 
tal Coffee Mills. 


Write us for catalog. 
Ask your jobber for prices. 





ARCADE MANUFACTURING CO. 
Freeport, Illinois 


ARCADE 


HARDWARE 
and "TOYS 
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Hardware Dealers 


Can Sell Refrigerators 


More refrigerators are being sold today 
than ever before. 


Hardware merchants are awake to get a 
share of this profitable business. 


The Challenge line is particularly suited 
to a hardware store, because it starts with a 
low price but well made and satisfactory box 
and gradually grades up to a beautiful all 
porcelain refrigerator for the best trade. 


Many hardware dealers have been han- 
dling the Challenge refrigerator with profit 
for years. 


We are one of the oldest refrigerator 
manufacturers in America, with a product 
that has a reputation for reliability and 
honest value. 


CHALLENGE REFRIGERATOR CO. 
GRAND HAVEN, MICHIGAN 
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Competition That Raises Prices 
(Continued from page 51) 


26. Extension checked for errors, dating, and so on; placed 
on order. 

27. Sent to billers and invoice made. 

28. Order and invoice separated, order spaced for distribution 
of sales. 

29. Invoices folded and mailed out. 

30. Copy of invoice sent to bookkeepers for posting. 

31. Posted to ledger. 

32. When paid, credited on ledger. 

“The study of our office and warehouse salaries showed,” 
said this wholesaler, “that it cost for labor alone just one dol- 
lar an order to go through this procedure. The average total 
cost of handling each order was about $3.50.” 

Fred Stevens’ wholesaler took all these figures to Fred, who 
in turn sat down and roughly listed what he had to do with 
each order. 

Fred had never realized all that he did in each transaction; 
that he gave the salesman the order, made a record of it, called 
at the railroad for the shipment, opened and unpacked the box, 
put the goods on the shelf, received the invoice, checked it, paid 
for it. All of which increased his expense for clerical labor. 

When the cost of handling each order was totaled up by the 
manufacturer, the wholesaler and the Stevens Hardware Store, 
a great part of the 50 per cent extra increase in the cost of 


| distribution was accounted for. And Fred saw one of the rea- 








sons why his attempt to get five turns on his $40,000 stock was 
costing him more than the profit on those extra turns. Hand- 
to-mouth buying was being overworked. 

Several other costly things were going on at the same time. 
One was the arrival of the small order in so-called broken lots— 
less than the standard number of articles without the stock box. 
This meant that Fred’s merchandise had increased chance to 
get dirty and thus become unsalable. But Fred was insistent 
on small amounts, and he got them. Neither the wholesaler 
nor the manufacturer could do anything about it. And to think 
how my own father in a former business generation went over 
orders and marked up the quantities to full shipping cases when 
a customer ordered less! 

Something else was going on that Fred did not realize cut 


| into his profits. Pete Preston, an old friend, told me about it. 


Some years ago Pete was & he-man in Texas, the kind who 


| could sell the hide off a mule and keep the mule. He was an 


expert merchandiser and made his pile. Now he is browsing 
around New England. He happened to be in Fred’s store one 
day when a woman wanted to buy an ice-cream freezer, two- 
quart size. 

“Sorry, madam, but I’m out of that size,” said Fred to the 


customer. “I’ve got a couple of the one-quart size.” 


The woman shook her head firmly and went out in further 


- search. 

















The second customer wanted a sixteen-inch lawn mower. But 
the nearest Fred had to it was a twelve-inch machine. Fred 
offered to order the right size and have it in two or three days, 
but the man wanted it at once, and he, like the woman, left. 

Then Pete, who had been getting overheated at this exhibi- 
tion of selling, asked Fred why the Boston wholesalers hadn't 
been around the previous fall to get his spring orders for ice- 
cream freezers and lawn mowers. Stevens said they had, but 
that he was trying to get a greater turnover on his merchan- 
dise and so was letting the wholesaler carry the big part of the 
stock. 

“Unluckily,” said Fred, “when I ordered a couple of two- 
quart freezers last week, the wholesaler also was out of them.” 

“Blah! The answer to your turnover method is,” put in Pete 
disgustedly, “that you can’t turn over stock you haven't got! 
Since "I’ve been in here you lost the sale of a freezer which 
would have given you one dollar profit, and you lost the sale 
of a lawn mower on which you could have made three dollars. 
Where’s the money in that?” 


Wasteful Side Lines 


There has been much talk of hand-to-mouth buying as a new 
method of business come to stay. That I believe, from much 
research and observation, to be only partly true. It is flourish- 
ing because manufacture generally has been in excess of demand, 
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and it has been easy for the distributor and the merchant to get 
prompt deliveries. But as the United States is a growing coun- 
try, consumption is increasing. Already it is absorbing part of 
that excess of production which existed five years ago. And 
even if increased consumption does not absorb it, excess capital, 
which is now in manufacture because of the belief that con- 
sumption will constantly increase, will be put to work elsewhere 
where needed. ‘a 

Hand-to-mouth buying has grown to meet a present condition, 






ono 
ext 


but when this condition reverses, instead of buying sparingly, &&2 {: 
merchandisers will want to buy in quantities in order to antici- a 
pate price rises and protect themselves against the difficulty of Fe eae 
securing delivery. They will want to safeguard their business Aq nt 
with larger stocks. Ss . 
But meanwhile, as I related to Doc Warden that snowy day de 5 
in his drug store, hand-to-mouth buying, when carried to excess, ee * 
has been the first reason for raising the cost of distribution. Se 2 
“What’s the second reason?” he asked. Set a. 
“Excessive competition all along the line.” the age 
“Competition? I thought that was supposed to be the life of a & 


all trade.” | 
“Excessive competition,’ I replied, “as evidenced by men 


= 


For Rough Work 5 


taking on too many new lines of goods, increasing their terri- Pee -t 
tories so they overlap with others and using more extra sales- ie ina 
men, known as specialty and missionary men, that can earn their Re: Carpenters and painters frequently 5a 
keep. Ton Gear ane oypetapot we encounter rough work that requires es 
Briefly this is what our survey showed: A lawn-mower manu- 9m 2 re , ; sens 
facturer who felt he needed more volume of business four or #3 the use of sandpaper with excep- ae 
five years ago started to make hammers. In about two years —x@ tionally hard cutting flint. Ried 
he gave it up. He had wasted his effort and his money. A jpeg < 5 oe 
maker of ammunition started to turn out axes. He, too, lost fep On all such jobs Clover Brand ty 
out, and o ci a 2 totysaigg That was waste, which some ie Crystal Flint Sandpaper quickly ah 
one somewhere had to pay tor. ee < . we 
Such examples have been common in every line—factories ae takes off the roughness, smooths a 
adding lines where the manufacture of such goods was already fy down the wood, and leaves a sur- te 
more than ample. a face that is a credit to the mechanic figs 
Wholesalers or distributors have done the same overlapping i ee 
into one another’s fields, two doing the work of one. Here’s (as and the paper. at 
Joe Lyons, close to Philadelphia, who is solicited by a whole- im , ae 
saler 300 miles away. And at the same time Philadelphia whole- at Coarse, medium, or fine—there are Me 
salers are trying to sell retailers 300 miles from Philadelphia. ata grits for every requirement. Sell at 
One Philadelphia concern recently began a truck-delivery ser- 5 CLOVER and hold trade. bs 
vice to New York, and so a* New York jobber in retaliation Bas 
placed salesmen in Philadelphia. Each is offering his best bar- p m ney 
gains to the other’s customers. The retailers are enjoying it, oe Send for Samples. res 
but it is expensive and is a wasteful duplication of selling effort [eg re } 
that customers or stockholders have to pay for. Res het 4 
Slowing Up Turnover Bs CLOVER MFG. CO. ae 
oR, 110 Main St., Norwalk, Conn., U. S. A. as 
Retailers, because of the rush for more business, are taking Ba “et 
on lines foreign to them. Grocery and drug stores are adding Pi The Largest and Oldest Manufacturers FEF 
hardware. Hardware stores are adding glassware, silverware, (a of Abrasive Compound in the World tts 
toys, automobile accessories, radio and even drugs! The result eee Clever ‘Dealers Get Clover Basiness Service ie 
is that clerks, having so many things to sell, don’t know how Pe Free ek 
to sell any of them well. re st 
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“Maybe I don’t know that,” interrupted a chap named Stone 
who had joined the group that had collected about Warden 
and me during the past twenty minutes. Stone has just opened 
an electric-goods store in Warden’s block. “I have a terrible 
job trying to refuse all sorts of lines that salesmen come in 
to sell. And yet I don’t dare fail to see a single salesman, 
because he may have just the thing to make money for me. 
The result is that I spend a good part of every day talking with 
them.” 

“One hardware retailer told me,” I supplemented, “that he 
had an average of seventy-five salesmen call on him every week. 
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or 
That’s high, but it shows how much effort is being made to Se Bulls Consumers foe 
get hardware distributed. I understand it’s even worse in the is var 
dry-goods trade.” ee CLOVER MFG. CO. re 
What it all comes down to is this: Both manufacturers and 8 110 Main St., Norwalk, Conn., U. S. A. re 
jobbers are paying salesmen to sell practically the same merchan- (3% Gentlemen: Please send us Samples of CLOVER tek 
dise to the same dealer. Sales expense is duplicated right there. int Sandpaper and refer us to nearest Jobber. 2 ig 


Then when the dealer does take on a wide variety of lines, the 
same manufacturers and wholesalers send out special salesmen | 
to give the merchant individual instruction in how to sell Address 
particular items. Again duplicated expense. And though much 
of it is worth while, such excess selling effort helps greatly 


(Continued on page 90) 
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ORDERS. ORDERS. ORDERS 
hundreds of them/ 


in response to our last month’s announce- 


STAINLESS 
STEEL 
KITCHEN 

TOOLS 















ane women have ioe years A 
een waiting for— Kitchen 

Tools, like their Stainless Complete 
Knives, that will not rust, Line—Most 


stain or tarnish—are now 
offered for the first time. 
If you are not among 
the great number of 
jobbers and dealers 
who responded to 
our first announce- 
ment last month 
we urge you to 
write or wire us 

at once. 


Items to Re- 
tail at 25. 


Our big national 
advertising campaign 
starts with the full 
page announcement 
pictured below. This 
appears in the 


SATURDAY EVENING 





POST 
June 18th 
and features a complete 
7-piece enameled rack 
(free) for only $1.95. Be 


prepared for the great de- 
mand! 


Special intro- 
ductory offer 
to dealers in- 
cludes FREE 
display. 





JOBBERS! DEALERS! Write 
or wire for complete information 
today! 


SAMSON CUTLERY CO. 


America’s Foremost Producers 
of Stainless Steel Products 


Dept. F26 Rochester, N. Y., U.S. A. 
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FOR 
EVERY HOME 
Sells on Sight 
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FINE QUALITY AND FINISH 
MADE /N POPULAR S/ZES 
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THE ACME SHEAR CO. 
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Bridgeport, Conn. 
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How High Are Your Sales 


Per Customer?— 


“GEM” 


increases 
them! 


HE customer 

who comes in to 
purchase other 
things pauses to buy 
a Gem or Gem, Jr. 
The Gem _§ display 
means extra sales. 


All customers like 
those handy nail 
clippers because 
they trim nails and 
hangnails perfectly, 
and work easily 


with either hand. 











The only nationally advertised nail clippers. Coor ap- 
pears regularly in The Saturday Evening Post, Collier’s, 


and Judge. 

| Transparent Du Pont “Cellophane” 
‘ protects them from rust, dust and 
tarnish. 
The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


THE H. C. COOK CoO., Ansonia, Conn. 
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MERCHANDISING IDEAS - .- 


NEW ITEMS 








Vaughan Introduces New 
Line White Handle 
Kitchen Cutlery 


The Vaughan Novelty Mfg. Co., 3211 
Carroll Avenue, Chicago, Ill., makers of 
the “No-Chip” line of kitchen tools with 
white enameled handles, are now offering 
to the hardware trade a new line, with 








blue and white mottled handles. This new 
line will also bear the trade name of “No- 
Chip,” so called because the enamel is guar- 
anteed against peeling, chipping, or crack- 
ing. 

The various items manufactured include 
basting spoons, mixing spoons, plain and 
perforated cake turners, soup ladles, chefs’ 
forks, orange peelers, corers, and bread 
knives. An enameled rack for the tools 
is also a feature of the line. 

The company also makes ice-picks, can 
and bottle openers, bottle cappers, etc. A 
catalog will be sent upon request. 





Cutlery Most Useful Gift for | 


Brides and Graduates 


June does double duty for the progres- 
sive hardware merchant who appreciates 
and caters to the June bride and graduate 
gift market. The cutlery department 
probably has the best opportunity for sales 
at this time. The newly married couple 
will certainly appreciate kitchen cutlery 
outfits, silverware, knife sharpeners, and 
other incidentals so useful in keeping 
house. The young man graduate would 
find a new razor, strop, hone, shaving set, 
pocket knife or perhaps a hunting knife 
very acceptable. His sister would be inter- 
ested in receiving a sewing kit, scissors 








outfit, manicure set or some similar cut- 
lery piece. 

Those who were married last June will 
need first year annversary gifts this June. 
The cutlery department with its attractive 
useful gift items should have first call on 
this market. Yours wilé if you post your 
community by telling through your win- 
dows, interior displays, and newspaper ads 
that you are ready and anxious to supply 
cutlery gifts for graduates, brides, and 
wedding anniversaries. 





Two New Outdoor Specialties 
Made by Cattaraugus Co. 


A camp axe and hunting knife are two 
recent developments of the Cattaraugus 
Cutlery Co., Little Valley, N. Y. 

The camp axe is of a one-piece solid 
drop forged steel. An important feature 





is a guard which protects the blade but 
springs back into a groove in the head 


when the axe is in use. The length over 
all is scarcely 12 in., yet it is a power- 
ful tool. 

A compass is inserted in the end of the 
handle of the hunting knife, which adds 
to its value as a sportsman’s necessity. 
There is a 5-in. full polished blade with 
a serrated back. A leather sheaf is in- 
cluded, so the knife may be carried on 
the belt. 


Sell Hook with Strop 


When selling a razor strop or stropping 
device which operates from a wall fasten- 
ing, don’t forget to sell the necessary hook. 
This will add something to the sale and 
will insure the buyer of a complete ser- 
vice. It is a good plan to display such 
items on the proper type of hook, which 
you must have in with your other bath- 
room specialties. 














Clauss Shear Co. Make Gold 
Medal Safety Blades 


The Clauss Shear Co., Freemont, Ohio, 
are now manufacturing a safety razor 
blade.. The Gold Medal razor blade is 





claimed to be made of the best materials 
available and will fit in almost all “hoe 
type” razors. The blades come packed 
in twenty-package sealed cartons. 





Most People Oversharpen 
Razors and Other Cutlery 


When you sell strops, hones, oil stones, 
grinders, or other types of sharpening 
equipment, be sure you instruct the buyer 
how to obtain a satisfactory working edge. 
Most people overstrop, overhone, over- 
grind, and then wonder why the razor 
doesn’t shave, the scissors cut or the knife 
slice. If you don’t understand the “how” 
yourself, find out from the salesman who 
furnishes you with sharpening equipment. 
There are many efficient, practical, and 
simple sharpening devices for household 
use and for shavers which will do a neat 
job if handled right. Only a few strokes 
or turns are needed in most cases. 





Summer Homes Need Cutlery 


for Kitchen and Table 


During the month of June people begin 
to arrange moving to summer homes. They 
will need complete kitchen cutlery outfits, 
tableware, and a few special knives, knife 
sharpeners, carving set, etc. The chances 
are the men folks will want serviceable 
jack-knives and sheath-knives. A circu- 
lar letter carefully written on this theme 
would be very appropriate at this time. 
Tell your prospects exactly what you have 
to offer them for use in their summer 
homes. Put a suitable card in your cut- 
lery window display stating your ability 
and desire to help equip the summer bunga- 
lows. Sales will not stop with the cutlery 
department. Cooking utensils, cots, etc. 
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The Tie-Up Between Cutlery, Auto 
Accessories and Sporting Goods 
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View from the main entrance of the United Hardware & Implement Co., Dinuba, Cal. Left 
side island case auto accessories, right side fishing tackle. Front end of island case covered 
with green felt and sampled with shears and scissors. Samples are removable. 


especially pocket cutlery, which is everywhere States. You will see drug stores and tobacco stores, 

apparent but seldom mentivued is this: It is a novelty stores and department stores, grocery stores and 
type of merchandise that fits in well with nearly any garages and sport goods dealers displaying some items 
other type of merchandise that you can mention. While of cutlery. Chain stores and independent stores of all 
it is most appropriate in a hardware store, it also lends kinds sell cutlery today. And yet despite the inroads 
attractiveness to drugs, toilet articles, cigars and to- that these various stores have made in a distinctly hard- 
bacco, novelties of every kind and description, dry goods, ware item, the hardware stores in this country are selling 


():: of the many interesting things about cutlery, go along the street in any modern city in the United 


groceries, automobile accessories and sport goods. more cutlery today proportionately than ever before. 
To prove the foregoing statement you have only to (Continued on page 88) 
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Window display of the H. C. Shaw Co., Stockton, Cal., showing how this store displays pocket knives in a small space allotted to 
them. Read the story on page 88. 























Siune 2, 1927 HARDWARE AGE 87 





{ Soda Fountain 
inthe Home-— 


"Most everybody likes carbonated 
drinks. Witness the popularity of 
the soda fountain. The Sparklet 
Syphon puts soda fountain conve- 
nience in every home. 







Sparklet Syphons make it easy to 
carbonate All Beverages and Fruit 
Flavors instantly. They make your 
favorite drink Pure and Sparkling 
at half the cost of a glass of soda 
water. 


To help you get this home trade we 
are making a 


Special Introductory 
Offer to Retailers— 


W hat the Retailer Gets: 


SOE ETT ET CTE COTTE LTT EEE EEEL Eee $48.00 per doz. 
I: SS Nn caceeechisbescvadeaves 1.15 per doz. 
6 Pint Bottles of Assorted Flavors of Sparklet Brand 

SS Lae phi h ti ie bach hihbheee ce sakes 6.00 per doz. 


And To Help You Get Business 
We Send You FREE With This Assortment 


36—4 oz. Bottles of Assorted Flavors of Sparklet Brand 
Syrups (packed 6 in a carton), valued at .............. $9.00 


This enables you to give your customers this $1.50 additional value in the 
Special Home Assortment without cost to you. 


We also include FREE to Retailers, 
50 Cards for Mailing to Your Customers, callirfg their attention to the 
Special Home Assortment, 
2 Display Counter Cards, a Special Window Trim, 
50 Attractive, four-color, 16-page Sparklet Recipe Books, and a 2-page 
Folder containing window display suggestions and proofs of electros 
for your local advertising. 


YOU RECEIVE THE ABOVE ASSORTMENT VALUED AT $42.90 FOR 
ONLY $33.90. 


What Your Customer Gets: 
SPECIAL HOME ASSORTMENT 


MS Li. ob eeebbeee adeheheasseses $6.00 
ae... . Solace os ne we sedeeaseeeeas es 1.50 per doz. 
6—4 oz. Bottles of Assorted Flavors of Sparklet Brand 
re gas a's hale Cu Uae AERA ER 1.50 
Your customer gets this SPECIAL HOME ASSORT- 
ee ee GO I SOR e sw ok chek ic vbcceecatiovedes 7.50 


You will have constant calls for Sparklet Bulbs and Syrups. 


Order from your Jobber. If he cannot supply you—write to us. 





Sparktet Syphon  SPARKLETS, INC., 19 West 44th St., New York, U. S. A. 


Pacific Coast Sales Agents: Phil. B. Bekeart Company, San Francisco, Cal. 
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The Tie-Up Between Cutlery, Auto Accessories 
and Sporting Goods 


(Continued from page 86) 


Cutlery is a profitable line of merchandise. It is use- 
ful. It glistens and sparkles and sells itself.. It can be 
sold by itself, as a unit, or it can be combined with other 
lines. In Dinuba, Cal., the United Hardware & Imple- 
ment Co. has made its cutlery display the most compel- 
ling part of its store arrangement. You see cutlery the 
moment you enter the door. 

The accompanying picture illustrates this. It is a 
view from the main entrance of the United Hardware 
& Implement Co. store. On the left side is an island 
case for auto accessories. On the right side is a display 
of sport goods and fishing tackle. In the front end of 
the island case, inside the glass, green felt is used as a 
background, on which cutlery is sampled and displayed. 
The cutlery is mounted on flat pads which are covered 
with green felt. These pads are removable. That is, 
they can be taken out of the display case and placed on 
top of the glass for the inspection of customers. 


—_—— 


This company has found it profitable to have its auto 
accessories and fishing tackle as close as possible to its 
cutlery. Many sales in pocket cutlery are made to cus- 
tomers who had no intention of purchasing a knife 
when they entered the store. The object of their pur- 
chase when they entered may have been something in 
accssories or a fly. If what they buy is of a naturé so 
that something can be mentioned naturally about a 
pocket knife the salesman making the sale is under in- 
structions to attempt to sell a knife as something that 
will help to make the customer’s original purchase more 
useful. | 

This tie-up of cutlery with auto accessories and sport 
goods is a logical one and also a profitable one. It in- 
creases stock turn in the cutlery department. It gives 
cutlery an added value and prestige both for the mer- 
chant and for the customer. Try it out in your own 
store and see how it works. 





How to Show Complete Line of Pocket Knives in a Small Space 


HERE are many ingenious ways of displaying 
pocket knives. One of these, and incidentally one 
which is not frequently used by hardware stores, 
is shown in the accompanying illustration. It is a win- 
dow display of the H. C. Shaw Co., Stockton, Cal. In 
this display, which is not confined to pocket knives 
alone, the knives stand out more prominently than any- 
thing else. This is not so in the photograph. But in 
the display as seen from the street by pedestrians the 
knives are inescapably conspicuous. 

They are all open and stuck into a long strip of 
wood. The board, or rather 2 x 4, is on the floor of 
the window and is right up against the glass. In other 
words it is as near the street as it can be placed. The 
board is tightly covered with black -velvet, except for a 
strip of white running lengthwise along the center of 
the board. This use of black and white invariably is 
an arresting contrast that catches the eye. The knives, 
or rather the points of the knife blades are stuck into 


this center strip of white velvet in notches cut into the 
board expressly for this purpose. 

A person passing this window display is attracted by 
the contrast of black and white. He is attracted by the 
open knives, by the number of them and by their variety. 

This display of pocket knives, with variations, is in 
the H. C. Shaw Co. window continually. Pocket knives 
are always on display in this company’s windows. Cut- 
lery is the first thing that a customer entering the store 
sees when he opens the door. Cutlery is advertised in 
some form in nearly every ad that the company runs 
in the local newspapers. A_ strip of knives is pictured 
in the ads in a style somewhat similar to the one used 
in the store window. 

With such a continual display is it any wonder that 
this firm gets ten stock turns a year on its pocket 
cutlery ? 

It has the goods, it lets everybody in Stockton know 
it and it never lets up on the subject. 

















Business Cycles Unnecessary, Declares Virgil Jordan 


That the business ¢ycle theory is the 
worst bogey confronting American indus- 
try today was one of the many important 
points brought out in a talk on “The Pros- 


pects, Problems and Puzzles of Business,” | 
Mr. Jordan stated that the percentage of 


by Virgil Jordan, chief economist, Na- 
tional Industrial Conference Board, Inc., 
New York. “All cycles,” Mr. Jordan 
said, “must be man made. One reason for 
them is an excess of individualism; an- 
other is plain ignorance. We watch busi- 
ness very closely when it does not pros- 
per, but pay no attention to it when it runs 
well. Consequently the reason for cycles.” 


Prospects for 1928 


Discussing the possibilities of a depres- 
sion in 1928, Mr. Jordan said that there 
were no reasons why such a business slump 
needed to occur. He pointed out that the 
size of the national income had increased 
30 per cent since 1922 and that it should 
not stop increasing. The prices of basic 








commodities such as steel are not high and 
are on the decline as a result of over-pro- 
duction. The general price level, however, 
the speaker asserted, is not on the decline. 

Mentioning some unfavorable conditions, 


our exports to total production has not 
been increased for many years. “Europe,” 
he said, “cannot increase her buying power 
under present conditions, and present for- 
eign investments have not been made wise- 
ly in all cases. 
have been more profitable to the country 
at large than loans to governments.” 


Automotive Industry Is Key to Prosperity 


Seeking a reason for the present un- 
usual prosperity of the country as a whole, 
Mr. Jordan said: “European observers 
say that nearly all Americans ride in au- 
tomobiles and consequently seem to be 
prosperous. What they really should say 
is that Americans are prosperous because 


Loans to industry would | 





they ride in automobiles. The automotive 
industry is the greatest factor in the coun- 
try’s prosperity today. 

“The constant development of new in- 
dustries is the reason for American eco- 
nomic success,” he said. “Business can- 
not stand still and be prosperous. Natu- 
rally it cannot move backward, and conse- 
quently the only way to maintain present 
conditions is to seek constantly to improve 
them.” 





The Independent Lock Co. Have 
a New Catalog 


The Independent Lock Co., of Fitch- 
burg, Mass., has just published catalog 
No. 8, describing its complete line of 
cylinder locks, padlocks, key blanks, hard- 
ware, auto switch keys and lock accessories. 
A copy will be gladly sent to all in- 
terested. 
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The Better Stainless Steel Carvers 





No. X447—Game Carver and Steak Set. Consists 
of a Three-piece 7” Game Carver Set and six indi- 
vidual Game or Steak Knives. Genuine Horn 
Handles, finished in natural color and perfectly 
matched. Nickel Silver Ferrules. Packed one 
set in handsome plush-lined display box. 


THE ONTARIO KNIFE CO. 
Frenklinville, N. Y. 











CHRADE ()AFETY 

Push Button Knife 

No Breaking of 
inger nails 


Sure to sell on sight 
Absolutely safe in pocket snd in use 
Or convenience you can't beat it. 


) Pit operated with one hand. 


The safety slide locks the button. 
y 


. 
2 can't afford 1o be withuut it. 


Schrade Cutlery Co. 
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Why People Are Grinding 





For 


General 
Farm 
and 
Shop 
Use 











Finished in 
Royal Purple 
in 5 Sizes 





ROYAL 
No. 4-B 
4”x1” Wheel 









For 
Home Use 


The day of the “Grinder man” is passing; 
people see no reason for paying his prices when 
they can easily grind their own tools and save 
the money. This condition is increasing the 
sales of every dealer who sells. 


Royal and Cheney Grinders 


The Royal for those who want the best tool 
grinder made for home use, and the Cheney 
for those who want a good, dependable grinder 
at a low price. 


For farm use the Cheney No. 7, shown below, is 
unequalled. It grinds mower knives, as well as 
other edge tools, also kitchen and household 
tools. All our Grinders are attractively finished 
and guaranteed. 


Write for Catalog and Discounts. 


S. CHENEY & SON 
Manlius, N. Y. 





Genuine 
Vitrified 
‘Wheel 
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Double Acting Pantry Floor Check 
No. 10 and No. 15 


This check was especially designed for Pantry Doors, Gates 
in Office Railings, etc.; it brings the doors quietly to rest 
at center without any of that nerve wrecking “Flip-Flap.”’ 


Can be furnished either with or without AUTOMATIC 
DOOR HOLDER. When opened to 90 degrees it auto- 
matically holds the door in that position so that no extra 
holder is needed. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 















































“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown. New York 
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Competition That Raises Prices 
(Continued from page 83) 


to increase the general cost of doing business for everybody 
in the industry. 

Such selling effort also has caused a great deal of confusion. 
Dealers have come to think that the more they sell, the faster 
their stocks sell, and each so diversifies his stock that, without 
realizing it, he actually cuts down turnover by handling goods 
that few customers call for—slow movers. 

The case of a hosiery dealer shows this. A representative of 
the United States Department of Commerce, making a survey 
in behalf of more efficient distribution, found a good-sized store 
whose children’s hosiery section had an average monthly in- 
vestment of $55,850, the goods being divided among twenty-six 
manufacturers. The merchant in this case wanted to have 
what his customers called for. 

The survey showed that 80 per cent of his business, however, 
was being done in five brands. So, by concentrating on these 
five lines, the store reduced its investment from $55,850 to $29,- 
000—a cut of 48 per cent. At the same time it actually in- 
creased his sales, because it always had those five lines on 
hand. 

But the most interesting result of the scramble for greater 
volume of business which has led to the 50 per cent rise in 
the cost of distribution is the very insidious practice of trading 
down. In a word, trading down means getting more business 
by selling cheaper goods. The practice is capturing the atten- 
tion of merchants in all lines. It has drawn small and large 
merchants alike, and a great deal of thought is being spent 
upon it, by department stores particularly. 

In the mad rush to show an increase in 1927 sales volume 
over the amount of goods sold in 1926, many stores have fallen 
into the trading-down pitfall on the principle that cheaper items 
sell faster and bring greater total sales in dollars. This pitfall 
is the one that engulfed the revered but simple old apple woman 
who was found selling her penny apples at two for a cent. 
She lost money on each sale—“but ’eavens, what volume I gets!” 

Concretely here’s what happened to Smith: He specialized in 
a certain article of kitchen ware of a good grade that he had 
bought for $12 a doz. and sold for $16. On each dozen then. he 
made 25 per cent of the selling price, or four dollars out of 
which he could pay his expenses and take a net profit. But he 
thought he ought to get more business, and so he began to trade 
down. 

He bought a cheaper grade of this article for $6 a doz. and 
readily sold them for $8. Smith was well satisfied, for the 
difference was still 25 per cent of his selling price, and he was 
selling more dozens. It looked like easy money. As a matter of 
fact, though, he was making a mistake which many of his 
fellow merchants also were making, and all of them were 
losing money on it. Here’s the explanation: 

While he was selling the cheaper grade of articles it cost 
Smith just as much per dozen for freight as it had for the 
high grade, just as much for trucking in and out of the store, 
for putting in and taking out of stock, for packing cases, for 
store light, heat, repairs, depreciation and insurance of ware- 
house; for office expenses, such as ordering, checking, invoicing, 
collecting; for rent or interest on value of buildings and many 
other expenses of the same sort. 


What Price Volume! 


And when this merchant burned the midnight oil to figure it 
all out late one night, he found that, on the basis of cost per 
dozen of each grade, instead of on per cent of profit, it cost 
him two dollars to handle the low grade. That meant that all 
his necessary expenses ate up his profit at one gulp. Whereas 
the four-dollar margin on the high grade covered everything 
and left a net profit, the added volume brought by the low- 
grade kitchen ware was all a loss that had to be made up by 
some other article in the Smith Hardware Company store. 
“But ’eavens, what a volume!” 

Simply the chimera of volume has lost money for many a good 
merchant, and what with the added expense of new lines, of 
special salesmen in wide and thin territories, and trading down, 
the elusive rainbow of greater volume has borne a healthy 
share of the increased cost of doing business. 

The third reason for the additional 50 per cent rige in cost of 
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getting goods to the customer is extra service, which brings 
us back to the druggist’s willingness to deliver a small bottle 
of medicine. 

“Our survey showed, Doc, that too much extra service in the 
way of very prompt shipments, delivery by special trucks, extra 
good packing boxes and things like that have boosted selling 
costs,” I said. “As a retailer, how do you see it? Does your 
experience in drugs check with that of hardware dealers?” 

Warden hesitated a minute, as if collecting impressions. “TI 
think it does,” he said. “To keep in the swing today I have to 
do a lot of extra things that I didn’t have to do years ago. First 
I have to have a better store and fixtures. That increases my 
overhead. Then I have to keep several clerks on full time 
in order to take care of rush hours. They’re too many for 
regular hours, but they’re absolutely necessary for peak pe- 
riods. That’s costly. With deliveries I’m in the same boat with 
most other merchants. I have to: keep a car ready for quick 
deliveries. My trade wants that service, and I have to supply 
it. I can’t make one or two regular trips a day and hold my 
customers. Taken altogether I should say it does cost con- 
siderable to give the sort of service my customers want.” 


Too Much Service 


“And it costs the jobber considerable to give you the service 
you want, too,” I added. “Our survey brought from wholesalers 
the fact that one of the heaviest service increases was in de- 
liveries. Years ago only city customers had store delivery; but 
through competition, delivery was extended to 20 or 30 miles 
from the wholesaler’s warerooms. Too, the trips have to be 
made more frequently. On top of this many jobbers now have 
to maintain three shipping departments to separate parcel post, 
express and freight goods, instead of handling them all through 
one department, which all adds to distribution costs for the 
jobber. 

“In just the same way the manufacturer has to render excess 
service and to increase costs considerably by rushing through 
special orders that make other work come off machines. When 
one of these hurry calls comes to our plant from a good 
customer whom we want to do all we can to accommodate, we 
have to send his special order through the factory on an 
express schedule. This means the undivided attention of one 
dispatcher and several foremeri, with the cost of three hours’ 
time for the former and three hours altogether for the latter. 
That’s extra service, and it’s costly. 

“A manufacturer from Detroit told me of another service that 
brings up expense of distribution. “The consuming public is more 
particular than it was years ago,’ he said, ‘and the manufacturer 
is required to put up his product better than ever before. His 
boxes and his printing must be attractive, and he must use them 
much more than formerly.’ 

“A wholesaler drew a thumb-nail sketch of this thought when 
he said: ‘Packing expense shows that the cost of boxing is 
almost double; where customers in olden days were content 
to get their city deliveries in old boxes or barrels, we are 
practically forced to send sealed packages nowadays.’ 

“Yes, sir, that’s service.” 

“Isn't it all legitimate?” asked Warden. “Why shouldn’t boxes 
be better and customers given the service they want, no matter 
what it is?” 

“Of course it’s legitimate—perfectly so. All these reasons 
we've been over so far for the rise in costs of doing busi- 
ness are merely natural, practical attempts to increase trade,” 
I said. “What I’m doing is simply showing why it costs more 
nowadays to get merchandise from the factory to your home.” 

“Go ahead then, Plumb. What's next?” said Doc. 

“The fourth reason is closely tied up with service. It’s the 
effort of the merchant to compete with chain stores. Frequent 
mention is made by retailers of the lower prices at which certain 
other classes of trade can afford to sell articles in competition, 
meaning, of course, that they think large store organizations with 
large buying power have the drop on them. 

“In some cases they are right about the chains having a 
buying advantage. But certainly much useless competition is 
due to the retailer trying to carry water on both shoulders, by 
adopting costly forms of service in order to attract business 
and then imagining that he can profitably meet the prices of 
competitors who do not render such service, but rely on the 
price appeal to bring in their customers.” 
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Not every man can buy a Packard or needs one. Same 
with tools. Chain-stores have brought down price-levels 
on thousands of items, including tools. Moderate pursed 
people want moderate priced tools. They haven’t a me- 
chanic’s need for super-quality. 


A lot of new buyers and big ones added Craftsman Tools in 
1926 to their line. They did it to broaden their market. We 
make moderate priced goods for farmers and householders who 
use a tool occasionally. Send far catalog—and prices. 


Clrafismau fools 


Craftsman Tool Company 
Champaign, Illinois 
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New Lower Price 


for the famous 


PACIFIC 


Junior Model Rim Tool 
$3 50 List. See your 


= Jobber for discounts. 





Think of it! Only $3.50 for the same Junior Model 
Pacific Rim Tool that formerly sold at $5.00 and thou- 
sands were sold by hardware dealers and garages. Every 
car owner needs one. See your jobber for your supply. 


PACIFIC RIM TOOL COMPANY 
16606 Waterloo Rd., Cleveland, Ohio 


Seattle: 2339 llth Ave. N. Export: 44 Whitehall, New York 
NOTE: Pacific Shop Model $10.00 List. 
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Practically it’s up to the merchant, jobber or manufacturer 
to determine which is the better way to get business—with 
accommodating service or with low prices. He cannot do both 
profitably, and sooner or later he has to recognize that the 
ability to make a profit is a good measure of the. service he 
renders his customers. 

If certain services appear to be necessary it is essential to 
learn what each form of service actually costs and then to 
decide in cold blood whether those to whom it is rendered are 
willing to pay the extra cost of the service. A service that is 
not worth to someone what it costs, is poor business. It merely 
hoosts the expense of distribution. 


Work, Play and Pay 


I have often wondered why more wholesalers do not apply 
chain-store principles to the jobbing business. One grocery house 
does it—by selling no service. A retail grocery can place with 
this concern only one order a day and can get only one ship- 
ment a day. Packages are not broken into small lots, and so 
on. It all comes down to the minimum of distribution expense, 
due to minimum service. 

Added to the retailer’s troubles in attempting to carry water 
on both shoulders is his dismay at seeing his regular mer- 
chandise sold in other kinds of stores. The hardware dealer 
sees knives in every shop along the block, from the druggist’s 
to the grocer’s. 

“Yes, and how about me and my volume that decreases be- 
cause of that hardware dealer of yours who’s selling drugs?” 
put in Warden. “Because every place from the five-and-ten 
to the department store sells tooth paste and other drug items, 
I do less business without being able to cut down expenses on 
what’s left me. There’s plenty of business, I think, but there 
are too many competitors cutting into fields that aren’t their 
own.” 

“That’s what I’ve found in electrical goods,” aded Stone. 

“And that’s what practically everybody else says,” I finished. 
“It’s part of the excessive competitive scramble that’s gulping 
down perfectly good sales dollars. Competition is the life of 
trade, certainly; but such excess competition is the knife that 
bleeds out the profits.” 

The fifth reason, in the opinion of merchants from all over 
the country, why it costs more to do business today is the 
worker himself. Many retailers, store clerks and jobber sales- 
men are finding it hard, after the ease of earning money and 
getting sales during the war period, to make the intense mental 
and physical effort necessary to get business under today’s 
competitive conditions. 

Stated in general terms many merchants believe that short 
hours and easy work have made for disproportionate salaries 
for their help. Whether this is true or not makes no difference. 
It is a fact that today’s youth wants more than did the old-time 
clerk. A merchant from South Carolina summed this problem 
up neatly: , 

“I find that the younger generation, having been trained at 
school, need to have recreation as well as work. They are not 
willing to make slaves out of themselves as we older ones have 
done in the past. They want shorter hours and more time for 
vacations. They also expect enough pay to own an automobile 
and enough to run it. I will not argue as to whether they are 
correct or not; but when I stop to think how we older ones 
did strive and slave and deny ourselves in order to run a 
business successfully, it is no wonder that the expense of selling 
goods has advanced out of proportion to the increase in their 
cost.” ; 

“T think he’s right,” said Warden when I told him this, “but 
what can we do about it?” 

“Nothing, maybe. Perhaps these younger workers are wise 
to take it easier as they go along. Some people think they are. 
But we all can do something about the sixth reason for hiking 
costs—rising local taxation,” I offered. 

In 1919, after the war, Federal taxes totaled about $5,000,000.- 
000 annually and State and local taxes about $3,000,000,000. 
Now Federal taxes have been cut to about $3,000,000,000, while 
local and State have increased to more than $5,000,000,000. The 
relative burden has been reversed. 

But the most dismaying feature is not this. It is rather that 
local officials have been spending money faster than they have 
been taking it in in taxes. State and local expenses exceed 
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$7,000,000,000, compared to Federal expenditures of slightly 
more than $3,000,000,000. Since 1922 the increase in local 
expenses has been particularly rapid, and the funds for this 
rocket-like rise have come from a borrowing that must be re- 
flected in still greater tax advances in the near future. 

The burden of these taxes falls heaviest on business men. 
From manufacturer down to the owner of the smallest store 
in the village, they must pay the majority of local taxes, and in- 
creased assessments mean increased cost in doing business. 
The local business man should realize that right here is one 
of the causes of the present high cost of distribution which he 
can control. It is within his power to check local expenditures. 

Stories that merchants tell would indicate that the seventh 
and last reason for the increased cost of distribution is a business 
waste that runs into millions of dollars. It is the supplying by 
manufacturers of dealer helps, which take the form of counter 
display cards, window trims, envelope stuffers, booklets and 
dozens of other helpful business acessories, aimed to reach the 
consumer and to impress the retailer’s customer with the fact 
that the merchant handles the product they tell about. 


Selling Helps on Order 


For the most part these go to the dealer by mail, and our 
survey shows that immediately after reaching the dealer, a large 
part of them land unceremoniously in the wastebasket. 

This hit Warden. “I don’t think it can be so bad in the 
hardware business as it is in mine,” said the druggist. “Why, 
if I used all the stuff that’s sent to me, I’d have no room for 
my stock. It breaks my heart to throw it away, too, for lots 
of it must have cost someone a pile of money. But what can 
I do? When I get an elaborate display for something I don’t 
sell and don’t want to sell, there’s no place but the paper box 
for it. Yet I make good use of much of it, as you can see, and 
I couldn’t get along without it. 

“But if manufacturers would only let me choose what I! 
can use, it surely would save them a lot of money. It wouldn't 
cost nearly so much to send me a small concise descriptive cir- 
cular, even with a reply post card.” 

“That is exactly what many manufacturers are trying to do. 
They are holding down this type of waste by having the whole- 
saler’s salesmen offer such helps and take a definite order for 
them. Or else they mail out the helps when the retailer writes 
for them. But meanwhile you continue to get unsolicited window 
trims, counter cards and what not for articles you never even 
heard of, much less carry in stock. And that’s another cause for 
the high cost of merchandising.” 

There then are the seven factors which merchants of all de- 
grees have concluded to be the explanation of why it costs 150 
per cent more to do business today than it did 15 years ago, 
despite the fact that general costs have gone up only 100 per 
cent. Some of these causes are deep-rooted and not easily to be 
eradicated. There are others which, this survey indicates, would 
yield to a treatment which Henry Ford has expressed in his 
theory of business. 

He said that 90 per cent of the people are best served with 
a standard article. Five per cent more can be brought around 
to using these standard goods. The remaining five per cent, 
he said, can afford to go to the custom maker for what they par- 
ticularly want. Therefore he considered it most profitable to 
do business with the 95 per cent who would use the standard 
merchandise and to forget the other five per cent entirely. 
Summed up, the suggestion is for retailer, wholesaler and manu- 
facturer to serve most customers best and let the rest slide. 

If a man works all year for nothing it is usually because 
he is too extravagant in his business methods. Too many mer- 
chants are trying to give their customers more than they can 
afford to give, whether it be in too low prices or in too costly 
service. 

Every service in the long line of distribution has to be paid for. 
Consumers have been taught to ask for more and more service. 
Would they actually be better served if accommodation were not 
so freely offered? Service to customers regardless of cost has 
become too costly, and competition for volume has produced 
wasteful duplication of effort that defeats its own purpose 
through mounting costs. The question is, how soon will the 
pendulum swing toward the other extreme? There are signs 
that shortly it may start upon its way. 
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Youth Will Be Served 


(Continued from page 43) 
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real struggle these days simply to break out of the net 
of diversions of one kind and another that side-track one 
from a direct flight to the goal of one’s ambitions. 
x ok x 

After all, we can congratulate ourselves upon our 
obscurity. Those who become famous are in danger of 
becoming entirely smothered in side issues. Charles Lind- 
bergh has performed one of the greatest feats in history. 
He should stand out as an example to all the youth of 
this country. He has courage. He has modesty and, 
with it all, directness and simplicity. But poor Charlie! 
His troubles are all ahead of him. How soon he will tire 







Guaranteed Soldering 


Essentials 


Guaranteed to give full satisfaction. 
Your trade will take to Speco Products 
because they can’t be beat for quality. 
And don’t forget Speco Solid Sal 
Ammoniac—'’most every plumber and 
tinner uses it. 





of luncheons and banquets, speeches and the boredom 
of hundreds and hundreds of strangers, no matter if these 
strangers are kings, queens, presidents, generals and all 
the great of the earth! If the day has not already ar- 
rived, it will soon come when this bird man in desperation 
will jump into his machine and fly away into the happy 
solitudes of the air! 
* * * 

_ The Flyin’ Fool is a product of our Middle West. All 
in that particular section of this vast country will claim 
him as their very own, but when the last word is said, 
the Flyin’ Fool symbolizes to the world the youth and 
courage of the entire United States. Millions of young 
people in this broad land are crying out to the old the 
immortal words of the Flyin’ Fool—‘“Well, here we are!” 
How is the older generation going to answer this asser- 
tion from our courageous youth? What other answer 
can there be? “Here is the world where we have been 
blundering. Now we turn it over to you. Let us see 
what you will do with it.” 





SPECIAL CHEMICALS Co.. Waukegan, Ill. 








A Lively Profit-Maker for You 





The modern way to keep 
recipes is in a card file, and 
the favorite of these is the 
Polly Prim Recipe Cabinet. 
Has patented card holding 
device which _ eliminates 
handling cards with doughy 
hands. Made of steel, fin- 
ished in white, gray or blue 
enamel, Polly Prim retails at 
$1.00. It is an easy seller 
because of its usefulness and 
because it is nationally ad- 
vertised. Write for details 
and prices. 


PATENT NOVELTY CO., INC., Fulton, Iil. 























Stops Practice Unfair to Local Merchants 


OGER A. POOR, advertising manager, Hygrade 

Lamp Co., Salem, Mass., was greatly interested in 
a recent HARDWARE AGE cartoon on the subject of charity 
and church organizations asking manufacturers to do- 
nate merchandise for fairs. He, too, agrees that this 
practice is grossly unfair to the local merchants and has 
been kind enough to send us a copy of a recent letter 
he has written to a Sunday School secretary in the West, 
expressing just such an opinion. Mr. Poor’s letter 
follows: 

“T am very sorry that we can’t send you anything for 
your Manufacturer’s Fair, but the fact is that we have 
so many requests for contributions of this sort that we 
have established a policy not to give to any. It would 
be impossible for us to subscribe to all of the requests 
and we think it fairer to pass by all of them. 

“Tust between ourselves, don’t you think it is a little 
bit unfair to the merchants who are selling these products 
which you are asking to have contributed to the Fair, to 
request the manufacturers to supply them to you? The 
merchants have to make their living from the profits 
which they gain from the sale of material, and 1 know 


PAINE PIPE STRAPS 


ln Five Pound Cartons 
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Stops careless waste. 
Send out on the job in cartons. 
Balance returned in cartons. 


NO MIXED SIZES 


Uniform Gauge. Galvanized. 
Very convenient to handle. 


Order in cartons or bulk. 


Prices Right. Samples Free. 
h Shipments Prompt. 


We Sell to Jobbers only 


THE PAINE COMPANY 
2951 Carroll Ave. Chicago, IIl. 
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ICE CREAM FREEZER 
Your customers will like the all-metal 
ACME’S appearance, its durable, gearless 
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that you expect them to be very liberal in their contribu- pean ip ee Pen peppers ce 
tions to all of your charities and worth-while enterprises. pained P! ae TS 
est ice cream in the shortest 


At the same time you are actively competing with them. — 
or rather you are taking away business from them by 
having a sale of this sort, so that you are depriving them 
of some of the profits which they rely on to use in con- 
tributing to your charity. 3 

“T think that sometimes we fail to realize how impor- 
tant our local stores are, and how much we owe them 
for the convenience and the service which they give us.”’ 


time. 2-qt. Bright Galv., $1.00; 
2-qt. and 4-qt. Enam. Galv., 
$1.25 and $2.25; Pint ACME 
Jr., 60c. 
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Schlage Locks Have Outstanding | The Stearns Riveting Machine 


Features 


Schlage Locks, manufactured by the 


Schlage Lock Co., 20 Bay Shore Avenue, | 


San Francisco, Cal., have a number of 
outstanding features. With these locks, 
it is pointed out, there is no need for in- 
side keys that are so easy to lose and so 
hard to find. There is no need to try 
the door to see whether it is locked. A 
glance at the button on the knob shows 
this. A simple pressure 


unlocks it automatically. It is claimed that 
it gives positive protection against in- 
trusion from without, and that in case of 
fire “the tiniest tot has only to turn the 
knob to open the door and escape.” 


It is claimed that a Schlage lock can be 
installed in 10 min. “Two holes in the 
door and four screws to hold the lock 
in place—that’s all. No complicated mor- 
tising. 
escutcheon, no adjusting.” 
facturer claims that this lock is one of 
the greatest improvements in buriders’ 
hardware during the present generation. 


' 





of the thumb | 
locks the door; the turning of the knob | 
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FE. C. Stearns & Co. of Syracuse, 
N. Y., are manufacturing a new riveting 


machine. The No. 101 Gem Pattern will 
set tubular and split harness rivets. It 
automatically adjusts to the various 
lengths of rivets. Weight 4 Ib. each, 
packed one in a box. 


Fletcher Terry Co. Patent 
New Type Glass Cutter 


The Fletcher Terry Co., Forestville, 


| Conn., manufacturer of the Gold-Tip brand 
of glass cutters, has recently patented a 
new type glass cutter which is known as 


No screws in spindle, knob or | 
The manu- | 


Among the mechanical features of this | 


lock, as enumerated by the manufacturer 
are the following: 

1. This button in the center of the inner 
knob identifies the Schlage Lock. No 
searching or fumbling for interior keys. 
Instant protection simply by pressing the 
button. Instant exit merely by turning 
the knob. 





2. In Schlage types that require an out- | 


side key, the keyhole is located handily 
in the center of the outer knob. 

3. Patented self-adjusting latchbolt con- 
nection assures free, easy operation of 
latch at all times and automatically adapts 
Schlage Locks to fit all doors 134 in. to 
134 in. thick. 

4. Steel compression springs throughout 
makes quick, snappy action enduring. 

5. All metal trims solid brass or solid 
bronze. Finishes plated on this solid base. 

6. To install Schlage Locks simply drill 
two holes, insert lock, tighten up on two 
machine screws, slip on knob, set latch and 
strike plates. No complicated mortising. 
No adjusting. Lock can’t pull loose be- 
tause it is not screwed to wood, but holds 
door in a permanent vise-like grip, be- 
tween outer escutcheon and mounting plate. 

7. No visible screws in spindle, knob or 
escutcheon—nothing to mar the charm and 
‘ dignity of absolute simplicity. 


galvanized steel for durability. Perfect 
permanent functioning assured by encasing 
them in a protective steel housing. 





handle with 
| handle designs with screw top or compart- 


the Fletcher Quick-Tip Holder and Refill. 


The handle is a standard design glass 
cutter and made for long wear, fitted with 
a keyway into which the refill slips and is 
held there by friction. The refill (wheel 
and axle, one unit), is large enough to be 
held between the thumb and finger which 
enables the operator to change wheels with- 


out loss of time and effort. 


Since there are no screws, springs or 
obstructions the refill can be inserted in- 
stantly and instead of throwing away the 
entire glass cutter, the handle is preserved 
and the worn part, the wheel, is discarded. 

The Quick-Tip Holder is furnished in 
three designs: the all iron handle, the wood 
one refill and the wooden 


ment for carrying additional refills. 


Heddon’s Sons Issues Manual on | 


Fishing Tackle 


James Heddon’s Sons, Dowagiac, Mich., 
has just published a sales manual on fish- 


ing tackle for all retail salesmen. The 
publishers of the little book realize that 
knowledge and enthusiasm make for a suc- 
cessful salesman, and a salesman can only 
talk intelligently about tackle when he 


| knows all about it. 
8. All working parts cold rolled electro | 


| 


Prepared in catechism form with an- 
swers for each question, it covers quite 
thoroughly all the products manufactured 
by James Heddon’s Sons. 
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Grebe Brings Out Its First 
Acoustical Product 


A. H. Grebe & Co., Inc., Richmond 
Hill, N. Y., is now manufacturing its 
first acoustical product, a 20 in. cone type 
loud speaker, to be classified as Type 
20-20. 

It is motor equipped with short light 
weight driving rods and a “Butterfly” 
armature, also an unusually large per- 
manent magnet. The manufacturer states 


that diameter of 20 in. was selected by 
laboratory tests, as was the 20 deg. angle 
in which the speaker is shaped. Specially 
treated paper is used and given a dark 
bronze finish with a lighter design as a 
centerpiece. The use of a detachable base 
makes the Type 20-20 readily adaptable 
to either table or wall. It is well balanced 
and due to the greater weight being in 
the base, it can not tip over. 

The manufacturer claims that the 1m- 
provement in tonal reproduction and sen- 
sitivity is readily noticeable to the ear 
when the Grebe cone is compared with 
other similar units, operating from the 
same set and amplifier. 


The Keapsit Kids Display 


The Keapsit Bottle Co., Cincinnati, Ohio, 
offer an attractive display stand for the 
Keapsit Bottle. It is done in Practi- 


Color, giving a seven color effect. The 
display is furnished without charge and 
ought to prove to be a bright spot in any 
window or on any counter. 
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a Handy Article for HOUSEWIVES! 


and a SELLING ITEM for the hardware store that caters to the home with 
a weil stocked department of household wares . 


The TAR HEEL ICE MALLET and BAG 


“Nothing like it for crushing ice!” 


heavy, white duck Bag, handy sized HARDWOOD Mallet—a piece of ice in 
the Bag, a blow or two with the Mallet and PLENTY OF FINELY 
CRUSHED ICE. We are ready to quote on any quantity in units of ten, 
from one unit up. WRITE TODAY! 


CAROLINA WOOD TURNING CO., Bryson City, N.C. 


Address Department “A” 




















Good Signs Bring More Customers 















A well-balanced sign, 
a timely price ticket, 
an attractive chart, 
and a striking stream- 
er, all serve as a quick 
means of getting at- 
tention to Special 
Goods and Special 
Sales. 








Your clerk can 
make all of them 
with a National 
Show Card Writer. 


CRACKPROOF 
pamen ates 








New Alphabets up 





PIONEER RUBBER MILLS Hetght re nom 


Rapidly becoming the world’s largest manufacturer of garden hose. Send for Folder. 


New York Chicago San Francisco NATIONAL SIGN STENCIL COMPANY 
age om -faag Manufacturers of the NATIONAL SHOW CARD WRITER 








1602 University Avenue Saint Paul, Minnesota 











+ 
LENDZION MASONS TOOL BAG 
Steel Frame ; , 
12” to 94” This bag is espe- 
cially designed to 
carry Masons’ 
Tools. ONE 
PIECE bag of 
heavy No. 10 can- 


vas. Also made 

of No. 6 heavy 

duck. All sewing is The imposing, nation-wide list of jobbers handling A-P 
LOCK STITCH. lines is staunch proof of the fact that Allith-Prouty leads 
We also make in Garage Door Hardware, Door Hangers, Overhead Car- 
Plumbers’ Bags riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 
and Tool Rolls, 

Electricians’ Tool Keep an A-P catalog Handy. It will help close 

Bags, and Line- many money-making hardware jobs. Write for 

men’s and Me- your copy today and name of nearest A-P jobber. 

chanics’ B ags. 

ania for a circu- ALLITH-PROUTY COMPANY 





DANVILLE, ILLINOIS 
Cc 1847 Ashland Ave., 
Oo. Chicago, Ill. 


| The Chalk Line That’s Always Ready 
BURNLEY | amas 
aa able! 
sx 9 


. HE E 

The Soldering TD Ever-Ready Chalk 
Line is a convenient 

Paste that has time and labor saving 

satisfied cus- 

tomers for over 


item that registers an 
SOLDERING PAS! 23 years. 
Whenever you have calls for chalk lines, sell Eastman Ever-Ready 


immediate appeal. 
eels. You'll be surprised at your difference in profit. 


At but slight cost to 
yourself you can test 

BURNLEY BATTERY & MFG. Co. : Price $1.25, your discount 40%. 
NORTH EAST, PENN. J. F. RYAN & CO., 342 Madison Ave., New York City 


Lendzion Leather Goods 

















out the profit-making 
power of this new 50 
foot line, a — —— plated, dust — m4" —— 4 
generous supply o wdered chalk which keeps the line always 
Sample f réé. white. Entirely diudsakes old method of uation by hand. 
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Squirming, chewing 
myriads of vegeta- 
tion eaters will 
soon awake and 
start their annual 
devastation. How’s 
your stock of 
Brown's Sprayers? 
Are you ready for 
the nurserymen, 
truckers, farmers, 
florists, and home 
owners? Many are 
certain to purchase 
a sprayer. When 
they ask, “‘Have you 
a good sprayer?’’ 
the right answer 
is “BROWN’S.” 
No need to describe 
this No. 1—A mil- 
lion have been sold 
by dealers in 25 
vears. 


BROWN’S AUTO-SPRAY No. 9 


No. 9—A favorite, rapid seller. Standard size. Trouble 
proof. A customer bringer and trade holder. 28 years of 
constant good-will are behind all Brewn Sprayers. 


AUTO-SPRAY No. 26 


Plenty of re- 
serve force. Con- 
tinuous spray. ™™ 
Easy to handle 
—quick to clean. 
Popular with Every House and 
women. Saniies Garage Should Have 
perfectly: In- € One 
secticides, floor 

oils, fly-killers, mosquito-exterminators, etc. 





The friendly policy of this organization is to be increas- 
ingly helpful to present and prospective dealers. Write 
us for customer folders, show signs, window trim ideas, 
etc, 





IHE E. C. BROWN Company 


SPRAYERS ano SPRAY PUMPS 
869 Maple St. Rochester, N. Y. 




















Are You Missing 
This Extra Profit? 


Dealers who want to get their full measure of 
profit from PENNSYLVANIA sales are placing 
their orders now for the PENNSYLVANIA 
Lawn Cleaner. 


This machine, by means of three rapidly revolving 
brushes (or rakes), acts as a vacuum cleaner on 
the lawn, removing cut grass, leaves and all other 
foreign matter that keeps sunlight and dew from 
the roots. It can also be used as a sidewalk 
cleaner. 


The Lawn Cleaner is not only a profitable item 
for the dealer, but an excellent investment for 
the user, because, with it, one boy can do as 
much work as three or four men with rakes. 


Order now from your jobber and get your full 
return on PENNSYLVANIA Quality sales. 


Pennsylvania Lawn Mower Works 
1615-35 North 23rd St. Philadelphia, Pa. 





The SUPER Great American 
B. B. Mower, with all the ad- 
vantages which have established 
the world-wide reputation of the 
Great American Mower, has the 
two special features of Steel 
Axles and Roller Bearings in the 
Drive Wheels. Of course, you 
can still obtain the regular Great 
American Ball Bearing Model. 
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Still Busy at the “Old Stand” 


Someone circu- 
lated aie story 








not believe all 
you hear. Fact 
is we are turn- 
ing out the same 
good Socket 
Wrench Sets 
that have long 
been the choice 
of Mechanics 
and Motorists 

who respect 
lasting quality. We are now making five styles of Socket 
Wrench Sets and can ship them promptly. A line re- 
—— p Bu Folder and Prices will prove that we are very 
muc 


WILL B. LANE UNIQUE TOOL CO. 
422 So. Dearborn St., Chicago, Tl. 




















Per Set 
in Solid Brass 


Per Set 
bamattigelallipacte| 





SOLD ONLY THRU THE HARDWARE TRADE 






MANUFACTURERS ¥¥ HARDWARE © SPECIALTIES 


89 FEDERAL ST., 365 MARKET ST., 
BOSTON. MASS. SAN FRANCISCO, CAL. 

















RED DEVIL MEANS GLASS ain 


ELL the Glass Cutter that Glaziers prefer and most 
other users also want—Red Devil No. 024. 


a LANDON P. SMITH, I 
Os all in the wheel aa oe ng 


11! Street, Irvington, 


RED DEVIL 





OL I 


Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Lil. 
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The Winning Name 


of a winning hammerless shotgun ! 


“Stevens-Browning” 






Price $4 | 50 


Stevens-Browning Model 620—Hammerless, Repeating 
Shotgun—Take-Down—I12 Gauge—Proof Tested 
Hammerless Action, Solid Breech, Six Shots 


WE are delighted to have uncovered so 
readily just the name that fits this fine, 
new Hammerless—Stevens-Browning. That the 
name will go down in the annals of gun pro- 
duction as signifying a remarkably accurate, 
smooth-operating shotgun, is assured by the 
tremendous enthusiasm the new  Stevens- 
Browning has met. 


The great volume of names submitted during 
the recent Stevens $200.00 Prize Contest gave 
evidence of the keen interest sportsmen and sport 
lovers have for this type of Arm. That the 
Stevens-Browning meets a very real need in the 
Arms world is a logical deduction. 


The Winners of the $200 Cash Prize Contest Are: 


$100 First Prize (for best name and letter giving 
reason of choice) 
to Capt. E. C. Crossman, Brentwood Heights, California 


$75 Second Prize (for second best name and 
reason of choice) 
to George W. Peck, Chicago, Illinois 


$25 Third Prize (for third best name and reason 
of choice) 


to C. P. Fahrenholtz, St. Louis, Missouri 


The selections were made by the contest judges from all 
material received up tw and including April Ist 


THE WINNING LETTER 


ing would be a _ familiar 
household term like Kodak 
or Ford. 

The public is awaking to 
the fact that the Browning 
designs spell reliability and 
simplicity. What . more 
powerful or appealing name 
for a new shotgun than the 
combination of the words 
“Stevens’’ and “Browning,” 
both of which mean so 
much to the shooter? 


EDWARD C. CROSSMAN 
(Capt.) 


The shooting section of the_ 
American people, and po- 

tential gun purchasers in 
general are slowly awaken- 

ing to the fact that the 
great Browning was _ the 
genius behind the design 
of some of the most suc- 
cessful and most reliable 
of American sporting arms. 
Had his name been used as 
well as the name of the 
makers of the many models 
of sporting firearms, and 
automatic pistols which he 
designed, the word Brown- 


Send for Catalog giving full information on this new 
Repeating Shotgun and other Stevens Arms. 


J. STEVENS ARMS COMPANY 
Dept. H.A.1, Chicopee Falls, Mass. 


Owners of Page-Lewis Arms Company 
Owned and Operated by Savage Arms Corp., Utica, 


Ms 3 
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SAWS 
Anything 
at any 


angle 
They all want the 


K-D 


Convertible 


Saw Frame 








Why Farmers Buy 
American Steel & Wire 
Company Fences 
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Here’s just the tool to catch the eye—and the trade—of 
mechanics, plumbers, carpenters, home woodworkers. 
The K-D Convertible Saw saves time—and time’s worth 
money to them. The 3” blade gets over—under—around 
tight corners. Strong, non-collapsible steel frame takes 
3, 6, 8, 10, or 12” blades. Pressed steel pistol grip makes 
it steady, easy to handle. In heavy cardboard carton— 
a big seller at $1.50 complete, with 3” hack-saw blade. 
Write for details and discounts. 


K-D MANUFACTURING CO. 
Lancaster, Pa. 
Export Department—Woolworth Bldg., New York 
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The definite reasons why farmers 
buy American Steel & Wire Com- 
pany Fences are the reasons dealers 
find them easy to sell. 


\ 


i 


\ 
\ 


le 


The enviable reputation our 
fences held among farmers has been 
built up over twenty-six years of 
most satisfactory results. Coupled 


~ \ 


with this reputation is our guar- 
antee that American Steel & Wire 
Company Fences will equal or out- 
last any other fence made of the 
same size wire and erected under 
the same conditions. 





Reaches the Difficult 
Places 


Retails 


for 


$1.50 


complete 








a 


Our dealers are protected against 
the loss ofa sale, where fences, gates, 
and steel posts are needed quickly, 
by our strategically located ware- 
houses. Our national advertising is 
constantly telling farmers the coun- 
try over, the s ory of American Steel 
& Wire Company products. 














Curiosity 


Creates Customers 


Write today for complete informa- 
tion including the details of our mer- 
chandising policies. 


Zine Insulated 


American, Royal, 
Anthony, U.S., National, 


Monitor and Prairie 
Fences, 


Steel Gates and Steel Posts 


Dealers Wanted Everywhere 
Write for Sales Plans 


American Steel & Wire 
Company 


Sales Offices: Chicago, New York, Boston, Cleveland: 

Worcester, Philadelphia, Pittsburgh, Buffalo: 

Detroit ,Cincinnati,Baltimore, WilkesBarre,St. Louis: 

Kansas City, Minneapolis, St. Paul, Oklahoma City. 

Birmingham. Atlanta, Memphis, Dallas, Denver. 

Salt Lake City, U. S. Steel Products Co., San Fran- 
cisco Los Angeles, Portland, Seattle. 


(SRR | RE eR aaa 


GOOD window display is the 

best cutlery salesman you can 

engage. No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that 
one sale, but in the building up of 
good-will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 
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—,and it creates sales that “‘stay put’’ too. 


» greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning ofa seriesof service callsthateatup profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator, That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


enema 


The MONARCH Automatic Stay 


~ 


for in or out- emeere casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is - 
needed. Not necessary to take a 

to make adjustments or install. “ 
tion increased or decreased by slight 
} turn of outer tube. Furnished in any 
“finish desired. 


Write or-Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers o of the famous 
Monarch Interlocking Self-adjustring Weatherstrip 














‘Control Lock 




















Every Home a Prospect 


Every home needs a garbage pail at this 
time of the year, and a Witt gives you a 
chance to make three times the profit you 
would make on an ordinary pail. 


Display it where your customers can 
examine its splendid construction: spe- 
cial analysis sheet steel, deep closely- 
pitched corrugations, double-locked 
seams, steel bands top and bottom. 


The Witt guarantee protects you and 
your customer—three times the life of 
the ordinary pail. 


Witt Cans and Pails are used in some of 
the most progressive institutions of the 
nation, and sold in the leading stores of 
the principal cities. 


Phone your jobber a trial order, or write 


The Witt Cornice Company 
2111 Winchell Ave., 
CINCINNATI, OHIO 


Manufacturers of 


Wii 


CORRUGATED 
‘CANS ad PAILS»: 


Ask about the Brighton Line of Cans and Pails—medium weight 
with quality above the average and paying a nice profit. Use it 
as a special to bring them in. 


























— MARK 
: ' REG. U.S. PAT. OFF. 


A 
Nationally 
Advertised 

Product 


National advertising in the leading 
publications that housewives read, 
ten years of demonstrated success 
in millions of homes, and a steadily 
increasing demand due to its un- 
varying quality, keep STOVOIL in 
the van for sales and profits. 
STOVOIL polishes as it cleans, 
removes and prevents rust, and 
never clogs up the holes in gas 
burners. This is an important fea- 
ture which results in many sales. 
Order 3 doz. Bottles with the New 
Screw Cap. They'll sell as soon 
as displayed. Liberal profit. Write 
today. 





Superior Laboratories 
Department 602 
Grand Rapids, Michigan 


Exclusive Pacific Coast Distributors: 


718 Mission St......... San Francisco, Cal. 


a oh Meee, nk cétoene Los Angeles, Cal. 
812 2nd Ave. Sonth Seattie, Wash. 


| | 
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Here’s what 
ONE jobber 
didin ONE Month 
with ONE Article 
that sells for 
ONE Dollar 


ce 





He Sold 1200 


Just one more evidence of 
the success that dealers 
are having with Aunt 
Sarah’s Oven, the top-of- 
stove oven that bakes, 
browns, broils or toasts 
food deliciously over 
single flame of any type 
gas, oil or gasoline stove. 
Jobbers are ordering them 
in great quantities because 
progressive dealers de- 


| mand them. Retail price 
| \ $1 ($1.25 in Rocky Mt. 
| “ States and West). Ask 

wW your jobber or write direct. 


JACKES-EVANS MEG. CO. 


1944 N. Main Street St. Louis, U. S. A. 





| 


| 
| 
| 
| 
| 





_Aunt Sarah's 





OVEN 
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One Price 


SOME USERS pay two prices for hol- 
low screws :—what they pay to get 
the screws and what they pay to get 
them out when broken under the 
set-up. 


They pay two prices, every time, 
when they pay too low a price. 
Once when they get the screws; 
once again when they get them out 
and replace them. 


You can offer the “ALLEN” as a 
one-price screw because the price 
includes the Allen cold-drawing, 
which makes a practically unbreak- 
able screw—30% stronger. 


Special-analysis. alloy steel; pat- | 


ented cold-drawing; scientific heat- 
treating:—all for one honest price 
that’s honestly the last! 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 
WwW. C. Stauble R. E. Cregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 


BE. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 


_ 
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Where Are The 
House Numbers? 


How many times have you heard that 
question asked by your own salesmen? 
Times without number perhaps. 


And then, when they were located, you 
found the cardboard containers had split. 
Numbers were mixed and strewn all 
over the drawer. The customer waited. 
Your time and your salesman’s was 
wasted. Profits flew out the window. 


Now comes the modern sales method for 
house numbers in the form of the Pre- 
max Houseful Display Cabinet. Place 
it on your counter where it creates sales 
as well as keeps numbers clean and in 
order. 


Customers will be tempted to lift the 
roof and examine the attractive assort- 
ment within. Many will select their own 
numbers and your salesman has only to 
ring up the sales. 


There’s no time like the present to cash 
in on house numbers. June, July and 
August are the banner months for house 
number sales. 


Why not let us give you full details on 
Premax House Numbers, including the 
popular Hy-Caste and DeLuxe models? 
Just ask us and you'll get detailed in- 
formation on Prices, Profits and Premax. 


NIAGARA METAL STAMPING 
CORPORATION 


Niagara Falls, N. Y. 


Having heard “Where are the house numbers?” a 
sufficient number of times, we want to hear more 
about the Premax Houseful. 
Signed 

Firm Name 


Address 


Jobber’s Name 
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“It Paid for Itself in 30 Days” 


Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 





Selling price @ 25c each 
Cost of blanks and labor @ 6c 


Net Profit each day 


Net profit for 30 days 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 
ment 45.33 


You now own the machine, It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 


We have figured on a basis of only ten keys per day. Many dealers 
using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


SIMMY- SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 
where. Protects millions. Never been Jimmied. 











Operated by Hand or Power 


‘Pecfeer 


TAAL FORUM ICU ULL UU RUM 


The ‘‘Tomorrow’’ Customer 


“Really don’t expect to buy today.’ I saw some of that 
Screen Cloth you have in your window, so I came in out 
of the rain—been putting it off ’til spring.” 


That’s something like the trend of conversation. He 
should be encouraged! Tell him something about 
“Perfect” and “Nikolite” quality and durability. 


It won’t take long to sell him. He wasn’t quite ready 
to buy, but “Perfect” was too much of a temptation to 
‘‘put off ‘til tomorrow” what was just as easy to do today 
—with the assistance of “‘Perfect” a sale is made. 


See your Jobber. 


OU EPERLL TUTE ELA 
{ i ' 


LUDLOW. SAYLOR WIRE CO. 
ST. LOUIS, MO. 
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A Special Galvanized Hardware Grade to 
Meet Price Competition 


The new “BUFFALO” SPECIAL Hardware Grade is designed particularly 
for price buyers. It is a well-made product, selling at a lower price than the 
Standard Hardware Grade, and will fill a definite need of your trade, but it is 
not “BUFFALO” Standard Hardware Grade and will never be sold as such. 





Hardware dealers are tired of buying supposedly best quality wire cloth at 
under based prices only to find they were actually receiving inferior merchandise. 


Here is the truth for your protection. “BUFFALO” Wire is not selling an 
inferior grade under the brand name of the Standard. There are two kinds of 
“BUFFALO” Galvanized Hardware Grade, the SPECIAL—which is lighter than 
the Standard—and the STANDARD. 


Large stock of “BUFFALO” Standard and SPECIAL Galvanized Hardware 
Grade constantly carried for your immediate requirements. 


You receive what you pay for in either “BUFFALO” Brand. Catalog No. 
8-AB—mailed gratis. 


Buffalo Wire Works Company, Inc. 


(FORMERLY SCHEELER’S SONS) 
Established 1869 
518 Terrace 7 Buffalo, N. Y. 


BMLOW TRE 


GREASE Cups 
and OIL Cups 


For Every Purpose 




















No. 5739 





Attractive Counter Dis- 


Included in the Bowen line dein: suntilaen seemed 





of grease cups and oil cups, sizes of the types of grease 
Pg are lubricators of the exact nna pe age _— 
type and size to meet every with a quick and easy way 
lubricating requirement. to sell and also a con- 
venient method of stock- 
Catalog No. L-104 showing ing these small parts. 


more than fifty other types 
will be sent upon request 


BOWEN PRODUCTS 
CORPORATION 
AUBURN NEW YORK 


Branches 
161 Massachusetts A 





Ne. 249 
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STAR HEEL PLATES 
“PIONEER BRAND” 


They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 
Send us your order today. 
‘ 


“. STAD 


TOLLS 


These illustrations are \% size. 


STAR HEEL PLATE CO. 
LOUIS SACKS, Ine. 


Newark, N. J. U. S. A. 
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Vt Marks eae 
or all Polishe 


as plainly as aPencilonPaper 4 


~ Hard 
SI/a LS Oe ia 
Does away with Price Labels f 
Marks distinctly on- oo 


Agateware,Glassware, 
Tinware,Cutlery, Steel. 
and all Metal Surfaces. 4 





‘A 


| The name “/aisde7 on a Pencil means Standard of Merit. 


1.Cut 2.Loosen 
one thickness the strip 
between once 
first two around. 
This 18 
orations smportant 


SVS Je cae S.A. 








Ask Your Jobber’s 


Salesman 


FOR FORD CARS 


The Best Line of Ford Replacements 


on the market. 


Tubular and 
Honeycomb 
Passenger Car 
a Commercial 


RADIATORS 


FENDERS 


Tool Boxes, Kits and Cabs 


The CORCORAN Mfg. Co. 


4915 Section Ave., Norwood, Cincinnati, O. 











Adjustable 


Heavy Pattern 


Extra Heavy Screw Clamp 





A Time Saving Adjustment 


One-quarter turn to the left of the Bolt 
in the HAMMER & COMPANY’S Malle- 
able Iron Adjustable Clamp moves the 
Bolt the full length in or out. Turning 
Bolt to the right operates it like any other 
screw. 

All styles have extra strong frame and 
rugged construction. Sell the best. Send 
for Prices. 


MALLEABLE IRON FITTINGS CO. 
Branford, Conn. 
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HERE was a 

time quite a few 
years ago when the 
sale of Bolt Clippers 
was limited to a 
small class of work- 
men. 


have 


Conditions 
changed. 


Almost every home 
Owner and car 
owner is a mechanic 
in the sense that he 
buys and uses many 
kinds of tools. 
Don’t “hide” live 
merchandise behind 
the counter or 
tucked away in 
basement __ storage 
bins. 


Porter’s Bolt Clip- 
pers are live items 
—they sell easily 
and every man is a 
prospect. This has 
been demonstrated 
in hundreds of 
stores in every type 
of community. 


Don’t hide your 
Bolt Clipper stock. 
Counter and floor 
stands are available 
for those who will 
use them. 


Practically every 
leading hardware 
jobber and mill 
supply house sells 
the Porter line. 


H-:K: PORTER inc. 


EveRerrT, Mass. 


os 


TRG RRS ae ees 


< 


Rona MESS aes Sess eas ces 
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No. 80 New Model Motor Wrench 


THIN--but STRONG 


When a customer wants a thin motor 
wrench he wants strength, too. 


The B & C No. 80 Motor Wrench is 
made of tough tempered steel. It is de- 
signed to be as thin as possible for work- 
ing in contracted spaces, yet it has more 
than the standard amount of strength. 


B & C Motor Wrenches are profitable. 
They form an important part of the spe- 
cialized B & C line of wrenches carried 
by most hardware jobbers. 


Let us send you our catalog and 
the name of our nearest distributor. 


BEMIS & CALL 
COMPANY 
Wrenches 
Springfield, Mass. 


BEMIS & CALL COMPANY 
Springfield, Mass. 


Please send me your catalog and the name of your 
tributor. 


nearest dis- 


Name **eeeewee eevee eneneeeeeaneaere eevee eeeveee eeteeeeeeee *eee eee eee 
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Snow 
Scoop 


For Cleaning Snow 
From Large Areas 


A new and practical invention for cleaning snow from 
Gas and Service Stations, Railroad Platforms and Skat- 
ing Rinks, also for keeping roads open for auto traffic. 





Pat. 
Pending 


Bottom is of heavy galvanized iron—will not check 
or split like wood. Handles are one-piece welded tubing 
extending across bottom and forming runners. Rugg 
quality throughout. Liberal profit to Jobbers and 
Dealers. 


Have you ordered your RUGG Wood and Steel 
Snow Shovels yet? Write. 


RUGG MFG. CO., Greenfield, Mass. 
















World’s Finest 
TROWELS 








Spring Tempered Blades 


Made in the famous BRADES STEEL 
WORKS, near Birmingham, England, by 
WILLIAM HUNT & SONS, Ltd., pioneer 
tool makers for more than a century. 


Stock them and give the Bricklayer the 
opportunity to buy them; you will secure 
ready sales, satisfied customers and good 
profits. 















Sole Distributors for U.S. A. 


WIEBUSCH & HILGER, Ltd. 
New York 



















ZN TRICKS FA 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 





Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 


Make the comparison. 


Every product of the Atlas Tack 
Corporation has been scientifically 
designed for its purpose and stand- 
ardized. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 











Hardware Age Verified List 


OF WHOLESAEERS AND RETAILERS 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
pe States and Canada. 


epartment Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 
Mail Order Houses handling hardware and housefurnish- 
ngs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indie- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calis. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current edition. 


Hardware Wholesalers find Verified List of great value in 
“‘cheoking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th Se. 


New York, N. Y. 





June 2, 1927 























They’re Selling! 


More ‘“C-B-CO” 
Bottle Cappers are 


- 28 CQO’ ® 
CAPPE n being sold in Hard- 


ware Stores each 
year. Why not? 
It’s a regular and 
profitable Hardware 
Item. If you, Mr. 
Hardware Dealer, 
are giving full serv- 
ice to your com- 
munity, these prof- 
its rightfully belong 
to you. Don’t let 
them slip away. Ask 
about the “Free 
Demonstrator.” 








At your Jobbers, or write Dept. 110 


Comstock-Bolton Company 


335 Southwest Blvd. Kansas City, Mo. 
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ABSOLUTELY 
GUARANTEED 

wr pet AGAINST 

SEMI-STEEL BREAKAGE 


WE will replace any claims for 
breakage free of charge. Stands 
finished in Red Enamel and Gold, 
* lasts finished in Black Enamel. They 
sell on sight. 
j Lock bearing, strong and rigid. 
Lasts are latest styles. One last for 
ladies’ shoes. Extra heel piece in- 
cluded for all sizes of heels. 


The Last that lasts a lifetime. 





The Fate-Root-Heath Co. 
Plymouth, Ohio 


N. Y. Office—90-92 W. Bdw’y 
D. N. Winner, Mgr. 


wee a Pe ee 






















Sell the Best 
am 14 HARDWARE 


3S For Hard-wear 


3 om For morethan 50 years 
Bommer Spring Hinges have main- 

© tained their leadership and proven 
es their superiority over all others. 




















_— | They have kept pace with the 
times, because they have been 
kept up with the times iguagamaas 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
me, most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 50. It is a 
big help in ordering. 

















Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 




















BUSINESS IS GOOD 


for 


P. A. SCHELL HDWE. 
SOMERSET, PENN. 
















BECAUSE they properly display their mer- 
chandise on Heller equipment. 


Heller's Masterpiece Flexible Display Sales 
Tables are ready for IMMEDIATE SHIP- 
MENT. 


Oe ee eee nn ne ee ee en eee ee eee es ee ee ee se 


W. C. HELLER & CO. 


700 Bryant St., Montpelier, O. 
20 Vesey St., ‘New York City. 


Please tell us how P. A. Schell Hardware is increasing sales. 


Our store is .........., SOGe WEED, ccccgeccec feet long. 


6/2/27 Hdwe. Age 
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DOOR AND WINDOW 
BARREL BOLTS, ONE PIECE 
BODIES, NO RIVETING 


This method of construction makes for greater 
strength end better appearance 




















Made in wrought brass and steel 


BRASS STEEL 
Weight e Weight Furnished with Mortise Strikes If Desired. 
Packing Per Doz. No. Size Packing Per Doz. . 
"t : Doz. 1 f Lbs. | | 2 in Doz. 1 is Lbs. Flush Strike Is Regular 
_ 2% <a i Be iB : . THE BRAINERD MFG. CO. 
Bi ea 077 et “ EAST ROCHESTER, N. Y. 





in. 1 











The Real METAL Solder 
in Paste Form— 
Packed in 

Collapsible 


The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
_orIntricate Job Needs ~ 
SOLDERALL. 


‘THE SOLDERALL CO., Newark, N. J. 











Blue With a White Crackle 
The new finish on handles for 
VAUGHAN'S KITCHEN TOOLS 
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Rivets Roofing Nails Scratch Brush Wire tools sent 


with assorted 
orders, A sai- 
lent salesman. 
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THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 
ee 


r Detroi 
Milton a Co og Sen Secon’ Los Angeles, Seattle 
ird & Co., Memphis, T AUGHAN NOVELTY MFG. CO., INC 
8211 Carroll Ave., Chicago, inl. 
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The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 











BETTER LOCKS 
BIGGER "PROFIT 5 


INCREASED 
SALES 


can be easily 
obtained by 


handling the Which Hod Would You 
iti) LINE Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a ho ‘that 





Set No. 250B is rtise set of sturdy structure and attractive 
lines. The Glass ‘Knobs are Presto peo emg ground and a a =e h, ll over Pen goog 
polished, silver backed, giving high lustre. In short, a REAL ou would choose a Never Drip Steel Hod 
“BUY” and easy to sell. We have many more attractions to with its one-pmece ends. You would go 
offer, among which is our patented Dead Bolt Night Latch. whistling on your way while the other fellow 
Send for our new catalog No. 8—our line will interest you. sulked. 
There are lots of hod carriers in your town 
BRANCHES 
- pare who are bearing the discomforts of carrying 
17 N. 5th Berenrencurasehtnns essed raw ers ot Oa Pa. leaky hods simply because they have not been 
oe a oi3.0nacd ceWeact biedds os teagan ey shown the sensible and better kind. 
121 i éo ence dqessecteccéetdencodsect > suns 7 By 


ee Ce ee a hes sGnb oad Angeles, Cal. This open field of profit is yours for the 
asking. Write fis at once for details. 


CDINDEPENDENTIOCKCO,d> The Cleveland Wire Spring Co. 


Fitchburg, Mass., U. 8S. A. Cleveland Ohio 


Manufacturers of sg linder Locks, Padlocks, Inside Door Sete, Glass 
Knob Sete, Key B — Auto Switch Keys, Hardware Spectalties, 
Key Cutting Machines, etc. 


























we rrrrvrrrrrrrrrr™erererrvrrrrerrrrrrerererefeweeeewrerrj»ejj Ts‘ 's''''™wTwT"" "77,7777 7 77 77? TTT TTT TT TT TT TSS 


le ee i i i i i i i, i i i ee i ee ee ee LL EE EY EEL, YE iE LL ee ee ee ll lll dt ee ee ee hh KK i i i, i, mY 


“NORWOOD” PRODUCTS 


Ornamental Wire Lawn Fence 
Gates —-—"_ Trellis 
CTree and Flower Guards 

Rubbish Consumers 


THESE PRODUCTS ARE IN GREAT DEMAND because they are 
the most efficient means of protecting and beautifying the grounds. 


sae Aa A Good Profit for the Dealer. 


THe | | iH Write for Complete Catalog and Full Information. 


apie HMM i ae 


a 27) H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 
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CONDUCTOR HOOKS 


BEF FICIENT and reliable 
\ for plain or corrugated 
. 8 pipe. Ask for sample and 


(i hooks and hangers illus- 
trated. 


L. D. BERGER CO. 


59 N. 2nd St. 
PHILADELPHIA, PA. 








_ “IVES” Patent Ventilating Lock 






Showing Window 
Closed. 
Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 

















Soldering 
and 
Tinning Flux 





Saves If ot asked a plumber his idea of 
a real soldering flux, he would most 
Solder likely mention the very features that 
and make Rubyfluid one of the best sell- 
7 ing fluxes. 
Time 


Let us send you complete details. 


RUBY CHEMICAL CO. 
67 McDowell Street, Columbus, Ohio 



















Manufactured Since 1887 


| PAWN SPRINKLERG 


/ 
) 


\. 


IE lelesert 


Y= FB; Ditrevielttelese 


| 

| 

| 

Write for 

| No. 200 || W.D. 
| Circular | 
i 

i 


ALLEN 


MFG. CO. 


CHICAGO 


















eg ee Your 
Style “G | Customers 
Counter Expect the 
Display Original 
Moore 


Push-Pins 


(Glass Heads-Steel Points) 


24 pkts. each No. 1 & No. 2 
48-10c. pkts. Dealers $3.20 
Nationally Advertised for 27 Years 
Used in Homes Everywhere 
Send for illustrated folder 
and Price List showing 
other attractive Counter 
Displays. 
Moore Push-Pin Co. 
(Wayne Junction), 
Philadelphia, Pa. 
Samples of White 
namel Cup 
Hooks on  106c. 
ards 


Mn tee eh oe 
La i J 
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RS Tine 
TORE LADDERS 


Insure perfect shelf service for any line of merchandise. 
with convenient full 
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SEYMOUR SMITH PRUNING SHEARS 


A Full and Complete 
Line of Pruning Shears 
and Tree Pruners. 

ABSOLUTELY 
GUARANTEED 
Write for New 





Vineyard Pattern 


TUuastrated Catalogue. 
Manufactured by 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York. 





J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 














IF IT’S THE BEST TOOL YOU CAN SELL 


FOR WORKING STONE 
IT’S OURS. 
TROW & HOLDEN CO., Barre, Vermont 
Catalog 














Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
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370 ATLANTIC AVE., 





THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


@ | RUBBER GOODS AND 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





# 


SPECIALTIES 


BOSTON, MASS. 
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TAPLIN 
EGG BEATERS 


Handsome in appearance, this Taplin 
double dasher center drive egg beater has 
great popularity and a successful sale. It 
has Taplin workmanship with 30 years egg 
heater manufacturing experience. 

Sold everywhere with profit and satisfac- 
tion. Write for literature. 


The Taplin 
Mfg. Co. 


New Britain, Conn. 








IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 














For the convenient han- 
dling of shelf hardware. 
A strong, attractive box 
at low cost. 

Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57th St., N. Y. 
























‘ 
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RUBBISH BURNER 


| Woven 
a” High Carbon Flat Strip 
\ A Steel 
ey Will Not Warp or Blow 

Over 
Shipped, Knocked Down 

Third Class Freight 
Samples on Approval 


H. B. BORNSIDE 


Manufacturer and Patentee 
Providence, R. L 


Write for price lists. 

























More than 

300 Million Gallons 
Ice Cream consumed 
in the U. S. in 1925 


You Can Make This Your 
Biggest Year in Freezer Sales 


There is more Ice Cream consumed continually, every year, and a very 





large portion is made at home in our Freezers. Just feature the famous 
Lightning, or the Gem, with the Blizzard. They seli on a 35 year reputation and 
they stay sold. This means permanent profits for you. 

Women are quick to appreciate the satisfaction in having clean, pure, delicious, 
wholesome Ice Cream, made at home, under their own supervision, in our easy 
running, quick freezers. 

You have every advantage in placing your orders now. Don’t wait for hot weather. 
Sales are made now, if the goods are on the shelves. Be sure to include sales helps on your order. 
THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO. 











Philadelphia, Pa. 
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Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
een Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 














Opportunity Exchange Section _ eae  e ieecae we $5.00 50% off rates quoted 
Sct Solid, Minimum of & Mines... $3.00 Each additional inch........ teens 4.00 = sa Ana acen” diteeainael pnd = 
Each additional line........... -60 tunities, 239 West 89th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line........... £0 4 insertions, 10% off; 8 insertions, 15% Harpware Ace is published each Thursday 
Average 10 words to a line off Forms close Ten Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 


Samples of merchandise, literature, catalogs, etc., requirin 
e addressed to 











on oe than ooeey reforwarding postage should not 





x numbers 
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BUSINESS OPPORTUNITIES 


POSITIONS WANTED 











Wanted by National Sales 
Organization 
For the Retail Hardware Trade: 


One or more meritorious items for sale in this 
channel for which ready demand now exists. Can 
assist patentee or manufacturer financially, if nec- 
essary. Give full details in first letter, please. 
Address Box H-556, care of HARDWARE AGE, | 
New York. ! 














) GOLF EQUIPMENT 


| We manufacture and offer for sale, direct to retail hard- 
ware stores, full line of good golf clubs at very low prices. 
Retail prices, $2.75 for woods; $2.25 for irons. Write for | 
our circulars and proposition. : 








I. R. LONGSWORTH CO., Somerset, Ky. 








IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
wend to Industries locating in Newton Falls. Three railroads, electric 
+. ht service, main highways for trucking, the best supply of water 

 Mebente vou , right in the heart of the greatest industrial center 
im the world. EWTON FALLS BOARD OF TRADE, Newton Falls, 

id. 





LAMSON Cash Carrier Cable System available for two Rtn 220 .~ 
of track, 7 clerks’ stations and 3 receiving stations at cashier’s desk. 
use sere years. Can be seen at BARKER, ROSE & CLINTON co" 
-imira, N. Y. 





HELP WANTED 
Sa ~ 
“a 


1 We are a well known lock and hardware manufacturing 
concern doing about one million annually, with an assured 
standing in the market. We expect to do two million and 
more. e require the services of someone capable of sales | 
management and having the necessary hardware knowledge 
to wisely expand our lines. Investment in the company | 
not refused but not essential. Communications strictly 
confidential as to both sides. Box H-550, care of Hardware 
Age, New York. 














RRR a! 








WANTED—Salesmen calling on ¥"o" Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 


SAILESMAN, experienced; one who thoroughly understands the Door 
Hanger line. Must live around New York City. State age, experience 
and salary expected. Do not apply unless on know Door Hangers. Ad- 
dress Box H-569, care of HArpware Ace, York. 


SALESMIEN or sales organization for all territories to introduce a new 
ten cent item to hardware, radio and auto accessory stores. Live organiza- 
tion who can carry own stock will be given exclusive rights. To salesmen 
liberal commission assures good income. Addres Box H-563, care of Harp- 
ware Acer, New York. 














) Experienced Hardware Executive and Salesman 
) with wide acquaintance among retail and jobbing trade from coast 
to coast is open for salary or commission proposition with established 
hardware concern as district or branch manager or as exclusive 
representative in restricted territory. Have also had ten years’ 
experience in sales promotion work. Will be pleased to exchange 
references. Address Box 11-559, care of Harpwarge AGp, New York. 














EXECUTIVE, 36 years of age, with 14 years’ manufacturing experi- 
ence, including credits, purchasing, office management, production and 
sales, available soon. Capable of shoulderin — oe gegen and 
to efficiently relieve you of a part of your load. In search of a man-si 
job which offers real opportunities for the future. Address Box H-546, 
care of Harpware Ace, New York. 





THOROUGHLY competent executive, manager and buyer; economical 
reduction of inventories; 18 years retail hardware; exchange references; 
preference for Southern California or Southwest; employed: 30 or better, 
60 days’ notice needed; prompt replies, Air Mail or Wire. Address Box 
H-564, care of HARDWARE AcE, New York. 





JOBBER SALESMAN—Age 32, experienced in organization and gen- 
eral sales promotion, desires position with reliable shelf hardware manu- 
facturer. Have excellent record and wide acquaintance among better 
rade jobbers and dealers in all Eastern and Atlantic Coast States. Address 
Ses H-551, care of Harpware Ace, New York. 





SALES ACCOUNTS WANTED 


ESTABLISHED MANUFACTURERS’ AGENTS having warehouse 
facilities and experienced salesmen, wish to enlarge their line by taking 
on one or two hardware or mill supply specialties to sell in Ohio, Indiana, 
Illinois. Michigan, also Buffalo, Pittsburgh, Louisville, St. Louis and 
Milwaukee. Address D. & G., 41 Central Ave., Cincinnati, Ohio. 








SALESMAN wants lines or articles to sell on commission. Well known 
to trade with six years’ experience —s on Hardware and Variety stores 
be SSicegs and suburbs. Address J. P. BYRON, 1539 N. Monticello Ave., 

icago, 


SALES REPRESENTATIVES WANTEL 


LONG established manufacturer expanding distribution has opening for 
representative in several sections with opportunity for manufacturers’ agents 
and exclusive representatives macerding. to section of country. Dog collars 
and furnishings, oa pisecs holsters, police billies, etc., to sell to hardware, sport- 
ing goods, pa okers, pet stores and leather goods stores. State age, 
presses lines. if 4 and reasons why you can sell this line. Address 

ATTERSON, P BOX NO. 105, ‘Daltinere, Md. 











WANTED—Experienced hardware salesman to cover Pacific Coast terri- 
tory in the sale of py latches, padlocks, etc. For well known manufac- 
turing concern in the East. Please give rticulars of experience and 
methods of covering jobbers and dealers. ox H-567, care of Harpwarr 
Act, New York. 





MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns, are all big users. State experience, 
lines handled and territory covered. We want none but those who can “make 
good.” For such our proposition is an excellent one. Address “S. H.,’ 
care of Harpware Ace, New York. 





WANTED—Sales representative calling on tool and hardware stores and 
jobbers for high class tool line and nationally advertised Door Check; com- 
mission basis. State territory covered. Address Box H-523, care of 
Harpware Ace, New York. 
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SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





WANTED—SALESMEN calling on Hardware, Sporting Goods, Depart- 
ment and Drug Stores. ‘“‘Morning Glory Shower.” 4th year sold. No 
competition. e of the best specialties on the market. Large com- 
missions. Make several dollars extra each day. Give territory and 
~— HUGH PITCHER COMPANY, 116 Plane Street, Boonton, 





SALESMEN wanted in all sections calling on hardware dealers to sell 
Glass Cutters and patented Wire Stripping and Cutting Pliers. Excellent 
haga? for live wires working on attractive commission basis. Address 
x H-568, care of Harpware Act, New York. 





WANTED—Specialty Salesmen—Salesmen calling on Hardware, Depart- 
ment, Toy and Sporting Goods Stores to sell new line of Archery ge 

Experience, brains and capital behind it. Protected territory. Liberal 
commission. Give lines handled, territory now covered, references, full 


details. INDIAN ARCHERY & TOY CORPORATION, Evansville, Ind. 








WANTED—EXPERIENCED HARDWARE SALESMEN in. the 
South, Middle West and Northwest territories by well-known manufactur- 
ers of deadlocks, latches, padlocks and growing builders line. Address 
Box H-539, care of HARDWARE AcE, New York. 











Are You Looking for 
REAL Sales Representatives? 





The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 














FORSTNER BITS 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its.center, consequently it will bore any 

arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 

—. boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S.A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








Looking for a Hardware Store? 


The place to find one is in the “Classified 


Opportunities Section” of this paper. 


By watching the, FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 





Permanent magnet which holds 


6 99 H 

Robertson “Horseshoe Magnet” Hammers 
—_ ws Re 

the tack in position for driv- 7 101 @ — 

ing. ‘Awarded the Silver Medal ——— 


(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 
Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 


AND COTTON TWINES ETC. S07 /0P LAALOG 
BOSTON MA SS. 


screw “JF; NOX” orivers 
| 

















rongeo 


bu we 


See 





2 “The Tooty in Lhe Plaid Bow” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


WACK SAWS - BAND SAWS = SCREW ORIVERS ~- GLASS CUTTERS 


. BLAIR 


moves erees 


aT MOWERS 








Plain or gaat 


STRATTON ™**,o..08 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





» = 


Confidence in Likampin, Brand 


Tungsten Lam is shown by 20,000 re- 
tailers and 5 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

‘Licensed under the General ae 
Company’s Incandescent Lamp ad 

—— 
























BROWN @ SHARPE | 
TOUOnsS 
Miade Best 
mplete Satisfacti 
mr y utalog on request 


RADE MARK 


BROWN & SHARPI 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as « convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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HARDWARE AGE 


Those old scape-goats Mr. 
Just-as-Good and Mr. Ten 
Percent Less have been re- 
sponsible for a lot of busi- 
ness misery. 


acts are—qnantity pro- 
duction today is a guarantee 
of quality production in 
most instances for great re- 
finements are usually made 
by big producers. 


It’s the same with levels. 
“Factory Built-in” accu- 
racy would be impossible 
under small production 
methods. In 1910, 75% 
of all levels were of the ad- 
justable type. In _ 1926, 
75% are of the Sand’s 
“Solid-set” type. Sand’s 
introduced the clear vision 
and protected vials. 








remains” 


“Factory built-in” accuracy 
today means everything to 
the level buyer. He knows 
cheaper prices mean cheap- 
er materials, cheaper work- 
manship and a lower stand- 
ard of accuracy. By all 
American production and 
quality standards, it cannot 
be otherwise. 


Write for Sand’s catalog 
and, if in Detroit, come and 
visit us. Glad to take you 
thru) our splendid plant. 
\We'’re especially proud of 
our standards of accuracy 
something to understand, 
something to live up to. 


‘The impression of quality 

remains long after the 
. . 9) 

price is forgotten.” Never 

more true than today. 


Sand’s Level and Tool Co. 
8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 


Sands Levels, Plumbs & Toals 





Sands Levels Tell the Truth. 
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LENDERPOWT 
| wine BLADE 





i | 
| | MECHANICS 
“LIKE THIS 
STOCKY BLADE 
ITH ITS HANDY 
PING POINT 4m 
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SHAPLEIGH HARDWARE CO. 


' 
INTERNATIONAL DISTRIBUTORS 
oa ESTABLISHED 1843 





iN THE U. 8. PATENT OFFICE 
| “DIAMOND EDGE 1S _A QUALITY PLEDGE ~ 
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Shapleigh National Series No. 1285 
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